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Selected by 
THAYER McNEIL CO. 


Boston Eines wide reports indicate 


a marked increase in the popularity 
of patent leather footwear .. . and 
confirm the often heard comment 
that patent is no longer a seasonal 
style, butsells steadily the yearround. 

The four patterns illustrated have 
been selected by leading stores in 
Boston and St. Louis as exceptionally 
good sellers. It is probable that 
several of these shoes are made 
of Colonia] Patent, inasmuch as 
Colonial is the largest supplier of 
patent leather going into footwear. 
COLONIAL TANNING COMPANY 


BOSTON 
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Selected by 
R. H. STEARNS CO. 
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Long wear for your Carpets is born in these Jars— 


There’s a Mohawk Maxim that means a lot to 
you: “Jf it isn’t in the Wool, it isn’t in the 
Carpet.” And a corollary to that truth is this: 
“No one wool will produce carpet with max- 
imum wear.” 

That’s why Mohawk wools are brought from 
all over the world—from such world-outposts 
as Iraq, India, Thibet, China, South America, 
the Scotch Highlands. That's why these wools 
are formula-blended—to bring you added 
years of service. 

Here, in these jars, are samples of wools for 


wot 7 Factor sut 5 
in perfect balance — 
GUARANTEE MAXIMUM CARPET LIFE 
T+ WOOL BLEND 
2+ PITCH 
3+ ROWS PER INCH 
4+ YARN SIZE 
S+ PULe weigur 


just one Mohawk blend. There are many 
such blends, depending on the use to which 
the finished carpet will be put. One of these 
blends, in Mohawk’s Balanced Construction, 
results in the carpet right for your use—re- 
gardless of whether that use be light-duty or 
tough-traffic. 

Your Mohawk Contract Dealer knows carpets. 
When you plan recarpeting, ask his advice. 
Often he can save you money. Always he can 
assure installation of just the carpet for your 
use. Mohawk Carpet Mills, Amsterdam, N.Y. 


MOHAWK 
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A friend of mine told me 


My shoes are to get kidskin shoes then 
killing me/ my feet wouldnt hurt. Have 
you got 
kidskin 
shoes? 




















7ve never been on my feet | |'The fellow who waits on me /s very 
so much in my life! What || nice./ve been fitted by him for years. 
were those soft smart || My new shoes are of @ swe// 
shoes you sold me || /eather—Sunita Kid, he calls it: 

Jast time?” - 
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2,000,000° girls-with-paychecks 
ae remaking your, marke 


Month 
constit 


about | 
(Kate Sanford, New York artist, does a job of camouflage) the us 





* 350,000 career girls buy Glamour great s 
every month ; over 2,000,000 read it. 


With more women working than ever before in America’ | J ©OSta 


history, there’s a new paycheck generation growing up. Young | | for des 
~ women who'll go on earning —and spending — after the wat os 
Career girls reading Glamour...studying the fashion pages... yy 
learning new cosmetic tricks...taking lessons in smart living 
... buying quality in everything from stockings to sterling 
They have money to spend on themselves while they're at the 
spending age (81% of Glamour’s readers are under thirty!) \ 
They’re making themselves over...and they’re making over you 
postwar market into something bigger, livelier. more responsi’ 


i — the helpof GLAMOUR 


The magazine that knows the girl-with-a-job f 











The Condé Nast Publications, Inc., 420 Lexington Avenue, New York City, 17 
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HOW TO HANDLE 







_ tough man 









































“Patrolman Murphy is tough—especi:)) 
when it comes to buying shoes. The first time} 
came in, he laid down the law—'It’s comfoy 
want in my shoes,’ he snorted, “but I suppose 
be trying on every pair in the place to find it! 

“He was in for a surprise. I got out a paird 
black bluchers made with Cushion Cork.* Whi 
lacing them up, I carefully explained by 
Cushion Cork adds comfort to every step. Hoy 
it cushions the foot . . . eases breaking-in . 
insulates against heat and cold. I pointed out thy 
Cushion Cork, being porous, also allows feet jy 
‘breathe.’ 

“I could see he wasn’t convinced until by 
walked around a bit. Then he grinned. ‘Her’ 
my ration coupon,” he said, ‘I’m taking thes 
right now!’ 

“Yep, he took the first pair he tried. Cushion 
Cork and my sales story sold him, all right 


And, since then, it seems like every cop on th 





force has asked for shoes ‘with Cushion Cork.’ 
a eS 


You can get Cushion Cork in practically al 
types of both men’s and women’s shoes, (It 
used in several ways—as midsoling, filler piece 
platform, or in combination with insoling 
Just specify Armstrong’s Cushion Cork on your 
next shoe order. Armstrong Cork Com- 
pany, Shoe Comfort Headquarters, 9604 
Arch Street, Lancaster, Pennsylvania. 


Cashion Coe 


ADDS COMFORT TO EVERY 












* Reg. U. S. Pat. Off. 






STRONG’S SHOE PRODUCTS 
COUNTERS FILLERS CUSHION CORK CORK COMPOSITION 
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Here’s news for smart chil- 
dren’s shoe buyers . . . this 
new Fulton Sandal, in solid 
or multi-colored weave. 





Naturally, this modern sandal boasts a & 
Beaufort Sole that’s “Better than Leather,” 
because it outwears leather, absorbs less 

moisture, is non-slip and crack-proof. 
Millions of pairs of Beaufort Soles have been 


worn without a single customer complaint. 


One of a complete line of modern shoe parts: Insoles — in sheets; flexible ventilated strips; Knox Blocks + Linings — 
sock, vamp and quarter linings; heel pads + Platforms + Midsoles + Counters - Heels and Wedges + Heel Bases 


INDUSTRIAL DIVISION, HOMASOTE COMPANY, TRENTON, N. J. 
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The Nina 


A Drew Gypsy 


Ne. 736@ — Black Satin 
Mat Kid, Stitched and 
Perforated Through, Ex- 
tended Insole, Extra 
Eyelet for Fine Fitting, 
132 Last, 13/8 Kantskuff 
Broad Cuban Leather Heel. 
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DREW’S “Sculptured to the Foot” Fitting 
Means Success on the Fitting Stool 


You'll spend less time and less effort, give better fitting service and enjoy greater 
customer satisfaction by fitting feet with DREW'S light-weight smartly-tailored flex- 
ible welts. Customers will appreciate the ease with which you can give them a 
perfect fit, and the foot enjoyment they get from wearing DREW SHOES will 
make them loyal to your store in all of their footwear needs. 

Let “sculptured-to-the-foot" fitting with DREW'S 7 BASIC LASTS bring your store 
the reputation of featuring shoes which are outstanding for comfortable smartness. 


Women’s Fine Welts For Over 50 Years Mm HISS 
THE IRVING DREW CORPORATION, LANCASTER, OHIO curs 
New York, 746 Marbridge Bidg. — 
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Lord V 
would 
been sp 
But t 
LYNN—$2.60 Net (#9299X) elasticiz 
Anklet, Red-Green-Wheat-White, 16/8 Reg. Cuban, 19/8 Hi Cuban Heel isn’t. av 
CHARM — $2.60 Net (#9898) the raw 
Platform Sandal, Red-Green-Wheat-White, 19/8 Hi Cuban Heel 
nl. 
GRECIAN—$2.15 Net (#7091) yar 
Anklet Sandal, Red-Green-Blue-White, 12/8 Wedge Heel Pre-w 
DELHI— $2.60 Net (#9999) can see 
Platform Stepin, Red-Green-Wheat-White, 19/8 Hi Cuban Heel going te 
MAISIE—$2.50 Net (#8295) 
Anklet, Red-Blue-Green-White-Wheat-Multi., Wedge Heel 
MIRIAM— $2.60 Net (#9091X) 
Red-Green-Wheat-White, 16/8 Reg. Cuban, 19/8 Hi Cuban Heel 


WARWICK —$2.50 Net (#8699) 
Braided Sandal, Red-Green-Wheat-White, 8/8 Wedge Heel 


PROMPT DELIVERY ! 
WEAR-TESTED OTHER STYLES TO RETAIL FROM $2.49 UP — -WRITE: FOR CIRCULAR 
SOLES! 


sv WICTORY FOOTWEAR SALES (0)... 


SOLD IN 18 PAIR AND 
UNITS ONLY! 2020 SHERWOOD AVENUE e BALTIMORE-18, MARYL 
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Lord Vere de Vere there is in a pretty foul mood. So 
would you be if your $100,000 diamond ring had 
been spurned for a pair of shoes. 

But those are no ordinary shoes. They are Contro 
elasticized shoes. Pre-war, of course, because Contro 
isn’t available right now. The government needs 
the raw materials that go into this wonder elastic 
yarn. 

Pre-war Contro had quite a reputation, as you 
can see by the love-light in Lady Dorothy's eyes. It’s 
going to be even better when it’s released again. 





All the war work that Firestone is doing in its 48 
great plants means better Firestone products—better 
Contro. Firestone technicians and laboratories never 
cease their efforts to make sure that Contro is the 
best elastic yarn that Firestone can produce. 
Remember Contro. Remember to ask for Contro. 
When? Sometime soon, we hope. We do know that 
when you do get Contro, it will be as perfect 
as an elastic yarn can be. Firestone Rubber & Latex 
Products Co., Fall River, Mass. and Empire State 
Building, New York. *nes. u. 5. PAT. OFF 


ELASTIC YARN ove restone 
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Stoo taking chanctes/ 


You wouldn’t risk a rattler’s bite — but danger strikes just 
as quickly at careless hands. Rattlesnakes warn before they strike, 
but in the factory danger possibilities are so familiar that their 


warnings are too often unheeded. 

Nearly half of all accidents in shoe factories happen to the 
hands; cuts, burns, lacerations, contusions, and infections of the 
hands account for 47% of all the time lost from accidents. 

Records show that most of these injuries are preventable. 
Taking chances, carelessness, slipping, tripping, hurrying and 
improper practices are the principal causes. 

Stop taking chances — injuries handicap the worker, the 
company and the war effort. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


Boot and Shoe Recorder 














No ONE of us 
is as Smart 


as ALL of us 
















You'll find this sign over many a desk at Roberts, 
Johnson & Rand. It’s simply an outward expression of a long- 
standing, basic policy. Explicitly, we are great believers in 
group thinking. Facilitating this constant exchange of thought, 


is an unsurpassed spirit of cooperativeness among Roberts, 





Johnson & Rand men... a sincere desire to “move the ball along.” 

This is of great importance to you, the dealer. For it suggests that no 
problem of yours will ever go begging for a solution just because one 
of us doesn’t happen to know the ssiieai The opportunities for getting 


it surround us! But such ability is wasted unless used. May we help you? 


JOHNSON 
& RAND... 


nternational Shoe LO Saint Lou 
AMED AS N SH MAN A 
‘ . ) ] » ‘ 
ad ~ JE ' ' UF CTURER 
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Warcmth— Coloz— Duality! 


CHILDREN'S HARD SOLE HOUSE SLIPPER 


VELVET IN RED AND BLUE 
100% WOOL FELT, RED, BLUE 


STYLE +202 SIZES 6-3 
—, 
SHOE MFRS." FALL OPENING: 


HOTEL NEW YORKER, ROOM 717, APRIL 16 to 19 


SANDAL & SLIPPER CO 
215 EAST 22nd STREET NEW YORK 10, N. Y. 
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The elements of true prescrip- 
tion fit are a sense of propor- 
tion scientifically arrived at— , : 
and a knowledge of lasts to 3 S 
compensate for the pressures 
of the foot under weight-bear- 
ing. 


ia) 





Note the skill of the hand in so fitting the shoes 
as to reveal the reason for selecting 2#3050—to 
relieve foot fatigue. 





Foot FATIGUE IS” 
ON THE INCREASE / 


Born and bred to a life of shoes, Carl R. Dillman is proud of his 
shoe prescription business in Suite 510-511 at 1700 Walnut Street, 
Philadelphia—in the very center of the finest shop district. A con- 
tact with doctors and hospitals, not only in the metropolitan Philo- 
delphia area but all over the country, keeps him busy six days o 
week—10:00 A.M. to 5:00 P.M.—in service to the professional field, 
through specialized shoe fitting on prescription. 





To be a Philadelphia shoe man, you must qualify at the fitting 
stool and Mr. Dillman put in a long apprenticeship in the best stores 
in Philadelphia and long study in corrective technique. So it comes 
with the voice of authority when he says: "The public is showing 
characteristics of foot fatigue that necessitate greater care and 
attention to proper fit and posture." 


Active American life is giving increased duty to feet—to wak 
and to work as never before. To keep these feet on the line in the 
shop, at home and going to and fro, Mr. Dillman concentrates on 
types of corrective shoes made by W. B. COON COMPANY to 


his selection and in his name. 


A full length mirror reveals balanced posture after the customer 
has been fitted to #3010 in a 5/2 AA—to give an arch compensation 


to corrett pronation. 





Cari R. Dillman consults the 
card index, for every action at 
the fitting stool must be accord- 


ing to the precise directions of 
the prescription, which comes 
from the doctor or hospital. 











N EXCLUSIVE PRESCRIPTION BUSINESS BUILT 
PON CORRECTIVE LASTS AND CONSTRUCTION 


Accuracy is a MUST in prescription shoe fitting. There is no toler- 
we for compromise. To build a prescription business, one must have 
atpatience and persistence. The short-cuts cre not to be taken A skillful pair of 
you specialize in prescription work. pag gt 
| sate those necessitous 
Records must be kept and progress reports sent to the doctor who an ree ever 6 
to correct foot trouble by footwear created to give the right Base chee, out of 
, tight support and right materials in uppers, to com- 


ate for possible pain there too. 


inthe long experience of W. B. COON COMPANY, we have 
amed how to assemble the materials and create the lasts that fine 
ing can put together, so that many men, in all parts of the 
can competently serve prescription trade. In Mr. Dillman 
find « sincere craftsman at the fitting stool and at his shop bench 
necessary adjustments—though, in the main, the shoes as 
come _— the factory qualify in this exacting service to 


In fimes like these, the work of corrective shoemaking and correct 

fitting must go on—a national necessity if there ever was one. 
tare pleased to serve our customers of record and when the time 
emes for an extension of this specialized service, we stand ready to 
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By UNITED LAST COMPANY 

























































































Both styles are made in Men’s and Women’s sizes and | 

are ‘produced entirely from non-restricted materials. 

Now in stock in all standard sizes and widths and in the 
following colors:— 

Ne, 3—-Siaiy polished j No. 1—“Pastel” blue or polished é 

ae oo wee hen : 

highly polished light mahogany No. 3—"Paste!” blue is 

These shoe trees are attractively 

priced for profitable consumer sale. 


UNITED LAST COMPANY 


MARBRIDGE BUILDING ROOM 503, 47 WEST 34th STREET, NEW YORK 1, N. Y- — 
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The Yankee Shoemakers Announce 


“LITTLE 
B71 43: 

















| A New Line of Branded, Nationally 
Advertised Children’s Shoes 


(TO RETAIL AT $5) 


FIRST SHOWING — April 17-18 
at Rooms 505-507, Hotel McAlpin 


(In attendance: Sam Smith—B. W. Leslie) 


READY FOR SHIPMENT OUT OF STOCK 


Your inspection cordially invited. We shall be glad to discuss ex- 
clusive agency proposition with selected stores. 





Everybody's talking about “post-war” opportunities—here is a 
“post-war” opportunity you can start making money on today! This 
is not just another line of children’s shoes! LITTLE YANK&ES 
are designed right! Made right! Priced right! Promoted right! 
YAN, 
Sgaxe 


THE YANKEE SHOEMAKERS * * NEWMARKET, 
























April 18. 1944 : - 16a 
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at ROOMS 718-719 
Hotel New Yorker 

THE SHOE MANUFACTURERS FALL OPENING 
_ APRIL 16-19 
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Avoid Careless, Wasteful Use of 
Tools, Equipment and Supplies 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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LEATHER WRECKERS CLUB 


_ 


i > GERBERICH-PAYNE SHOE COMPANY Mount Joy, Pennsylvania 


New York Office, Marbridge Building, Room 405 * Los Angeles, Hotel Lankershim 
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“Alale maikai nui loa Oomphies!”’ 


‘*There’s nothing finer than Oomphies!”’ say the girls of Honolulu ... 
and Mexico, and Cuba, and Puerto Rico, and Canada. The demand for 
Oomphies has now spread beyond the borders of our country—and that 
makes us proud! But we can’t help worrying a little, too. Because, 
though we like making so many new friends, we’re even more anxious 
to keep our old ones. That’s why we bend over backwards in alloting 
merchandise fairly to each of our customers. . . so that ALL may profit 
by the popularity of America’s fastest growing line of indoor casuals. 


OoOmp ‘ 


AMERICA'S FASTEST GROWING LINE OF INDOOR CASUALS 


business | 


LA MARQUISE FOOTWEAR, INC. * 137 Varick St., New York 13 
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Labiche’s Jarman “Moc-San” window, tying in with the recent full color Jarman ad in the Saturday Evening Post. 


departments of one of the South’s top flight stores, has been selling Jarman 


shoes since 1929. Right through the depression years and up to the 


present, each successive year has been better. than the last—more Jarman 


f, rermand Legendre, Labiche's, New Orleans 
( . Down in New Orleans, Armand Legendre, head of the shoe 


shoes have been sold, more profits made. In the last several years Mr. Legendre’s Jarman 
business has doubled, and today there are few men in New Orleans (largest city in the South) who 
aren’t familiar with Jarman shoes and the fact that they are sold at Labiche’s. It has been an 
unusually successful operation, and no little credit is due the merchandising skill of Mr. Legendre. 
To build up Jarman business and the brand name in New Orleans, newspaper and direct 
mail advertising have been used extensively. Outstanding promotions have been staged and 
constant attention is given to dramatic and effective window display. “We never lose an opportunity to 
tie in completely with every Jarman ad that appears in Life or the Saturday Evening Post,” 
says Mr. Legendre. “The excellent service we get from Jarman, the prestige value of the 
brand name, the traffic-stopping window displays, the newspaper ads and direct 
mail Jarman furnishes each season—all have helped us 


to build a successful and profitable business.” 


TO RETAIL AT 


#5 1. BS 


MOST STYLES 


JARMAN SHOE COMPANY 


DIFISION oF GENERAL SHOE CORPORATION, NASHVILLE 1, TENN. 








Preserve the Beauty and Utility of Closed-Toe Styles 


THE QUALITY 
BOX TOE 


with Celastic 


Crtastic is a solution-sof- 
tened box toe material that 
conforms to the exact con- 
tour of the last over which 
the shoe is made. 


Celastic is also an important 
element in preserving the 
wear-life of useful footwear 

. a toe that holds its own 
through every exacting use. 





UNITED SHOE MACHINERY CORPORATION sosrton, massacnusetts 
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For pretty freedom-loving feet . . . 

Home of the free... that’s Matrix* Shoes for you! 
The secret 

is the way every little curve and arch of the 
bottom of the foot finds its mate in the footprint 

moulded in leather inside each Matrix Shoe 
Your feet relax because they're supported ali over. 
No other shoe in all the world gives you 


Your Footprint in Leather’’!* 





Most Matrix Styles, $9.95 to $12.95. 
E. P. Reed & Company, Rochester 3, N. Y., 
Matrix Style Studio, 47 W. 34th St. 
New York 1, N.Y. *Reg. U. S. Pat. Off, 
E. P. Reed & Co. 








From near and far come the reports that KICK- 
ERINOS have reached feminine hearts and feminine 
feet with an acceptance that makes them friends 
for all time to come. This casual footwear in a 
variety of colors, in rationed and non-rationed 


numbers, is something your store can shout about. 


See KICKERINOS in our New York Show Room. 
Leonard Cohen, Room 944 Marbridge Bldg. 








SYLVIA 





MARILYN SHOE COMPANY 
MILWAUKEE 5, WISCONSIN 





pe 




















Boot and Shoe Record! 








fa 








odels are chosen because their figure lines enhance the costumes they show. Manu- 


facturers of fine shoes choose Spaulding Counters because their lines are good, too . . . 


under leather or fabric. Spaulding Fibre Company, Inc., North Rochester, New Hampshire. 














landri 


... Bvervthing 









FANNED RIGHT... backed by the knowl- 
edge and skill built and strengthened by 


over a half century of experience. 


the Nam a Implies TANDRITE CALF. steadfast to its stand 


ards, possesses a Quality, Color and Finish 















still most widely sought after by the nation’s 


V4 foremost shoe designers and manufacturers. 
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E. HUBSCHMAN & SONS, ING 
PHILADELPHIA, PA. 
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DRGE W. JOHNSON, president 
"Endicott - Johnson Corporation, 
icott, New York, on the occasion 
is birthday recently, expressed 
following thoughts: 
RVEST Depends Upon EF- 
I am strongly of the opinion 
ft ‘life can be beautiful’ but in or- 
‘tio make it so WE MUST PUT 
METHING OF OURSELVES IN- 
























DIT. Just as we select the best 
spot for a garden—plow, sow and 
cultivate, keeping out weeds when the 
growth is young and taking care that 
nothing interferes that could harm it, 
we must regulate our lives if we are 
te get the best harvest. 

“We must plan and work, always 
giving our best to the task at hand 
if we are to get the most out of life. 
> “I have no patience with those who 
feel the world owes them a living. 
If everyone took that attitude, what 
would we eat? 

“It was intended man should en- 
due THROUGH THE RESULTS 


\e 


4 OF HIS OWN EFFORT, just as 
animal life has to hustle and work 
> to survive. We can get along, after 


a fashion, trying to see what is the 
we need do, and the MOST 

We can get for it, but this is a rea- 
son, I believe, why more of us do 
not reach greater heights. Too many 
are not willing to consecrate their 
to a carefully-thought-out plan 

and WORK FOR IT FAITHFULLY. 


“Eventually everything we do takes 
Wot and the harvest of our actions 
Comes back in due time. Anyone can 
Swish a broom over a dirty floor and 
6 some improvement but if we ex- 
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pect to make it shine we must take 
off our coats, get down on hands and 
knees and SCRUB. 

“This business did not just hap- 


pen. It is the result of a carefully- 
thought-out plan, followed with the 
LIFE WORK of its founder, Mr. 
George F. Johnson, who lived and 
worked with it EVERY MINUTE OF 
HIS WAKING HOURS. If ‘we are 
to keep it strong and healthy, his suc- 
cessors, in their management, must 
follow in his footsteps and the work- 
ers in turn must accept their part of 
the responsibility—and the definitely 
have one—to GIVE in proportion to 
what they RECEIVE. Neither work- 
ers nor managers can get something 
for nothing. 

“Our competitors are always mov- 
ing forward and WE MUST CON- 
STANTLY FIND NEW AND BET- 
TER WAYS. Short cuts, improved 


" 





machinery and better methods all in- 
crease production and this makes low- 
er costs to the consumer. Lower 
consumer cost is the BEST GUAR- 
ANTEE of steady employment with 
the BEST POSSIBLE WAGES. 

“We all owe this business the same 
obligation — the continuation of a 
square deal, and let us never forget 
—No deal IS square unless it works 
both ways.” 

* * * 


BARNEY WORTHMAN, chief of the 
shoemaking division of the Fulton 
Leather Goods Company, New York, 
says: 

“There will be a considerable num- 
ber of shoe manufacturers and thou- 
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sands of shoe retailers sadly disillu- 
sioned when they are made aware of 
the real meaning of the recent amend- 
ment to M-217, concerning two-tones. 

“This apparent lifting of the two- 
tone restriction is obviously a deal 
which the WPB offers to the shoe 
manufacturers—an offer motivated by 
leather conservation considerations. 


It, in effect, says to the shoe manu- 
facturer, ‘If you will produce a fabric 
white, black, town brown or army 
russet shoe, we will permit you to two- 
tone it in leather of any of those per- 





mitted colors but the leather shall not 
comprise more than 30% of the upper 
stock.’ It does not give the manufac- 
turer any leeway in effectively styling 
this two-tone for M-217 still forbids 
woven vamps or quarter patterns, 
quarter collars, leather bows, strip- 
pings, braidings, pintuckings, lacing 
and overlays not serving a functional 
purpose, straps passing over or under 
a vamp, kilties or other ornamental 
tongues, etc. It seems to me about all 
the ‘John Doe Shoe Manufacturing 
Company’ can do under the release is 
to style a white fabric shoe with a 
brown leather heel and tip. Surely, 
no shoe manufacturer could expect a 
consumer response to a two-tone effect 
in either black, army russet or town 
brown. The only result of this re- 
lease, so far as I can see is a tempo- 
rary state of confusion in the shoe 
industry. 

“Tt is surprising how little the aver- 
age shoe retailer understands or even 
tries to understand the restrictions of 
M-217 and its various amendments. It 
seems to me that he depends upon the 
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press reports of his local newspaper 
for the information. It is a sad com- 
mentary upon our industry but never- 
theless it is true. At this late date 
we still continue to receive requests 
from outstanding accounts for men’s 
leather sandals and size-ups on our 
former woven vamp styles. Only yes- 
terday the buying executive of a 
prominent quality retail shoe chain 
told me he received a plea for men’s 
sandals from the manager of one of 
his largest stores—a man who has a 
quarter of a century of shoe industry 
background. This executive promptly 
advised this manager to read a shoe 
trade publication occasionally.” 


mh ee. @ 


ARTHUR C. KAUFMANN, head of 
Gimbel’s, Philadelphia, speaking be- 
fore the Assembly of Famous Fash- 
ions, said: 

“From the beginning we have felt 
that the policy of promoting branded 
fashions made good sense. We recent- 
ly came across the following excerpt 
from an excellent advertisement of a 








renowned shoe manufacturer, which 

we copied: 

‘The Name on the Sole of a Shoe’ 
It is pressed in with pride by someone 

proud of his work. 

It separates one brand of shoes from all 
others. 

It will last no longer than it takes the 
paths and roads and sidewalks of a 
world to wear it off. 

Yet in a broader sense, the name on the 
sole of a shoe lasts long after it is 
worn away... . 

—in honor, if the shoe is good. . . . 

in shame, if the shoe is bad. 

“It seems to me that that’s just as 
true in everything else as it is in shoes 
and that is why we believe that the 
branded manufacturers have done— 
and will do—everything within their 
power to zealously safeguard their 
good names. 

“You who have names and reputa- 
tions to uphold are the houses that 
have kept your names and reputations 
through these difficult war years. We 
have had the satisfaction of seeing the 
formerly unaware public asking more 
and more for the labels we have 
taught them to believe in since 1936. 

“What about the future? In my 
opinion it has never been so bright 
for good manufacturers and good re- 
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—Some of our recent drastic regu- 
lations and rules coming out of 
bureaucratic headquarters remind 
me of the "efficiency expert" who 
was sent up into the mountains to 
advise the miners. 

—One old miner, driving him 
through the snow and cold, spread 
a buffalo lap-robe over the knees 
of both of them. 

—Said the efficiency expert: "You 
ought to turn the hair on the in- 
side. Don't you know it's a great 
deal warmer to have the hair 
next to your body?" 

—The old miner obeyed and then 
sat there chuckling. 

—Said the efficiency expert: “What 
are you laughing about? Are you 
laughing at me?" 

— "No," replied the miner, “I was 
just thinking about the buffalo. 
What a fool he was all his life, 
not to KNOW a simple thing like 
that." 

—We have no grudge against ef- 
ficiency—in fact we preach and 
practice it in all our undertak- 
ings— 

—But, efficiency in reverse can 
cause uncomfortable complica- 
tions— 

—And that's one thing we want to 
ayoid in this changing and 
changeable post-war era that 


may soon be with us. 


President 





tailers who have used this war period 
to improve and build up their busi- 
nesses — and who have played fair 
with their customers all along the 


line.” 
* * = 


M. 0. MICHELSON, manager of the 
Hollywood Boulevard store of the 
Florsheim Shoe Co. in Hollywood, 
Calif., has this sign hanging in his of- 
fice: “Don’t try to make a killing 
while others are being killed.” 

In addition to managing this store, 
“Mike” gives considerable outside 


time to his job as Chairman of the 
Hollywood Draft Board, so he has g 
decided personal feeling in tle situa. 
tion. Then too, he served in World 
War I, so knows what it is all about 


* * 


E. L. MATHY, president of the Ses 
Francisco Sales Managers Association, 
says: 

“Anyone who minimized the impor. 
tance of selling during this global 
war, merely displays an amazing de. 
gree of thoughtlessness and lack of 
imagination. Modern economy, wheth- 
er of war or of peace, is impossible 
without all of the propaganda phases 
of which ‘SELLING’ is the key, 

“Salesmen care little about your 
political affiliation, your religious be 
lief or the color of your skin—you are 
a prospect. And so, salesmen are the 
natural supporters of liberty and free. 
dom. 

“SELLING lives forever in the fu- 
ture -— yesterday is gone — today’s 
wants were met months ago—only to- 
morrow counts. And so, salesmen, 
loyally supporting the needs of today, 
must and do plan for the inevitable 
day of Victory.” 





RALPH GUINZBURG, president of 
I. B. Kleinert Rubber Company, pre 
sented “Ten Year or Longer” service 
pins to 557 of the 1130 employees of 
the company, at a dinner at the Col 
lege Point, Long Island plant. Seven 
of the employees, including Harry | 
Kleinert, Sr., vice-president in charge 
ef the plant, had a service record of 
more than fifty years and each of 
these was presented with a diamoné- 
studded service pin. Mr. Guinzburg 
said: 

“The company has striven to get al 
the business it could but we have ab 
ways been careful not to get so big 
that we lose personal touch with the 
employees. Much labor trouble grows 
out of oversized plants wherein mar 
agement and labor do not know ome 
another.” 

* * * 
RoLAND M. AUSTIN, assistant tree 
surer and general manager of the V. 
G. Simmons Corporation, Harti 
Conn., says: 
“Two of our men are celebraliié 
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gniversaries. Robert E. Prendergast, 
qe of our vice-presidents and men’s 
shoe buyer, is celebrating his fiftieth 
gniversary with the Simmons Corpo- 
gation and Louis B. Clyne, of our wo- 
men’s shoe department is celebrating 
jis thirtieth anniversary with the 
sore. An informal dinner was given 
jor these two old timers, which was 
attended by twenty employees of the 
W. G. Simmons Corporation. 

“Our president, Benjamin W. Childs 
and vice-president, Thomas S. Childs, 
ge both lieutenants in the United 
States Naval Reserve.” 


* * 


EJ. Vollmer, president of the Tri- 
City Shoe Retailers Association, 
writes : 

“We have sent to the War Pro- 
duction Board a protest by the Tri- 
City Shoe Retailers Association, com- 
posed of shoe dealers from Appleton, 
Neenah and Menasha, Wisconsin. 

“We believe that stores throughout 
the country should take steps to cur- 
tail some of the releases, which for 
the most part are not a benefit to the 
shoe trade in general. 

“At the time the release of two- 
tone shoes was announced, most fac- 
tories had begun cutting white shoes. 
The two-tone release will surely affect 
the sales of these shoes to the extent 
that inventories will be unbalanced, at 
atime when it has been stressed to 
keep inventories in line. Manu- 
facturers have put all accounts on a 
q@iota basis and have constantly re- 
minded us that their production has 
reached the limit. Yet these releases 
ae allowed to filter through and add 
t confusion of the merchants 
problems. 

“The nation’s shoe stores are com- 
peed mostly of retailers with volumes 
wmder $100,000 or even less and the 
success of shoe rationing has been 
whieved by this group.” 


. ” * 


Vic JENSEN, “The Hussling Shoe 
Man” of Brisbane, Australia, is presi- 
dent of the Queensland Boot and Shoe 
Retailers Association. He recently 
taveled to Melbourne, 1300 miles by 
tail, to attend the Annual Meeting of 
Australian Council of Retail 
Traders. He does his bit to bring 
thout cooperation, not only between 
the shoe merchants of Australia but 
it their contacts with American sol- 
He writes: 

‘Th fact, all Australia appreciates 
the wonderful effort that is being put 
by the U. S. A. in fighting the 
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common foe; it’s only a matter of time 
and we will have them well under 
our heel. Your lads are a fine bunch 
of guys—well behaved and doing a 
wonderful job. Bravo! The outcome 
of this world’s conflict will certainly 
bring us closer together, with better 
understanding and mutual comrade- 
ship and in the future will help to 
fill some of our wide open spaces.” 
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P uNcH, the century-old English 
humorous publication, comes to us 
regularly—about two weeks after date 
of publication and we haven’t missed 
an issue during the entire period of 
the war—thanks to a friendly English 
leather man. 

A recent issue had this poem, sig- 
nificant of the fact that wood as a 
soling material would shortly cover 
40 per cent of the civilian feet of the 
British Isles: 


DOOH - MILLIONS OF 





“Oh some have silver sandals 
And some have shoes with holes 
In bags of rag the wandering tramp 
Ties up his weary soles, 
And some have shoes like thunder 
And some have shoes like flame, 
All God’s children got ‘em— 
But they have not all the same. 
. +. . 
To shoe the honest worker 
Since Adam sinned his sin 
There’s scarce a beast that (when de- 
ceased 
Renounces not his skin! 
The deer, the sow, the snake, the cow 
To cobblers’ lasts have gone, 
And I ought to be shot for talking rot 
But I still go drooling on. 
. > > 


Then here’s (for us) the oak-tree shoe 
For which no ox has died. 

‘Put off,’ observed John Nicholson, 
‘Put off, those shoes of pride.’ 





In hornbeam and in whych-elm now 
Shall fairy feet be shod. 
I care not much if brogues are Dutch 
That on mine own have trod. 
> . 7. 


In shoes of wood both stout and good 
e cotton worker goes, 
And any stuff that’s tough enough 
Can sheathe a patriot’s toes, 


And when the trees by slow d 

Have worn beneath my — 
I will fashion a pair of shoes to wear 
From the crust of war-time bread 


* * 


A PAIR of shoes now costs $1,000 in 
China, says A. Alan Hsiang, Chinese 
secretary—in a letter which he wrote 
to Herbert P. Lansdale, Jr., general 
secretary of the “Y” in Rochester, 
New York. That gives an idea of in- 
flation prices. He further emphasized 
that, upon returning home from a visit 
here, a taxicab ride in China cost $45, 
although the price was formerly 15 
cents. A suit of clothes sells for $12,- 
000 in Chungking; three buttons for 
an overcoat, purchased three years 
ago for $1.00, now sell for $300. 


oe. a © 


We have received a letter from Jiles 
Burdette, which makes us feel that 
once a friend of the Recorder— 
always a friend. Here it is: 

“Please change my mailing address 
for the Boor anp SHoE ReEcoRDER. 
Although I’m in the Navy now, I still 
enjoy reading my Recorder. I’ve been 
in for quite a while but have not had 
a permanent address or station until 
now. As a matter of fact, I only re- 
ceived a copy or two before being 
inducted, and the remainder went to 
the store I had in civilian life. Of 
course that is all water that has 
passed under the bridge now but am 
looking forward to reading it again.” 

Good luck, sailor and best wishes 
from the Recorder. 





























Remember, Bill—enter it as cash received." 
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FRONT LINE 
SHOEMAKER 
Lance Sergeant Harding, at- 


tached to a British Reconnais- 


sance Regiment on Anzio Beach- 


head, makes friends with Tara, 


captured German police dog. 
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More on the controversy that has been stirred up over mandatory use of 
oil or wax treated soles on all types of shoes. The mystery as this issue goes 
.to press is the whereabouts of printed copies of the Kilgore Committee's hear- 

s on the subject, these hearings having been held Feb. 8. Perhaps the West 
Virginia Senator has finally realized that he and his hunting boots have tro, on 
ground that was not at all familiar and that public release of the committee's 

oceedings might stir up indignation against the administration. If the hear- 

zy had proven entirely satisfactory to the Senator and his colleagues, one can 
ost be certain that printed copies of the hearings would have been 
distributed far and wide. 

















ee In any event, the hearings are not available, and members of the shoe 
‘industry, who are interested in this problem, are not able to learn how it was 
Mdled on Capitol Hill. Most Congressional committees have printed copies of 
leir hearings available in from three days to three weeks, in exceptional cases 

& might possibly be a little longer. Yet more than two months have elapsed 

mad the Committee has presented nothing but alibis to persons who have requested 


Opies of the testimony. st 














BOOT & SHOE RECORDER has attempted to get printed copies of the testimony 
fany times since Feb. 8 but each time was told it would take about three weeks 
Onger. The primary reason given was printing delays in the Government Printing 
fice. The last date on which a check was made was March 31, and the same 
swers were given. On this same day officials in charge of printing for the 
te told BOOT & SHOE RECORDER that the committee had not even sent the 
@aahuscript to the printing office. 











It is interesting to note that shoe manufacturers, shoe retailers, 
anners , tanner-—cutters and finder-—cutters in their most recent industry 
idvisory committee meetings with WPB emphatically opposed a mandatory order on 
use of oil or wax treatment. 











. 
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Recently in what might be termed a tri-partite pact, representatives 
if OPA, WPB, and the Interdepartmental Committee on Leather reaffirmed their 
position that a mandatory order was not feasible at the present time. Yet some 
f these same OPA officials vehemently demanded such an order before Senator 


ore in February. 
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Above: Betty Gra- 
ble, 20th Century- 
Fox star, demon- 
strates how a sling 
pump can be dressed 
up into a more friv- 
olous pattern. 


Right: Perry Smith 
checks in a_ shoe 
size on one of the 
‘on order” charts. 


Rear of The French Bootrie. Left to right: partners Bruce 
Williamson and Earle Brown, with their assistant managers, Perry 


Smith and Art Stone. 


1 HOLLYWOOD STARS 
Nelect Simple Shoes 


by HARRY R. TERHUNE 
Field Editor 
BOOT AND SHOE RECORDER 





Ir was the series of charts tacked up 
in the stockroom of The French 
Bootrie that attracted our attention. 
Questioning to bring out the practica- 
bility of these charts was interrupted 
by the run of the store’s trade—famed 
names in Movieland, a beautiful He- 
waiian princess and other women who 
appreciate elegant footwear. 

The discussion revolved around the 
changes which have taken place im 
merchandising a top grade shoe store 
the past few years, and how certain 
basic patterns were originated and de 
veloped by this store—patterns which 
gained and held country-wide accep- 
tance through being worn by popular 
Hollywood actresses in both picture 
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Contrary to Popular Belief, the Tastes of Movie Per- 
sonalities Run to Plain but Adaptable Footwear Styles. 


That's Been the Experience of The French Bootrie 


sepreductions and fashion stills. The 


voluntarily chose these shoes 
the angle of personal taste alone. 


Now for the merchandising and 


jon-originating angles of this 
: . a specialty shop of fine shoes 
YIeecated in Beverly Hills, Cal. Part- 
‘ners Bruce Williamson and Earle 
PBrown are not given to talking about 
ir business, but an informal con- 
‘yersation brought out some interesting 
“points. Today's store operation is ex- 
actly the reverse of that conducted by 
the business previous to 1942. At that 
time a completely new stock of styles 
was put on the shelves twice a year, 
thus making obsolete nearly all the 
shoes in stock. Now with patterns 
frozen, five or six of the best models 
have been selected for regular size-up. 
Shoe buying in The French Bootrie, 
like that in other stores dealing only 
in top grades, is reverting back to the 
policy practised in most orthopedic 
shoe stores—that of carrying a proved 
fitting number, season after season, 
with the accent almost entirely on 
sizes. Stockkeeping is greatly simpli- 
fied. Shoes are bought on a composite 
size chart, since sizes are the most im- 
portant element in shoe selection. 


Stocks are the cleanest they have 
been in 12 years, with business bet- 
ter than it has been in that period. No 
sales are held, for there is no need 
for clearances. The biggest headache 
is getting enough fine shoes in the 
most desirable patterns to fill the 
needs of the store’s ever-growing 
clientele. 

Variety is made possible by dress- 
ing up the shoes in the store with or- 
naments which range from fabric 
bows at $1 to $50 cut steel buckles. 
! is store played a tremendous part 
M reviving cut steel buckles when it 
started to display them in show cases 
and windows three years ago. Picture 
people started to wear them, which in 
tum gave the idea to hundreds of 
others. Buckles featured in other 
neighboring stores also contributed 
toward influencing the public to the 
desirability of these ornaments. 

is brings us to the reason for the 
in the stockroom. Immediately 
a run of shoes has been placed 
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with the supplying factory, a chart is 
made in which each ordered size is 
listed. To the right of each size is 
space for a customer’s name, address 
and phone number. As a patron in- 
dicates a wanted size on a certain 
shoe which is not then on the shelves 
but is on order, her name is written 
in the space left for this purpose. 
When the shoes come in, those re- 
served for these customers are set 
aside. Remaining sizes are put in 
stock for general selling. 

In the average store each sales- 
man has his own little book in which 
he records what types of shoes his 
own Mrs. Brown, Mrs. Smith and 
Mrs. Jones have in mind. When the 
shipment arrives, it invariably follows 
that too many salesmen have too many 
collective Mrs. Browns, Mrs. Smiths 
and Mrs. Joneses on certain sizes. 
Somebody is bound to be disap- 
pointed. 

Through The French Bootrie sys- 
tem, there is no over-selling on sizes 
as shoes are reserved for old and new 
customers alike in order of their se- 
lection. As Bruce Williamson pointed 
out, “Our regular well-to-do customers 
can buy only a rationed number of 
shoes per year. We do not think it 
good business in the long run to give 


Where Hollywood Patrons Purchase Shoes. Composite 
Size Chart Facilitates Selection, Eases Stockkeeping. 


Two patterns which 
have made history at 
the store: Mr. Wil- 
liamson holds an 
open shank d'Orsay; 
Mr. Brown displays 
a wide ankle strap. 


Below: On the wall 
of the phone booth 
used by patrons is a 
piece of parchment 
on which are written 
many expressions of 
appreciation from 
popular stars. Mildred 
Sorey is shown here 
_adding her comments. 


the old trade all the preference. This 
store has shown a tremendous in- 
crease in business the past few years, 
a gain which we attribute to our pol- 
icy of being fair to all comers. Rec- 
ords show that many of the customers 
whose names have been added during 
the past two years are buying with as 
much regularity and in grades as fine 

[TURN TO PAGE 71, PLEASE] 
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The SHAPE of SHOES to 


WHat is a last? We lastmakers know 
what a last is, but try to find a definition 
in any standard dictionary that really 
does the word “last” justice. Funk & 
Wagnall’s most recent edition says: “a 
wooden form, roughly resembling the 
foot, on which to make a boot or shoe.” 
Fifteen words! Only fifteen words to 
describe what is actually the very founda- 
tion of Shoemaking! 

My definition of a last is: “A last is a 
modeled, sculptured work of art, born of 
a vision, created by the skillful hands of 
an artist and craftsman into an original. 
modeled form of beauty. Over this prod- 
uct of skill and artistic ability, which is 
called a ‘last’ by the laity, the Shoe- 
maker fastens leather, shanks, heels. 
counters and linings by means of thread, 
nails, tacks, or adhesives to produce what 
is commonly known as a shoe.” 


% 


A last must have beauty, and, in addi- 
tion to beauty, it must have utility, dura- 
bility and strength to withstand modern 
shoemaking machinery. It must with- 
stand pressures up to 4000 pounds to the 
square inch. In addition to these qual- 
ities, a last must have the important 
virtue known as “fit.” It must be so art- 
fully contrived that 70 out of 100 pairs 
of feet can wear the shoes made over it 
with comfort. 

The last, as the mold of the shoe. 
must fit—fit the foot in repose, under a 
bridge table, at the movies, at cocktail 
tables and bars; or, fit the foot in action 
—when running, walking, dancing, golf- 
ing, when kneeling in church, and fit in 
such a way as to give comfort and free- 
dom to the muscles, joints, bones, and 
sinews of the foot; fit the arch, if there 
is one, and, by means of the last, add 
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JOSEPH W. HOLMES 


posture, grace and freedom of movement 
to the wearer of the shoe—be that wearer 
masculine or feminine, young or old, 
plump or thin, tall or short. 

Beauty—Strength—Fit! That's what a 
last must have! And Funk & Wagnall 
gave it only fifteen words. 


How Lasts Are Graded 


Roughly and quickly we will describe 
how lasts are graded—in inches or paris 
thereof. 

First: In men’s, women’s and boys- 
1% inch is the standard we use between 
sizes and widths on the ball, waist, or 
instep measurements. A size 6 of any 
width is %4 inch fuller than a size 5 o! 
the same width. A size 6 is % inch 
fuller than a 5% of the same width. A 
size 6-C is %4 inch fuller in ball, waist 
and instep than a 6-B. Length: three 
sizes to an inch. 

Second: In misses’, children’s, infants 

~3/16 inch is the standard of measure: 
ment between widths and sizes, instead 
of 14 inch as in men’s, boys’ and women’s 

This method of grading has bees 
known as “the standard” since 1886, 
when the Retailers’ Association estab 
lished measurements for lasts to insure 
themselves of shoes that would have # 
uniformity of fit on any given size. 


Extreme pointed toe men’s last (top left) 

that followed World War 1, flopped after 

short life and gave place to broader w 

shapes with more spring, culminating ™ 

the Haig last (bottom left), hailed by Mr. 

Holmes as “one of the three great lasts ol 
all time.” 


Boot and Shoe Recorde! 
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by JOSEPH W. HOLMES 
President, United Last Company 


From an address by Mr. Holmes at the 
recent Shee Industry Conference, in New 
York, on “What Will We Do with 


Victory?” 


With half sizes, as made today, you 
ean select shees with a variation as small 
as % inch on ball, waist and instep, and 
3/16 inch in length. 

Fine fitting! Close measurements! 
What other article made for utility wear 
works as closely as that? Men’s collars— 
% inch; gloves—2 inch; socks—% 
inch; men’s ready-to-wear suits—2 inches 
geross the chest and 1 inch around the 
waist. I won’t go into the gradation in 
inches on women’s wear. That’s a touchy 
subject! 

Lasts are made from hard rock or 
sugar maple. From the time of cutting 
the tree to delivery at our factories from 
sx months to a year will elapse. Our 
wood is delivered with a moisture con- 
tent of approximately 7 per cent. We 
have five sources of supply here in the 
United States. 

Our inventories, by the way, are satis- 
factory. We have enough on hand and 
coming to take care of the requirements 
of the shoe trade, provided M-217 is not 
rescinded or withdrawn overnight. We 
definitely favor a gradual release of style 
restrictions. 


Labor, Machinery, Productive 
Capacity 


Due to restrictions of M-217, the Last 
Industry volume of business is off over 
530 per cent as of December 31, 1943, 
over the year 1941—which we consider a 
normal year. 

Our employment records show the in- 
dustry as off approximately 40 per cent. 
If WPB were to rescind some of the 
present restrictions of M-217, our indus- 
try, as a whole, could produce, by work- 
ing overtime, only 70 per cent of what 
we would call a normal year. Relief to 
our industry is absolutely necessary for 
our good and for the good of the Shoe 
Industry. 

It is estimated that there are in the 
military service of our country better 
than ten million men and women. It is 
expected that, eventually, 10 per cent of 
our population of 130 odd million will 

in uniform. 

The lasts over which service shoes are 
made were developed with one thought 
™ mind—that the feet wearing the shoes 
Were going to do a lot of walking in all 
forts of weather, over hills, mountains. 









































































The Last, as the Mold of the Shoe, Must Provide 
Beauty and Fit, and Promises to Play a More Impor- 
tant Role than Ever as Millions of Young Americans 
Exchange Service Shoes for Civilian Types. How the 
Influence of Wartime Footwear May Affect the Trend 
of Shoe Styles Now and in the Post-War Period. 


Transition in women’s lasts from pointed 
toe last of 1917 to the wide-toe comfortable 
WAC last of today is shown in diagram 
above. Service shoes and comfortable foot- 
wear worn by war workers promise to 
influence post-war styles. 


deserts, plains, swamps and rocky rubble- 
strewn countrysides. 

Every man and woman in this room 
who goes camping—who really gets out 
into the woods or mountains for long 
hikes—knows that sturdy, roomy shoes 
are needed. 

The Munson, Navy, Marine Corps, 
Garrison Oxford and WAC Lasts are 
built for comfort. They are fitted at Mili- 
tary Reception Centers with this thought 


in mind—Foot Ease! They are big in 
measurements. Naturally, the feet of this 
Military group are going to grow sturdier 
and larger. (What about binding feet in 
China? ) 

The thousands of war workers who 
formerly were on their feet a couple of 
hours a day in snug, eye-appeal shoes 
have found it necessary, for comfort, to 
get into low heel, broad tread shoes of 
various types. 

It is the opinion of many shoe ‘men 
with whom I have talked that these feet 
are actually larger in girth measure than 
they were previous to the War Work 
Period. 


The lasts we made for steel box toe 
[TURN TO PAGE 64, PLEASE] 
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ing of Government-Owned Plants Concern Business 


Men, Washington Officials and Mr. Average Citizen. 


by A. G. MEZERIK 


Every time anyone begins to talk about the huge prob- 
lem underlying the disposition of wartime surplus goods 
and plants, the conversation winds up in a dull and astro- 
nomical statistical maze. So many thousand typewriters, 
thousands of tons of steel, train loads of food and millions 
of the things you wear, until everyone is punch drunk and 
unable to see the down-to-earth human needs, desires and 
fulfillments which should be paramount. 

To a soldier, surpluses mean help or hindrance in find- 
ing a job and whether he will be given priority to buy 
the radio and photographic equipment he has learned to 
use and love. He sees himself set up in a little shop on 
Main Street surrounded by his own tools, servicing his 
community with a trade the Army taught him and stock 
the government sold him. He visualizes himself riding in 
his favorite car, a GI jeep. In that soldier’s wonderful 
world-of-tomorrow there are few statistics, nonetheless he 
has concrete, fixed ideas about what the wartime surplus is 
and what can be done about it for him. 

The farmer has heard about the jeep too—how the little 
battle-car will do anything around the farm except milk the 
cow. His short and simple shopping list for surplus commo- 
dities goes on to include out-buildings and home repairs to 
be made from surplus barracks and building materials. 

The industrial worker may not have a list at all. He 
eyes the plant where he works right now, deeply concerned 
that if it goes on the surplus list maybe he will be surplus 
too. To him an unused factory spells unemployment. 

The manufacturer wants his plant to operate. He doesn’t 
want to close down because government dumps a product 
similar to his, saturates the market with goods sold at a 
price below his production cost. 

The distributor can see himself in the picture clearly. 
He has been on short rations all through the war and is 
eager to let out his belt a couple of notches. He wants 
those surplus goods to come into his wholesale house or 
retail store, and quickly. 

With the release of surpluses, that vast number of 
people engaged in distribution all share the same fear— 
Copyright 1944—BNB. 





Will POST-WAR SURPLUSES 
Block RETAIL SALES? 


Problems of Liquidating Military Stocks and Dispos- 
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that speculators, promoters and monop- 
olists will grab the stocks for resale at 
exorbitant prices, or that government will dispose 
of the products directly to the consumer, by-passing 
the organized channels. None of these worries too 
much about surpluses in the aggregate. Each 
plans in terms of his own needs. Each is concerned 
with prevailing confusion in Washington. 

There William L. Clayton, long Assistant Secretary of 
Commerce, is now installed as Surplus War Property Ad- 
ministrator to implement the recommendations of the 
Baruch-Hancock report. There, too, the WPB, the armed 
forces, Treasury Procurement and Congress are well along 
with plans for using up surpluses. There is no disagree- 
ment on the size or importance of the total disposition 
problem, only on how and for whom it is to be carried out. 

When the submarine menace was at its height, the 
Army sought to keep a two years’ supply of all essentials 
on hand. The Army now can, on finished goods, operate 
with a four months’ inventory. While far from achieving 
this goal, the Army Supply Service has at least started to 
find what stocks it owns and where they are. Raw and 
semi-finished materials, even some finished items, can be 
utilized by other war agencies. A division of the Army 
discovers an oversupply of aluminum, which the Navy 
needs. Or the Army finds it has too many blankets on 
hand which the Marines can use. UNRRA and the Red 
Cross, too, are buying and stocking up blankets, sheets, 
foods and other surpluses for relief use. 

Items needed for civilian use in this country, and that 
list is long, are released to the Treasury Procurement Di- 
vision, there to be sold for redistribution. Here the far- 
flung distribution apparatus of American business should 
be used and while Washington agrees that civilian articles 
should be released through normal channels, speculators 
have enjoyed too many of the feasts already offered. 

The trouble is that the operation is loose, the Army still 
doesn’t know where its surpluses are, and the method of 
distribution is neither clear nor much more than a wishful 
expression that speculators will not grab. Perhaps the 
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most intelligent individual program in Washington is the 
review of limitation and materials orders undertaken by 
WPB. Believing that disposal of surplus is paramount 
in conservation, WPB is well along in surveying all limi- 
tation orders to discover what materials orders are af- 
fected by them. 

As this works out, when a surplus of copper is dis- 
covered, the Office of Civilian Requirements is queried to 
see where copper in necessary civilian articles can be 
used to best advantage. The limitation on copper is re- 
laxed and the materials order amplified. The copper sur- 
plus is absorbed to the benefit of the consumer and the 
economy. It is important to detail this procedure for in it 
is implicit the realization that any surplus which comes 
into the market in peacetime will do so at the expense of 
employment and production—for what is already mined, 
grown, or manufactured is labor already used. Using up 
these surpluses now makes post-war employment. 

The Baruch report, Mr. Clayton, and Congressmen all 
realize that disposition of surplus commodities is in part 
a wartime problem. Confusion arises about how to do it 
so that the results won’t create more unbalance in our 
economy rather than less. 

One difficulty lies in working out a method whereby the 
interested parties, particularly in the distribution field, 
advise on how and when the surplus should come into the 
market. Another is the assurance that the material will 
be available to small business and to the consumers who 
need it. Here the human terms suffer in the face of the 
Magnitude of the surpluses. The Surplus War Material 
Administrator believes the government must get as much 
&s possible for the products; which means the highest 
[TURN TO PAGE 72, PLEASE] 
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“Edltoes Netz 


THis article was specially prepared for BOOT AND SHOE 

RECORDER and the other journals which are members of Busi- 
ness News Service (BNS). Ideas and viewpoints expressed therein 
do not ily coincide with those of the editors of BOOT 
AND SHOE RECORDER. 


A. G. Mezerik, author of the article, is a business writer with 
a flair for getting people in authority to give the “behind the 
scenes" picture. In Washington, assembling data for this article, 
he spent many intimate hours with legislative and administrative 
leaders directly charged with formulating and executing plans for 
liquidating government surpluses. 





Mr. Mezerik has long been a business consultant, his affiliations 
including food manufacturers, publishing concerns, the American 
Standards Association and the American Hotel Association. . 


His book on equipment maint and purchasing problems 
will be published in May by Harper & Bros.; another, to be pub- 
lished shortly by Duell Sloan & Pearce, deals with the postwar 
impact on business and industrial life. His most recent writings 
for gazi include articles for the Saturday Evening Post, 


Good Housekeeping and Harper's: 

















CHART IV 


RETAILERS, PREPARE NOW! 


AGE OF SHOE STOCK IN DEPARTMENT & SPECIALTY STORES 1940 








6 months 
or less 


Over 12 
Months 


12 to 6 
Months 





Upstairs Women’s Shoes 66% 


Upstairs Children’s Shoes 64 
Upstairs Men’s Shoes 69, 
Basement Shoes 73 





In a previous instalment I stressed the importance of 
maintaining buying budgets. They include three factors: 
purchases, sales and inventory. I shall discuss the prin- 
ciples of buying and possible reductions in buying costs 
later under “Buying.” I am here considering the elements 
of purchases. Total merchandise cost includes the whole- 
sale cost less cash discounts, with these costs added: 
transportation, receiving and marking, alteration and free 
repairs to merchandise. Original mark-up with allowance 
for future markdowns must, of course, also be included in 
the retail price. 


The total earned cash discounts of the largest size depart- 
ment stores included in the 1940 Harvard Survey amounted 
to’ 3.65 per cent of sales; their net profit, before federal 
income tax deductions, was 4.90 per cent. The cash dis- 
counts of all department stores also represented a very 
large .proportion of their final net profits. 


The smallest department stores included in the survey 
earned a smaller amount in cash discounts, 2.8 per cent. 
Statistics of various kinds of retail stores show that small 
stores generally earn less discount than large stores. When 
I discuss interest later I shall suggest how government and 
private agencies might assist small retailers to earn a 
larger amount of cash discounts which represent such a 
large proportion of larger stores’ final net profits. 

Many chain organizations buy all their merchandise at 
net prices with cash discounts deducted, which saves them 
some office expense. They also contend that after estab- 
lishing a base price with a factory, when they later make 
changes in specifications the factory often allows itself 
some leeway for the discount on these extra costs, which 
they save when buying on a net basis. 


Any store can save itself some money by examining its 
transportation bills. Analyze the comparative transpor- 
tation costs and time of delivery by various weights from 
your principal points of shipment. In some cases you 
can save money by shifting from express to parcel post, to 
forwarding companies, to freight, or vice versa, without 
appreciably slowing up your deliveries. Large firms call 
in transportation specialists who save them time and money 
by rerouting their merchandise. Many manufacturers and 
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22% 12% 
23 13 
18 13 
18 9 








wholesalers maintain traffic departments which will gladly 
give their customers this advice, gratis. « 

I shall stress throughout this.discussion the importance 
of constantly maintaining sizes and assortment of stock. I 
simply mention here the necessity of speeding receiving 
and marking, so that incoming merchandise reaches sell- 
ing shelves promptly. A lot number system that indicates 
the price and description of the merchandise speeds up 
marking, selling and accounting. Many years ago we 
adopted detachable carton tickets that we attach to our 
cartons with wire staples. (See Sketch.) 

Since these tickets can be assorted more readily than 
sales checks, they speed up posting of selling and stock 
records. Most stores use detachable marking tickets on 
their wearing apparel. Many shoe stores are today using 
these detachable marking tickets on their cartons, but not 
to their full efficiency. We send them immediately to our 
central warehouse so that, before present wartime restric- 
tions, wé were able to replace the shoes sold in our local 
branch stores the previous day by the time the stores 
opened the following morning. In stores carrying reserve 
stocks, we replace the shoes sold several times a day. 
These tickets save us thousands of dollars a year by cur- 
tailing lost sales. 


| BELIEVE it possible for some stores to save much of the 
time of their office employees and salespeople by using 
such: detachable marking tickets in place of sales checks 
on cash transactions. This practice has enabled us to 
speed our operation considerably during busy sales. 
Customers should be charged for alterations and repairs 
except when the merchandise or store is at fault. An 
excessive amount of alterations and repairs may indicate 
faulty materials, workmanship or fit. The factory should 
be given the benefit of any doubt in this respect, but if it 
is unquestionably at fault, this should be its responsibility 
and not the retailer’s. An excessive amount of alterations 
might indicate slip-shod selling methods, a situation which, 
however, may be caused by inadequate maintenance -of 
sizes. An abnormal amount of alterations and repairs is 
a danger signal that should be investigated immediately. 
Besides providing for all merchandise and operating 
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CHAPTER IV 


PURCHASES—The Fuel that Generates 
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Retail Power 


Wholesale Cost of Merchandise, Cash Discounts, Han- 
dling Costs Are Important Factors to Consider in 
Making Up a Buying Budget. In This Chapter Mr. 
Hahn Discusses Methods of Handling the Purchase 
Account in the Most Efficient and Economical Way. 


by EDWIN HAHN 


President, Wm. Hahn & Company, Washington, D. C. 


costs and final net profit, the original mark-up must allow 
a margin for future markdowns. Markdowns vary in 
men’s, women’s and children’s shoes, and in their various 
price ranges. It is helpful, when practical, to segregate 
mark-ups and markdowns by classifications of merchan- 
dise. Style merchandise should carry its fair burden of 
risk in its original mark-up, but conservative merchandise 
should be competitively priced by not having to bear the 
same rate of markdown as style goods. ; 
Tue former practice of some retailers of adding an 
abnormal mark-up, simply to establish a comparative price 
to make their contemplated markdown during special sales 
seem greater, is an unethical practice that is fast dis- 
appearing. Present OPA regulations prevent it. In normal 
times Better Business Bureaus and efficient newspapers 
have been curbing this practice which is injurious to those 
few remaining illegitimate merchants themselves. 
Markdowns do not always help move slow-moving mer- 
chandise. Frequently customers are suspicious of mer- 
chandise that has been reduced at the height of a selling 
season. In many cases such lots move more readily and 
at smaller markdowns when they are reduced to lower 
regular prices, and preferably transferred to lower price 
departments. As a rule, department stores take more dras- 
tic and quicker markdowns than do most shoe stores. This 
is apparent from figures on “Age of Stock” from the report 
of the Controllers’ Congress of the National Retail Dry 
Goods Association for 1940 as shown in accompanying 


The time-worn adage is certainly true: “The first loss is 
the best loss.” The most effective way of preventing exces- 
sive markdowns is to guard against over-buying by main- 
taining the proper relation between sales and stock on 
hand through buying budgets. 

A large factory in Czechoslovakia operated a chain of 
hundreds of shoe stores in Europe before the war. Their 
staple shoes were constantly sized up, but once every two 
months they sent their stores a new assortment of style 


Shoes and pulled out all previous stocks of style shoes, 


disposing of them in their clearance stores. I understand 
their total yearly markdowns were not much above 
I per cent of sales. Just stop to consider how much this 








EDWIN HAHN 


method of merchandising must have increased their speed 
and decreased their cost of selling. Throughout these 
articles I shall refer to the principles of their method, as 
far as they can be applied to smaller retailers. If you will 
keep this instance constantly in mind, it will suggest many 
possible means of increasing your efficiency as we proceed. 
PM is a rather odious term—one of those social dis- 
eases that, out of a sense of propriety, are never discussed 
in public. However, a brutally frank but sympathetic 
stranger is frequently more helpful than one of those 
so-called “best friends who will not tell you.” In correct 
accounting PMs are not considered as an expense, but as 
a merchandise markdown. They may serve a useful pur- 
pose to both customers and stores when used with proper 
[TURN TO PAGE 78, PLEASE | 


Detachable carton tickets 
like the one shown here 
are attached to the shoe 
carton with staples. RBe- 
cause they cun be sorted, 
~ they speed up selling and 
stock records. 
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THE gypsy seam on a young, young shoe . . . that’s news. 
And more news as the demand grows. In a few short 
years the idea has grown to a point where the low-hed 
Sypsy seam stepin . . . on 6/8 to 12/8 built-up leather 
heels . . . is frequently selling equally well in popular 
prices with the classic Norwegian moccasin. Replacing 
unobtainable saddles and leather sole moccasins, these 
new “Sloppy Joes” are kept well-polished. Older women 
are buying them, too, as a smart classic shoe. On higher 
covered heels, up to 21/8, business is also reported. 
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SHOE RETAILERS’ CHECK LIST 


Shoe Styles for Autumn and Winter 1944 Reflect the 


Trend to Concentration. 


All Regulations Now Gov- 


erning Suppliers, Manufacturers and Retailers Indi- 
cate that the Industry Is Down to the Bone Regarding 
Style. Shoe Styles Are Not Frozen; Actually We Have 


Shoe Fashions in Flux by 


’ Basic in M-217 was the intent to freeze shoe fashions as 
of 1942. But what has happened, within the law, and in 
= spite of regulations and rationing, has been to spotlight 
"certain shoe types, specific shoe patterns. These types, 
‘these patterns, because they are law-abiding, have been 
» preferred in production schedules. Concentration on these 
dels has resulted in stronger emphasis on them as desir- 
Nable shoes in the retail store, through advertising and in 
hion publicity. 
' So now we see developing for the coming season even 
[2 greater emphasis on these shoes. The manufacturers have 


Reason of Concentration. 


proved again that even war and regulation cannot keep a 
good shoe style down for the count. Customers have been 
buying these types this Spring, as they did last Fall, and 
they buy them because they represent smartness and good 
looks in footwear. 

No designer need apologize for these war models as in- 
ferior to peacetime styles. True they are stripped down, 
they embody certain characteristics of simplicity, austerity, 
functionalism. In short they are basic foot coverings, built 
to do a functional job, less seasonal than we are used to, 
hence easier to merchandise in a year ‘round operation. 
But these shoes do not lack style-right sales appeal. 


))made a virtue of necessity, but in so doing, they have 


og CHECK LIST OF WOMEN'S 
- SHOE STYLES 
> Many patterns that were given only 
"half a chance to become successes two 
ee) ago, yet are still within the time 
> limits of M-217, have been dusted off 
" mrecent months to make a late Spring 
)) eatry and a second or third appear- 
Sance this Fall. Opportunities to buy 
)rew lasts provide a means of fresh- 
"ying many an old pattern type. In 
tt, it’s the last in several instances 
that has given an old pattern a new 
took and a fashion success outlook as 
> well. With the types still permitted 
>and with enough leathers and bot- 
toms to make them—we can still do a 
aN business in smart shoes for wo- 


v 


4.4 


, te 
& A d Shoe Types 
> Pumps and more pumps. Surpris- 
~ ig business on sleek plain operas and 
) phenomenal success for d’Orsays, 

~ plain or trimmed. 
Big faille bows and conservative lit- 
omaments equally acceptable on 
pumps. Dancing school pumps on low 
heel baby lasts threaten supremacy 

of baby last anklets. 


Pumps with open back and sling 
Sitap continue; tailored, casual and 
up styles. 
Classic one strap spectators with 
perfed to simulte moc front. 
Moccasin front “related” shoes in 
Pump-blucher-strap selection. 
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Classic spectator pumps with perfs 
to simulate tip and fox. 

Stepin with apron front stitched or 
perfed to simulate moc front. 

U-throat tie’, tailored and casual 
models. 

Cross- straps and anklet straps, 
medium and low heels, high heels. 

Wide sashed ankle straps on high 
leels, very dressy types. 

Blucher oxfords, plain toe and ser- 
vice types. 

Wall last types in everything per- 
mitted—pumps, ties. 

Plain eyelet ghillies. 


New Best Sellers 


Suede shoes all the year ‘round. 

Gypsy seam casuals and tailored 
stepins, on baby lasts and other broad 
toe lasts, heels 8/8 to 16/8. 

Classic one-strap spectators with 
perfed pattern simulating tip and fox. 

D’Orsay pumps cut low in front and 
closed toe pumps cut low in back. 

“Damascus” front open shank mod- 
els with open back sling strap in plain 
toe, gypsy seam and perfed effects. 

Stepins with apron front over gore, 
moccasin or simulated moc front, on 
walled lasts. 

Moccasin oxfords on baby lasts 
above 1334/8. 


Style Forerunners 

Very dressy shoes, simple in line, 
but dramatic in outline, done in 
browns—leathers and fabrics. 


Many of the cross strap, anklet and 
pump types launched first in black or 
navy, now stressed in Town Brown. 

Military types formerly stressed in 
Army Russet, now in black. 

Closed fronts, nude backs. Boys’ 
type brown and black brogues (simu- 
lated) on 7% heels. 


CHECK LIST OF MEN'S 
SHOE STYLES 


Many of these shoe styles spell 
austerity, but like the British austerity 
styles, they are models stripped down 
to essentials. You haven’t got the 
styles, all the models you'd likt to do 
business with and make extra busi- 
ness. But you still have these impor- 
tant basic shoes for men for Fall. 


Plain toe styles, preferred by civilians 
and by the services 

Plain toe bluchers. 

Plain toe U-throat. 

Chukker boots. 

Plain toe 2-eyelet Derby front. 


Straight tip models and simulated 
tip styles 
Straight tip blucher. 
Straight tip bal. 
Stitched simulated tip and fox styles. 
Simulated tip and fox perfed bro- 
gues. 
Medallion straight tip blucher quar- 
ter brogue. 
[TURN TO PAGE 76, PLEASE] 
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BASIC FACTS 


ABOUT OIL TREATMENT 


_ An Open Letter to DONALD M. NELSON 


AccorDING to recent informa- 
tion, all data collected at Senator Kilgore’s Subcommittee 
investigation have been turned over to Mr. Donald Nelson. 
Mr. Nelson has my deepest sympathy. 

In examining the various reports, he will find, among 
other things: 

1. Sole treatments add wear to soles, 

2. Sole treatments do not add wear to soles, 

3. Sole treatments sometimes reduce the wear of soles, 

4. Sole treatments “creep” into and stain upper leather, 

5. Sole treatments do not “creep” into and stain upper 
leather, 

6. Sole treatments interfere with modern shoemaking 
processes, 

7. Sole treatments do not interfere with modern shoe- 
making processes, 

8. Sole treatments will cause a cemented shoe to fall 
apart, 

9. Sole treatments will not cause a cemented shoe to fall 
apart, 

10. Sole treatments will cause a shoe to lose its shape. 

11. Sole treatments will not cause a shoe to lose its 
shape, 

12. Sole treatments lose effect with time, 

13. Sole treatments do not lose effect wtih time. 

In fhe light of the above evidence, Mr. Nelson is asked 
to decide whether or not it is to become mandatory that all 
civilian shoes be made with treated soles. 

Strangely enough, all of the above statements are per- 
fectly true. There are many sole treatments, good, bad, 
and indifferent. The Bureau of Standards report mentions 
about thirty of them. There are probably more. Some will 
definitely add wear, others will not. Some “creep” and 
stain, others do not. Some cause cementing trouble, others 
do not, and so on down the line. 

The apparent confusion is caused by the bread usage of 
the term “sole treatment,” and the equally broad usage of 
the terms “oils” and “waxes.” To discuss the qualities of 
a “sole treatment” is like arguing about how many cylin- 
ders an automobile has. You have to state which sole treat- 
ment, or which automobile you are talking about. 

There is nothing either new or mysterious about the use 
and effect of sole treatments. Any piece of leather, sole or 
otherwise, consists of a mass of entwined fibres. When 


leather is flexed or bent, its fibres are forced to change 
position with respect to one another. If the leather is well 
lubricated, the fibres slide over each other without excessive 
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by CLINTON CAMPBELL 


friction, and the leather is said to be pliable and long wear- 
ing. When without proper lubrication, a hard dry sole is 
compressed, twisted, and flexed by walking on it, the un- 
protected leather fibres are forced to rub back and forth 
against each other, rapidly grinding themselves to pieces. 
Bend a piece of stiff steel wire back and forth a few times 
and it will break in two. In the same manner, an unlubri- 
cated sole may be “worn out” without ever touching the 
ground. 

All tanners know the value of lubrication in leather, but 
because the entire tanning operation is conducted in various 
solutions of water, lubricants applied in the tannery must 
be soluble in, or miscible with, water, and such lubricants 
are readily washed out when the shoe becomes wet. This is 
why shoes dry out hard and stiff after prolonged wearing 
in the rain. 

The principal purpose of any sole treatment is to pro- 
vide good leather lubrication which will stay in the leather 
for the life of the shoe under any normal conditions of 
wear, wet or dry. The secondary purpose follows auto 
matically; to whatever extent the sole treatment resists 
water, to that extent the sole becomes “waterproof.” 

If lubrication and resistance to water were the only fac 
tors involved, it would appear that almost any oil or grease 
would make a good sole treatment. Most oils are good 
lubricants, and certainly “oil and water do not mix.” 


T uIs does not, however, work out in practice. Certain 
oils may contain free acids, alkalis, or other ingredients 
harmful to leather; certain oils may be “sweet” at the time 
of treating but later turn rancid and develop harmful qual- 
ities. And practically all fluids of an oily nature have @ 
tendency to “creep.” This “creeping” action not only 
causes staining of upper leather, clothing, floors, or any 
thing else with which an oiled sole may come in contact, 
but has a great bearing on the amount of additional wear 
which may be expected from a treated sole. 

No matter how effective a substance may be as a lubr 
cant, its value is reduced to zero if it does not stay in the 
fibres. 

By way of illustration, suppose that under certain cot 
ditions a sole would wear 10 weeks, and under the same 
conditions, if the sole were properly lubricated, it would 
wear 20 weeks. According to these conditions, a sole which 
remained treated the entire 20 weeks would show a wea 
increase of 100 per cent. If, on the other hand, the treating 

[TURN TO PAGE 109, PLEASE] 
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Left: Two-piece wool dress with bolero top. 
The low neckline of the two-piece dark dress 
is outlined with a frilly collar. Right: Red 
flower print on black background accented by 
a black velvet collar. Light gray and pink 


REVIEW OF SUMMER FASHIONS 


by E. W. SUDLOW 


print with front drape and low neckline. 


AFTER a dormant period which started with Pearl Har- 
bor, Miami Beach is again offering fashion shows of the 
smartest and newest in women’s wear as a form of enter- 
tainment. True, while the more exclusive clubs—those that 
have been turned back by the “Service” to owners after 
having been used as mess halls and for other purposes dur- 
ing the past two years—decline to be quoted or photo- 
graphed while offering these fashion shows, the shops sup- 
plying the merchandise are willing to discuss styles. Direc- 
tors of the clubs feel that this is not a good time to over- 
emphasize such activities as fashion shows. 

Lincoln Road smart shops are showing new clothes that 
embody points of practicability and beauty. Leeds, which 
has long been outstanding for the unusual color combina- 
tions and smart detail of its line, introduced some new 
ideas at their showing. One is a low sunback cotton frock, 
sosmart in detail that it may be used for luncheon or after- 
noon dancing. This particular shop declares that char- 
teuse is one of the most popular colors of the season and 
lls as fast as it is brought in. There is a vast amount of 
blue and aqua in the picture, and as a smart contrast, 
shocking pink is often seen. 

Leeds, along with other smart shops, is talking in big 
figures about the popularity of ruffles, embroidery and 
dainty fussy feminine touches. This is for off-duty hours— 
for dinner and evening wear. All demand is centered in 

more expensive and dressy type. 

For strictly formal events svelte, elegant, slim silhouette 
Was, with much attention given to fine details, particu- 

at neckline and belt, are in high favor. It may be that 

the long skirt is needed to cover the all-purpose evening 
which many women are wearing. 

soft cottons and rayons are popular, but so far the 
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smooth finish chambrays and ginghams are not as active as 
are some other fabrics. Seersucker is becoming more and 
more popular; perhaps the difficult laundry situation may 
have some bearing on that fact. 

Pockets seem to be an important factor in the smart trim 
cotton frock. Tricky pocket details, in skirt as well as 
blouse, show up in all sorts of dresses. 

In a recent fashion show the versatile dressmaker suit 
of thin, soft woolen fabric was important. But these suits 
are not modeled after strictly tailored lines. Combinations 
of sharp contrasting colors showed up as well as combina- 
tions of prints, stripes and plain fabric. For example, a 
lilac skirt and jacket teamed with a lilac and purple 
striped blouse, while a pink wool jacket and navy skirt was 
topped by a pink and navy print blouse. Then there was a 
checked jacket of navy, red and white, worn with navy 
skirt and a red or white blouse. 

For afternoon wear surah seems to be mounting in im- 
portance, while sheer printed cottons, smartly styled, are 
much in evidence. Much attention is centered on sleeves, 
from the stiff cap to the pertly tied bow at shoulder which 
forms the sleeve. Necklines are fussy, with considerable 
lace and embroidery ruffling. Ribbon-run lingerie finishes 
are also frequently seen. Necklines are definitely lower. 

Stripes are important and are being used as self-trim 
in many spots. This is particularly true of cottons, 

In play clothes there is a leaning toward shorts, blouse 
and skirt. This makes it possible to convert a play costume 
into one for street wear without trouble. Gingham is a good 
fabric for a dressmaker swim suit. One of the popular 
models is a chemise-topped suit of candy striped gingham, 

[TURN TO PAGE 77, PLEASE] 
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Make the Best of It 


WHETHER you like it or no, you as a retail merchant 
of men’s and boys’ shoes have got to face the fact that 
carbon black rubber soles have got to be sold to the 
public because there won’t be enough leather soles to go 
around. After all, the American public has got to accept 
more and more restrictions as we come to the bitter 
part of the war. The attitude of shoe retailers has been 
amazingly childlike when you consider that in other 
fields of retailing, people have accepted rigid girdles 
instead of rubber ones and a hundred and one substitutes 


for quality, without too much griping and groaning. 
In fact, the American public doesn’t battle too much 


against a soling material that will wear twice as long 
and give all manner of service. One would think that 
all the floors in the entire land were of polished white 
oak and all the carpets were beige and all the rugs were 


Persian. That is if you are listening to the shoe man 
express his aggravation against the Commando or Vic- 
tory soles. It has got so that there are now advocates 
of putting composition black rubber soles on the ration- 
free list—as if there was any chance in this world of 
leather shortage for any such bonus for bravery! 

The brand of courage that we need is for the mer- 
chant to say: “Here are soles that have great merit, in 
terms of wear; and as long as you face a year with only 
two pairs of ration shoes, you had better get all the 
wear you possibly can.” 

But no, a thousand times no—the merchant’s allot- 
ment is accepted if leather and rejected if composition 
black or synthetic. The time has come for a brand of 
salesmanship and a brand of sincerity in the presenta- 
tion of merchandise to the public—without apology 
and without alibi. 

The battle is not going well for leather and we just 
quote our constant authority, A. L. Webster of 
Chicago, IIL: 

“Authorities are analyzing the census figures of 82,- 
192,000 for cattle on January 1, an all-time high, saying 
this included 40,868,000 head of dairy stock—most of 
which will be kept for milk production several years be- 
fore being sold for slaughter. They go on to say that 


beef cattle number 41,324,000 head, a large number of 
which were calves and breeding stock not for sale. This 
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group thinks that a large percentage of the market cat. 
tle on farms January 1 has already been sold. Other 
groups with probably as much practical experience, are 
not inclined to agree, and while admitting there might 
be a seasonal decline for the next quarter, believe that 
the cattle are here, and that the year’s total will rm 
ahead of 1943 slaughter. 

“Winter hides seem to have been running heavier than 
expected, which is particularly noticeable in smaller 
packer and country lots, which upper leather tanners find 
contain more over 60 Ib. weights than usual, which is 
creating questions in WPB allocations about the disposi- 
tion of them in sole instead of upper leather. To clear 
this surplus there has been talk of sole leather tanners 
being given the releases to buy and work in these over 
60’s beyond their regular allocations, and relieving the 
upper leather tanners of these hides unsuitable for 
chrome retain. 

“No signs of any let-up in the demand or needs for 
leather goods, so domestic slaughter of cattle and net 
imports are watched with great concern. On top of that 
our labor supply to keep production channels open, will 
continue the next most pressing point to observe.” 


So you see, there is not much chance of frozen stocks 
of composition rubber soles when the base supply of 
leather for civilian shoes is in doubt. 

It is unfortunate that the status of available sol 
leather is torn between the allotments to repairers and 
to manufacturers. More than 500 telegrams and wires 
have been received in Washington by Senators and Con- 
gressmen and the Office of Civilian Requirements pro 
testing the allotment. The civilian leather products pro- 
gram for 1944 calls for about 360,000,000 pairs of new 
shoes and 150,000,000 pairs of half-sole repairs, in ad- 
dition to other essential civilian products. Of cours, 
we have a feeling that 150,000,000 pairs of half-soles 
will not be needed by the repair trade because estimated 
demand is something other than actual need. 

But there it is, a very firm position, at least, for the 
second quarter of 1944, for.we have it straight from 
A. C. C. Hill, Jr., Deputy Vice-Chairman of Civilian 
Requirements, as follows: 

“At the present time, there has been developing * 


severe shortage of leather in shoe repair shops. Surveys 
conducted by the Bureau of the Census on behalf of the 
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War Production Board disclose that from November, 1942, 
to November, 1943, repair sole leather in the finders’ 
stocks declined approximately 77 per cent and that about 
16 per cent of the finders reported that they had no 
stocks at all. At the same time, repair work in 1943 in- 
creased about 35 per cent. At the end of the year, ap- 
proximately 70 per cent of the shoe repair shops were 
having continual difficulty in securing erough leather to 
meet their requirements. 

“The supply of new shoes up to this time has been ade- 
quate to meet all rationed demands. The usual variety 
of choice has not always been available but, nevertheless, 
there has been no overall shortage of new shoes. Dif- 
ficulties encountered in the supply of infants’ shoes and 
certain qualities of children’s shoes are being relieved 
through recent actions taken to improve the supply of 
these particular types. The principal difficulty up until 
now, from the consumers’ point of view, has been in shoe 
repair rather than new shoes. 

“Accordingly, for the second quarter of 1944, the re- 
pair program was cut back slightly less than the new 
shoe program, 10 per cent for repair as compared with 
13 per cent for new shoes.” 


“The Battle, the Battle, Nothing Else Counts!” And 
every pound of leather needed by the military and by 
Russia and by Lend-Lease has the right-of-way over 
civilian use. It is not easy to accept these decisions but 
there is no alternative, at least for the next quarter of 
the year. 

The economics of supply in the repair field need very 
close examination, to see to it that the bends mainly get 
into half-soles and that there is no avenue of escape for 
stock to trickle through into other hands. These little 
deeds of cunning have been known to take place. 


At the same time, shoe retailing and shoe manufactur- 
ing, in all grades of shoes must accept and must carry 
their conviction on to the public—that composition 
black rubber soles have a place on American feet in this 
stage of the war. 

In fact, the outlook is not reassuring for the Winter 
of 1944-45 insofar as sole leather is concerned. All the 
more reason for the acceptance and promotion of com- 
position soles without quibbling, without evasion and 
even without mental reservation for they are in the 


stage of being compulsory, if you are to have continuing 
stocks of good shoes to sell. 


THE CUNNING CUSTOMER 


WE have stressed time and time again how necessary it 


: is to watch the behavior of the American public; be- 


cause that strange buying animal combines both cun- 
ning and dumbness and you never can tell which is 
uppermost at the moment. The experience of merchants 
having high-priced handbags to sell, in the week prior to 
April Ist, was certainly phenomenal—to evade and 
avoid the additional Federal luxury tax. It was true not 
only of handbags but of jewelry, fur coats and even per- 

and cosmetics. Some of the shoe stores handling 
Costume jewelry and cosmetics reaped a harvest. 
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But the public went even further for, believe it or not, 
they made a run on the post office for two cents stamps 
—thinking, in some strange manner, that a two-cent 
stamp on a local letter would still carry the message. 
They'll find out! 

The railroad stations had long queues of people buy- 
ing anticipated transportation for the balance of the 
year, to save the 5 per cent additional tax. 

Some of the children’s camps purchased transporta- 
tion for next July and August, in hundred lots, to save 
a few pennies per ticket. 

There almost seems to be a way out of almost any 
tax situation and the public is not long in learning how. 

Now, let’s get right down to shoes and give you a 
caution thereon! Don’t go beyond accepting Airplane 
Stamp No. 1. You, nor anyone else, except in govern- 
ment, know what the next shoe ration stamp is to be. 
It may be any one of the Airplane Stamps and what a 
mess you will be in if you anticipate or use some race 
track technique to figure out your own system. In due 
time the new stamp will be announced. 

Another caution—many merchants are taking for 
granted the fact that-a loose coupon represents a face- 
to-face transaction. Don’t get caught by the customer's 
carelessness or the customer’s cupidity. There will be, 
from time to time, check-ups on how, when and where 
the shoe coupons come into the stream of trade. 

It is going to be exceedingly interesting to see how 
many of the No. 18 coupons come into the merchant’s 
hands in the rush period just prior to April 30th; and 
that’s the time to be exceedingly cautious as to how 
you receive loose coupons. 


- - aa 


VALUE OF A NAME 


BRAND names had better get busy and tell their story 
to merchants, so that they in turn can emphasize the 
integrity and standards of the maker, in show windows 
and at the fitting stool, everywhere. 

All other lines of apparel and even foods and candies, 
have been subject to a new form of competition. Mar- 
kets are flooded with new and unfamiliar names. The 
goods so vended are not up to the quality of long- 
established brand lines but rather are built for long 
profits all the way from the source to the point of sale. 
For example, in such an innocent little thing as candy, 
the manufacturer’s price of 27c. becomes 64c. at retail. 
And the same ratio of price plunging is in most of the 
new-named apparel and goods so eagerly bought up by 
a public that wants things—things and more things. 

So far none of the new war-born articles are con- 
sidered, by the trade, to be a threat to established 
brands, but you never can tell because transient high 
profits get into the blood and it takes some time for 
quality to manifest itself. Merchant good will assures 
product preference in his community. 
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Richard Welch... 
quality shoemaker 


B RED in the tradition of qual- 


ity shoemaking, Richard 
Welch comes from a family 
which has been engaged in the produc- 
tion of high-grade shoes for nearly sixty- 
five years. In 1880, his father, George 
H. Welch, started business in Newbury- 
port and Amesbury, and under him the 
son received his first training in the prin- 
ciples of sound shoe manufacture, taking 
time out only to finish high school and 
college. From the age of fourteen he 
t every spare hour in his father’s 
Bory, after school, weekends, sum- 
Ymers, absorbing the shoe business as 
Whaturally and as thoroughly as the rest 
of his education. 
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After graduating from Dartmouth in 1920, Mr. 
Welch started work as a cutter in his father’s 
factory and progressed through all departments, 
learning every detail from designing to manufac- 
turing to selling, and learning it by doing it. His 
shoemaker’s skill is no superficial veneer, but an 
integral part of the man, the element in which he 
has been drilled and disciplined. 


Possessed of a thorough grasp of the funda- 
mentals, Richard Welch then went into business 
for himself, making high-grade turns in his own 
factory in Newburyport. His shoemaking career 
has always been devoted to the efficient production 
of better shoes, and so it was a logical step in his 
pfogress when in 1940 he joined Bancroft Walker, 
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RICHARD E. WELCH, Factory Manager, Bancroft Walker Co. 


whose name is synonymous with quality. Begin- 
ning with them as Factory Superintendent, he was 
promoted to Factory Manager in April, 1943. His 
executive methods are the kind that win respect 
from ail — he is a thorough and meticulous admin- 
istrator, who does not manage his factory by re- 
mote control from his office desk but spends the 
greater part of his time right at the heart of opera- 
tions — and, furthermore, he has a gift for dealing 
with people, handling the personal side of man- 
agement with exceptional skill. 


A quality man with a quality shoe firm, Richard 
Welch is ceaselessly devoted to maintaining the 
principles that make better shoes. Truly, he stands 
high among the Men Who Know Shoemaking Best. 





Official poster for National Foot Health Week in 
1944, available for display in store and windows. 


Tus is the fourth article Boor anp SHoE REcoRDER has 
devoted to urging the promotion of National Foot Health 
Week by every shoe store that does a conscientious, intelli- 
gent job of shoe fitting, along with podiatrists and others 
interested in the general health of your community. Many 
merchants might be inclined to pass up such an event 
when rationing and general conditions make it seem 
unnecessary to put forth special effort to get business. No 
matter what the immediate situation, however, it is impor- 
tant for you to maintain and further your identity as a 
source of correct shoes properly fitted. 

In many quarters outside the shoe store there is an 
awareness and an appreciation of the importance of foot 
care that has been stimulated greatly the past two years 
by increased industrial employment and greater partici- 
pation by both men and women in the war effort. For the 
shoe man to fail to take leadership, to participate actively 
in the general effort of foot health education would be 
most unwise. It is important to the industry that every 
qualified store be actively identified with this promotion 
in its own community. 

Since foot care and properly fitted shoes are intensely 
personal propositions, the personal appeal should be given 
an important place in the Foot Health Week program. 
Displays and demonstrations that dramatize the importance 
of foot health and show how to achieve it should back up 
radio and personal appearance talks on the care of the 
feet and the selection of correct footwear. Ideas for these 
have appeared in recent issues of Recorper. Now we 
would like to emphasize the cooperative Foot Health Clinic 
and the Foot Care Pledge. 

For the clinic, a centrally located store space is trimmed 
with suitable posters to accent points of health and happi- 
ness through foot care and correct thoes. Booths for pri- 
vacy in foot examinations are set up. Podiatrists and shoe 
men arrange to spend a certain amount of time each day 
at the clinic. At certain times during each day there 


LAST CALL 
For National 
Foot Health Week 


This Event, Scheduled for April 
24th to 29th, Is the Ideal Time to 
Show the People of Your Commu- 
nity That You Can Help Them 
Achieve Foot Comfort and Health 


by R. E. ANDRUSS 


should be talks on pertinent subjects including demon- 
strations wherever possible. Give prominence to the slogan 
“Keep on Your Toes in ’44” and build some of your talks 
around what the war effort means and how foot health will 
contribute to doing a bigger, better job. Local industries 
will cooperate, even to the extent of having representatives 
talk on “manpower wanted” and such subjects that tie in 
with your promotion. As much as ten per cent can be 
added to production through better care of the feet and 
wearing proper footwear. 

The Foot Care Pledge should be directed to the wives 
and mothers of your town. Ask them to sign a simple 
pledge and mail it to the Foot Health Committee. “During 
the coming year I will endeavor to have the members of 
my family take better care of their feet and wear shoes 
that are correct for their feet and properly fitted.” Pledge 
cards can be used at the clinic, in the participating stores, 
and newspaper appeal can be used to back up the drive. 

“This is a message to the wives and mothers of (town 
name)—an urgent request for you to cooperate in ridding 
our community of a lot of needless discomfort and sul 
fering through better care of the feet and in the selection 
of shoes that assure foot health. Thousands of persons are 
suffering from ailments due directly to wearing impropet 
shoes. Many are failing to contribute their best to their 
jobs—many of them vitally important—because of energy 
sapping foot fatigue. Even children have needless foot 
troubles from wearing improper shoes, often outgrown. 
All these discomforts and many ailments can be avoi 
if proper attention is given to feet and shoes. : 

“We're all asked to ‘Keep on our toes in °44.’ During 
Foot Health Week, we're asking you to pledge that you 
will take a keener interest in the foot health of yourself 
and all the members of your family. You wives 
mothers can do more than anyone else to help rid ou 
community of unnecessary discomfort and suffering. Please 

[TURN TO PAGE 77, PLEASE] 
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-WINTHROP’S SLACK 
SMASH HIT IN NEW ROLE! 


The same easy-going comfort, sure support and all ‘round value that won 
top billing for Winthrop’s Slack as a leisure shoe, have won it a leading 
role in today’s busy war picture ... Not every shoe in Winthrop’s 

line is as versatile as the Slack, but Winthrop dealers 

know that the line, as a whole, is versatile, bal- 

anced, styled for every taste and need. They 

know that Winthrop is planning today to meet 


the style demands of tomorrow. 


Priced to Retail at 


$550 ., $950 $450 ,, $550 
(Some Higher) Sizes 1 to 6 
WINTHROP SHOES WINTHROP JRS. 


TO BE ADVERTISED IN 


WINTHROP SHOE COMPANY, Division of International Shoe Company, SAINT LOUIS 


April 15, 1944 
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A. c. C. HILL, JR., Deputy Vice-Chairman for Civilian Re- 
quirements, in response to many letters and telegrams pro- 
testing the second quarter division of civilian sole leather 
between new shoes and repair, has made the following 
statement: 

“The basic difficulty is the shortage of civilian leather 
resulting from heavy military requirements and an insuf- 
ficient supply of hides. There simply is not enough leather 
to satisfy all purposes. 

“The 1944 Civilian Leather Products Program called 
for about 360 million pairs of new shoes and 150 million 
pairs of half sole repairs in addition to other essential 
civilian leather products. This Leather Products Program 
required the equivalent of approximately 17 million hides 
and could not be met in full from the hide supply available 
without jeopardy to the programs for military requirements. 
Against a civilian program requiring approximately 17 mil- 
lion hides, the Requirements Committee of the War Pro- 
duction Board was able to allot only about 12% million 
hides, or a reduction of about 264% per cent. 

“Accordingly, the War Production Board had to cut back 
its new shoe and repair programs to about 314 million pairs 
of new shoes and about 135 million pairs of half sole re- 
pairs. The use of leather suitable for shoes had already 
been eliminated from other less essential products. In ad- 
dition, the Office of Rubber Director was asked to expand 
the production of composition rubber soles as rapidly as 
possible. 

“In making the distribution of sole leather between new 
shoes and half soles for repair, the War Production Board 
has considered the best interests of the public by follow- 
ing the policy of making leather go as far as possible. 

“When leather is as short as it is at present, the War 
Production Board deems it to the consumers’ advantage 
to permit the repair of all durable, wearable shoes. About 
1% pairs of shoes can be repaired with the same amount 
of bend sole leather that is required to sole one pair of 
new shoes. In addition, repair further conserves substan- 
_ tial amounts of upper leather, inner soles, fabric and other 
component parts of the shoe that are today in short supply. 

“The War Production Board believes that the amount of 
sole leather being made available to manufacturers of ra- 
tioned types of civilian shoes, together with other suitable 
sole materials such as composition rubber and vinyl plastic, 
are adequate under careful rationing to meet public needs 
for new shoes. — 

“At the present time, there has been developing a severe 
shortage of leather in shoe repair shops. Surveys conducted 
by the Bureau of the Census on behalf of the War Produc- 
tion Board disclose that from November 1942 to November 
1943, repair sole leather in finders’ stocks declined ap- 
proximately 77 per cent and that about 16 per cent of the 
finders reported that they had no stocks at all. At the same 
time, repair work in 1943 increased about 35 per cent. At 
the end of the year, approximately 70 per cent of the shoe 
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Explains OCR Position on Sole Leather Allotments 


repair shops were having continual difficulty in securing 
enough leather to meet their requirements. 

“The supply of new shoes up to this time has been ade- 
quate to meet all rationed demands. The usual variety of 
choice has not always been available but nevertheless, there 
has been no over-all shortage of new shoes. Difficulties en- 
countered in the supply of infants’ shoes and certain quali- 
ties of children’s shoes are being relieved through recent 
actions taken to improve the supply of these particular 
types. The principal difficulty up until now, from the con- 
sumer’s viewpoint, has been in shoe repair rather than new 
shoes. 

“Accordingly, for the second quarter of 1944, the repair 
program was cut back slightly less than the new shoe pro- 
gram, 10 per cent for repair as compared with 13 per cent 
for new shoes. 

“The determinations of the Requirements Committee of 





Consultant in WPB Paper Board Division 





ERNEST C. BLACKWELL 


Mr. Blackwell, who is general sales manager of Spauld- 
ing Fiber Co., North Rochester, N. H., has been appointed 
consultant for the Paper Board Division of the War Produc: 
tion Board in Washington. His duties will include the her- 
dling of problems arising from the critical shortage of 
leather fiber and fiber board used in the shoe industry. 
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Frank Miller Heads OCR Leather Unit 





FRANK H. MILLER 


Frank H. Miller, vice-president and treasurer of G. Levor 
& Co., Inc., Gloversville, N. Y., has been appointed chief of 
the Leather Products Branch of the Office of Civilian Re- 
quirements, War Production Board, succeeding Henry M. 
Spelman, who relinquished his duties with OCR April 1, to 
return to his position as an executive of Dewey & Almy 
Chemical Company, Cambridge, Mass. 

Mr. Miller has been affiliated with G. Levor & Co., Inc., 
for forty years. His home is in Englewood, N. J. For 
several terms he was treasurer of the Tanners’ Council of 
America, and is now on the board of directors of that 


body. 





the War Production Board that set up the over-all supply 
of hides and leather available for civilians, and the direc- 
tives issued by the War Production Board that divide the 
civilian leather between the various essential civilian prod- 
ucts, are made quarterly and are subject to such revision 
as may become necessary from time to time. It is believed, 
however, that the second quarter division of sole leather be- 
tween new shoes and repair is not apt to vary substantially 
in subsequent quarters as long as the current shortage of 
hides and leather exists. The decision, at best, was a dif- 
ficult one to make, but I can assure you that each of the 
many factors has been carefully considered in arriving at 
as fair a division of the leather as is possible in the public 
interest. If you wish to explore the situation in further de- 
tail, I shall be only too happy to supply you with such addi- 
tional data as you require.” 

Shoe manufacturers take exception to the allotment 
which increases repair leather and reduces sole leather 
allowed manufacturers for new shoes. 
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Airplane Stamp No. 2 Valid May 1 


Airplane Coupon No. 2 will be valid for purchase of 
rationed shoes for an indefinite period beginning May 1. 
The validity of Stamp No. 18 expires April 30. 


* . * 


Ebling Heads OPA Shoe Price Section 
WALTER E. EBLING, of New York City, a business man 


with 15 years’ experience in the shoe industry, has been 
appointed head of the Shoe Section in the Apparel Branch 
of the Consumer Goods Price Division, the Office of Price 
Administration announced recently. 

Mr. Ebling joined OPA in August, 1943, as head of the 
Operations Section in the Shoe Rationing Branch. In this 
capacity he worked closely with members of the shoe trade. 

OPA said Mr. Ebling’s experience had given him a 
thorough understanding of shoe manufacturing and mer- 
chandising problems, particularly those concerning specifi- 
cations, lasts, and patterns. 

Before coming to OPA, Mr. Ebling was a shoe manu- 
facturer’s consultant in New York City, having served in 
this capacity since 1939 when he left E. P. Reed & Com- 
pany, women’s shoe manufacturers, Rochester, N. Y. 

Mr. Ebling is succeeding Edward F. Casey as head of 
the Shoe Section. Mr. Casey has returned to the OPA 
Regional Office in Boston, Mass., where he will resume his 
former position of price specialist. The Boston office loaned 
Mr. Casey to the national office last February with the 
understanding that he would resume his duties in Boston 
when a new head of the Shoe Section was appointed. 

* * = 


No “Bull-oney" About This 


A PRESS release from the Office of Price Administration 
says: 

“If Pacific Coast bull hides are included with steer and 
cow hides, the mixed lot of hides must be sold at no more 
than the maximum price for the bull hides. This applies 
to bull hides regardless of weight. 

“OPA made this statement in response to questions from 
Pacific Coast trade interests who reported they were receiv- 
ing mixed lots of hides containing bull hides but were 
being billed at the ceiling prices for Pacific Coast steer 
and cow hides. Maximums for the latter are several cents 
a pound higher than for bull hides. 

“Under the hide schedule, bull hides up to 58 pounds 
may be included with and sold at the applicable maximum 
prices for steer and cow hides of ‘other than packer clas- 
sifications.’ This provision, however, does not apply to bull 
hides originating on the Pacific Coast.” 

* 7 * 


Must Submit Hide Shipment Memos 


Copies of the “memoranda” covering hides, kips and 
calfskins shipped to tanners on “memorandum” must be 
submitted to the National Office of Price Administration, 
Washington, D. C., by persons making such shipments, 
OPA announces. 

The growing practice of making such “memoranda” sales 
without simultaneously submitting copies of the “memo- 
randa” to OPA is a violation of the reporting provision of 
Revised Price Schedule 9, which requires shippers to sub- 
mit to OPA’s national office copies of invoices “or similar 
documents” delivered to tanners in connection with each 
sales transaction, OPA said. 

The reporting provision also requires tanners purchasing 
such shipments to submit to OPA copies of all invoices 
prepared and delivered by them in connection with such 
purchases. 
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CHICAGO SHOE SALES 
ADVANCING 


EASTER gave a definite impetus to 
all retail business in Chicago, an ad- 
vance immediately reflected in the 
shoe departments. Children’s sections 
were as busy as women’s, while men’s 
for the most part were comparatively 
inactive. In those stores and shops 
carrying higher priced men’s foot- 
wear, it was reported that the major- 
ity of men had already bought their 
quota of quality shoes, and that men 
do not have the same incentives as 
women to dress up for the Easter 
parade. 

“Something New A-Foot” was the 
way in which Field’s presented their 
new ostrich-grained calf shoes fea- 
tured recently in the Staccatoe Room. 
There were both flat-heeled step-ins 
and high-heeled d’Orsay pumps as 
well as sling-backs. These are avail- 
able in Army Russet only. Appealing 
to the tall girls, Field’s recently ran 
an effective ad captioned, “Do you 
feel this TALL? We'll take you down 
a peg or two,” and showed illustra- 
tions of nine different types of flat- 
heeled sandals, step-ins, pumps and 
strapped baby dolls. 

The recent emphasis given by a 
number of shoe houses to low-heeled 
shoes as desirable for tall girls is 
evidence that many girls are reach- 
ing “new heights” in measurements, 
a fact which must be coped with by 
the fashion trade. Height has been 
featured for some time now in the 
fashion field, with tall models in fash- 
ion shows. When a very tall girl is 
seen, the eye travels almost immedi- 
ately to her shoes to note whether she 
is wearing high or low heels—and 
nothing is more grotesque than an 
excessively high heel on such a girl. 
So, although the lower heel was 
originally played up by shoe houses 
as a comfort feature for wartime 
walking, there are enough tall women 
who have need of these heels that 
they should be emphasized from a 
fashion angle. 


The perennial blue of Spring has 
been featured at a number of the 
State Street stores. Field’s show them 
in pumps. Stevens heralded them in 


navy kid as the “shoe to wear with 
your soft suit.” In the non-rationed 
category Stevens showed smart navy 
gabardine, open-toed pumps and got 
a splendid customer response. An- 
other navy feature at this same store 
was a butterfly-bowed pump of gab- 
ardine, boasting “elasticized quarters 
to give a sleek, cling-fit.” 

Patents have been the big call 
everywhere, and those stores which 
had them did the proverbial land- 
office business. A line of patents 
stressed at Field’s was shown in both 
high-heeled oxfords and pumps. 
O’Connor & Goldberg has consistent- 
ly offered black patent in all price 
ranges and in a wide choice of styles. 
Kid, that leather loved by the woman 
with foot troubles, is being shown at 
Field’s in smart oxford models. Com- 
fort is also stressed in a line of low- 
heeled moccasins and square-toed ox- 
fords. 

Although a new shoe coupon will 
soon be usable, the public is still in- 
terested in non-rationed footwear if 
the style and quality are right. A 
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“Tally-ho," walking type oxford in 
alligator-calf is featured by Bonwit 
Tellier, New York. 

















smart play shoe anklet of cotton gab- 
ardine has been having great success 
at Stevens. Shown in red, royal, pow- 
der blue, green, brown and white, it 
has two broad cross-straps across the 
toes, a medium wedge heel and anklet 
strap. 

Children’s shoes and those for 
"teen-agers, while offering nothing 
new, have been bought up as quickly 
as shown. Patent slippers, strap san- 
dals and patent pumps have been 
popular with the “coke crowd” for 
their dressier moments. For high 
school wear they still seek moccasins, 
especially since the newest craze in 
these parts is to try to buy boys’ 
moccasins. In many instances the 
boys’ models are too broad, but that 
does not deter the girls. The high- 
school emphasis still seems to be “the 
sloppier the better” as far as footwear 


is concerned. 
* * * 


EASTER HELPS NEW YORK 
BUSINESS 


THE weeks preceding Easter have 
seen improved business in New York 
shoe stores and departments. The 
most activity is reported in the wo- 
men’s and children’s departments with 
scattered increases appearing also in 
the men’s. One such increase has 
been in slippers for men. 

The demand for children’s shoes 
centers on white and patent leather. 
The white is especially wanted now 
for Confirmation. Failing an adequate 
supply for this need, it is assumed 
that youngsters wil! be allowed to 
wear black, following a precedent 
started last year. One better quality 
children’s department reported best 
year in many years. 

The women’s departments are very 
active, especially in patent leathers. 
Where color—navy blue, red, green— 
is available it sells fast. Several stores 


have advertised bright colors, coming ' 


within the legal restrictions either as 
American shoes made from leather 
in the manufacturers’ stocks or 4s 
South American imports. Suedes in 
permitted colors are also selling. One 
retailer who had not yet received 
suedes ordered for Spring delivery 
figures that he can sell them for early 
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When trains speed across the continent to vacation 
lands instead of to war burdened ports... 





When airplanes span the globe on trade missions 
instead of fighter and bomber assignments. . . 


When American industry can again manufacture all 
the things that speak of the American way of life 
during normal times .. . 


The battle for peace will have been won! 


But a new battle—the battle for postwar business— 
will be just beginning! 


Have you started to plan your attack for coming 
out on top of postwar competition? 


CABY DEER 
SHOES 
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LOOK AHEAD...TO WIN THE GAME! ° 


Now is not too soon to decide 
what brand names will carry 
your business forward most 
profitably—what brand names 
will help you to meet postwar 
competition to best advantage! 
The Trimfoot Company is already busy 
building future customers for you through 
advertising its famous Baby Deer and 
Trimfoot Pre-School Shoes in many lead- 
ing publications. 


TRIMFOOT COMPANY, TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 
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Reuieu- of the Retail Taade 





Fall if they are too late for Spring or 
Summer business. White shoes are 
already on the shelves of some stores 
and a few sales have been made, al- 
though the merchants are not pushing 
them at all. Most stores expect two- 
tone combinations in a little later, al- 
though one popular price store con- 
tacted already had them in stock. 
This same store reported good busi- 
ness in unrationed shoes in the past 


few weeks. 
* * * 


SPRING COMES TO 
ATLANTA STORES 


SHOE retailers are participating in 
the general boom trade that has 
struck Atlanta since the war began. 
Even on rationed shoes, stores report 


a general increase in business. Cus-- 


tomers who still have their No. 18 
coupons are attempting to find a shoe 
worthy of it before it expires. Lifting 
of rationing restrictions on some chil- 
dren’s shoes, plus the desire for new 


=a 


[Qs 


shoes for the Easter Parade, brought 
active trading in boys’ and girls’ 
departments. 

Stores pretty generally place black 
patent at the head of the list of cur- 
rent best sellers and say this is to 
be expected, since patent has been the 
top Spring shoe attraction here for 
at least three years. Baby dolls and 
d’Orsays are popular, and anything 
that’s patent—especially if it has a 
high heel—is wanted. Brown calf 
and all-gabardine also continue to 
sell well. 

Atlanta is rapidly moving into the 
white season. In fact, some dealers 
predict a terrific demand throughout 
the Summer. There is division of 
opinion on the fabric and leather 
two-tones which will soon be coming 
in as a result of the recent govern- 
ment regulation. Some shops predict 
an overwhelming demand for two- 
tone spectator pumps in both fabric 
with Army Russet trim and fabric 
with black patent trim. There has 
always been a good demand for two- 
tone spectators, and smartly dressed 
women have mourned their absence. 
So it is logical that even though the 
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MARTIN’S 


316 EAST HOUSTON 











“Young shoes" in patent leather are 
promoted in this attractive ad by 
Martin's in San Antonio, Texas. 





pump is of fabric instead of all 
leather, it will find a welcome. How- 
ever, some buyers do not attach any 
particular importance to its availabil- 
ity. 

Atlanta’s shoe stores have gone all- 
out for Spring in their window dis- 
plays. Some of them are featuring 
the dogwood motif, but window shop- 
pers up and down Peachtree Street 
find themselves in a veritable garden. 
At Butler’s realistic tiger lilies of 
flaming red stand waist-high among 
black patent pumps and multi-colored 
play shoes. Both of Burt’s stores have 
mammoth modernistic vases of bright 
blue filled with floral replicas that 
resemble overgrown poppies. Chand- 
ler’s produced a floral paradise. All 
the windows are full of large climb- 
ing vines in delicate green, bearing 
enormous pink clusters with a hint of 
lavender. In addition, Chandler’s mid- 
dle window contains a huge bed of 
tall pink and lavenderish poppy-like 
flowers, with brown and black gabar- 
dine pumps, complete with bows, 
clinging to them. Shoes in green, red, 
navy, and light blue cloth as well as 
patents, reptiles, brown calf, and 
whites—complete the picture like bor- 
der flowers in a real garden. Another 
window follows the same idea, but is 
even more colorful because it features 
gay lounging shoes in bright red and 
green contrasts, blue and pink fuz- 
zies, and cloth prints clinging to the 
blossoms. 

Unusual shoes on display recently 
were two high-heeled sandals made of 


a print material. One was printed in 
a tiny brown, white and yellow floral 
design, and the other was a red, pink 
and white figure. 

Recent newspaper advertising has 
featured practical, conservative lines 
as well as dressy patents. J. P. Allen 
stressed “lasting leather walking 
shoes . . . sphinx-like in the way they 
can endure wear,” with a sketch of 
the sphinx in the background for 
authenticity. 
tion to patent leather d’Orsays with 
the phrase, “sweet and low saucy 
d’Orsays rhyme with low-cut neck- 
lines,” and pictured an entrancing 
neckline framed by d’Orsays of all 
types—sling back, toes out, high 
heels, and bows galore. 

Another note of color was in bows. 
Byck’s window showed a pretty black 
patent pump with a brave red felt 
rosette bow. Rich’s was offering blue, 
red and green gabardine pumps with 
white plastic rosettes perched on the 
toe like gardenias in navy blue but- 
tonholes. 

* * * 


HOUSTON STORES OFFER 
NON-RATIONED TYPES 


Its a moot question whether the 
colors were any more varied in that 
coat of Joseph’s than they are at 
present in the display windows of 


Houston shoe stores. Tulip Red and 
Cinnamon are the latest tones, while 
pink and green and red and white, 
yellow, blue, cerise, fuchsia, orange 
create a crescendo of color to divert 
attention at this season to the shoes 
themselves, to unrationed styles, and 
to accessories. 

The Fashion uses the phrase “Tulip 
Red” in promotions of a non-rationed 
sling pump and Tulip Red bags. 
“Romantic south-of-the-Border suede 
in a luscious CINNAMON shade that 
brings the lavish tropics to Spring 
accessories,” says the Vogue in offer 
ing an anklet, sandal, and wedge type, 
and vanity and envelope bag in cinna- 
mon suede. Suggested to complement 
this are Kelly green doeskin gloves, 
the whole forming a decorative com 
bination. Levy’s is offering a blue 
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: SHOE DEALERS of AMERICA for helping us 
h turn out a “MILLION” pair of REGULATION 


U. S. NAVY Dress Oxfords. 
The “MILLIONTH” pair came through on 
March 17, 1944, “St. Patrick’s Day.” 


The production of all Daly Bros. Shoe Co., Inc. 
factories is 60%, in War Footwear. Since 
May 27th, 1942. 


Your consideration and your patience 
helped make this service possible. It 
could never have been done without your 
Co-operation. Sone 
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patent bracelet sandal, and the same 
shoe in rust alligator lizard. 

Mesh has taken a long stride for- 
ward in the non-rationed class, with 
Foley Bros. promoting a sling pump 
with large ornament in red, green, 
wheat, pastel blue. Baker’s also of- 
fers a mesh sling pump with bow in 
Victory Red, Kelly green, powder 
blue, and navy blue. 

Gabardines are popular, in both 
rationed and unrationed shoes. “Dark- 
er than Night, Brighter than Dawn,” 
declares a Vogue window display in 
promoting patents. This store fea- 
tured porthole perforations in a nov- 
elty sling pump, matched with a flat 
envelope bag. Levy’s promotes port- 
hole patent pumps, also, and offers 
them, as well, in golden tan with high 





heels. “We’ve a patent on variety and 
fit,” declares Paul’s in featuring black 
patent pumps and oxfords. Foley 
Bros. offers round-toe baby dolls with 
perky bows, under the caption, “Cute 
as a Wink, Light Hearted Baby 
Dolls.” “Patent Pulchritude,” sug- 
gests The Fashion of Houston in pro- 
moting a baby doll anklet “openly 
on: the siren side.” Sakowitz Shoe 
Salon promotes a combination patent 
leather and alligator lizard in a 
d'Orsay model in black or brown. 
This store offers patents also, “to 
add a feminine note to your after- 
five costumes.” 


Reptiles continue on their popular 
way. Water snake is being shown in 
the medium-priced shoes. A favorite 
at Allen’s is a high-heeled sandal, 
while Chandler’s offers matched skins 
in neutral beige shoes and bags to 
complement any costume. Lizard in 
open or closed heel models in black 
or brown is offered at Columbia. A 
brown python lizard d’Orsay is found 
at Foley Bros. Calcutta lizard con- 
tinues to hold its own at Krupp & 
Tuffly, while a baby doll anklet and 
a sling pump in tan alligator calf are 
found at Levy’s. Paul’s gave window 
space to alligator lizard bags includ- 
ing red and green. 

Calfskin is coming in for promo- 
tion, too. The Fashion finds a tai- 







lored V-throated pump in Army Rus- 
set doing well, as is a spectator pump 
in Army Russet or navy. Foley Bros. 
also features Army Russet calfskin in 
a spectator with fringe on the boxed 
toe. A polished tan calfskin model 
with walking heel is a Levy attrac- 
tion; also a medium-heeled oxford in 
black or brown and a lightweight ox- 
ford. Krupp & Tuffly offers a variety 
of styles including an ankle strap 
sandal and a moccasin-type pump in 
Army Russet; also a V-throat sling 
pump. 

White looms large in the windows 
the length of Main Street, including 
Paul’s and Chandler’s. These shoes 
are moving, but the present emphasis 
lies on colors with an indication that 
it will be a few weeks before whites 
get under way. Baker promotes the 
ever-popular spectator; The Vogue 
advertises white suede sling pumps, 
straps, or anklets, matched with 
white handbags and white fabric 
gloves. 

Juvenile shoes are as varied as 
those for their elders. At Clark’s 
Juvenile Shoe Store it’s black patent 
baby dolls, a brown imitation lizard 
wedgie with ankle strap, and a black 
patent cross strap with wedge heel. 
Saks Shoe Store promotes patents, 
calfs, and lizard. 

The newest trend noted among 
men’s shoes was a recent advertise- 
ment from Byrd’s of “Men’s Non- 
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The Packard-Rellin Company in Mil- 

waukee, Wis., shows three styles for 

Spring wear, available in patent or 
Army Russet calf. 











Rationed Slippers and Sandals,” a¢ 
vocating saving shoes for essential 
duty by wearing house slipper 
around home or sandals for casual 
wear. The slippers are of kidskin 
with leather soles, the sandal of a 
durable water-resistant duck with 
rope soles. 

There is more than a touch of the 
“South of the Border” atmosphere in 
the displays at Krupp & Tuffly, for 
























two huge red serving trays of Mex 
ican style are used as a stand for the 
merchandise in a side window, while 
in others are suspended bunches of 
dried peppers, gourds, and brilliantly 
dyed seeds. A double display case on 
the fourth floor contains a selection 
of shoes displayed on mats of brit 


liant color. 
* * * 


SHOE BUSINESS SPURTS 
IN CINCINNATI 


RETAIL shoe business in Greater 
Cincinnati spurted in late March as” 
pre-Easter buying and the desire of 
purchasers to utilize Ration Stamp I 
became dominant. Demand for qual 
ity shoes stimulated the movement OFF 
the higher priced shoes in retail estab’ 
lishments. One veteran Cincinnati re 
tailer said that “inventory is our only 
problem, and we don’t know how 
long our own merchandise will be on 
the shelves at the rate of demand 
shown during March.” 


It was generally predicted that 
while January and February in many 
establishments were lower in sales 
than the corresponding months of 
1943, March boomed and, survey Tt 
ports disclosed, “may move way ate 
of March, 1944.” While personnel q 
problems confront the retailers, most : 
of them are making the best of the 
situation. 

“What we would do with some 
our old-time experienced help if #7 
only had them,” one retailer 
“would be to gear them for fitting 
purposes only, leaving a younget 
messenger to handle the details of 
making change, wrapping and 
ery to the customer.” 
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All of the Barbour Specialty Goodyear Weltings illustrated above are covered by U. S. Patents 


™ | BARBOUR WELTING COMPANY ~ BROCKTON 66, MASSACHUSETTS 
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1. She had me stretching and bending for every 2. I took a look at her old shoes . . . and what ments 
6B in stock . . . Still she clutched her coupon! One heels! Scratched and scuffed and stained! .. . the all 
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Manufacturers Protest OCR Action 
on Allotment of Sole Leather 


With sole leather impossible to get in anything like the 
quantities which manufacturers say they could use for 
civilian shoes, something like a revolt has been caused by 
the recent action of the WPB’s Office of Civilian Require- 
ments in ordering an increase from 20 to 30 per cent in 
the allotment of shoe manufacturers’ bends to be reserved 
for the repair trades. 

“This means,” commented Maxwell Field, executive sec- 
retary of the New England Shoe and Leather Association, 
“a comparable decrease in available sole leather supplies 
for shoe manufacturers.” The association, therefore, has 
sent a letter of protest to Donald M. Nelson, WPB chair- 
man, as well as letters to all congressmen representing the 
three New England shoe states, asking that they intervene. 
Points made in the letter to Mr. Nelson are that the result 
of this order will be to “decrease the available supply of 
bends for shoe manufacturers from 510,000 monthly last 
year to 490,000 per month for the balance of this year”; 
that lowered production and unemployment are likely to 
follow in the wake of the order; that the order is obviously 
discriminatory “because it requires manufacturers to use 
three times as many rubber and other composition soles, 
which have a poor consumer acceptance, as is required of 
shoe rebuilders.” NESLA requested in the letter that the 
effective date of the order be held up until the facts have 
been reviewed. 

A sharp increase in the demand for patent leather to 
the point where tanners are having difficulty filling orders 
placed some time ago is another feature in the local leather 
market, which has been faced with shortages of raw mate- 
tial for such a long time now that it has become almost 
normal. 

Manufacturers report a slight let-down of orders in the 
wake of those placed in the women’s field when permission 
was granted to manufacture two-tone shoes provided not 
more than 30 per cent of such shoes were leather. Buying 
of these shoes, mostly spectator pumps, came in two waves 
—the first coinciding with the issuance of the order. The 
second came about ten days later and representing the 
changed opinion of merchants who at first had been rather 
skeptical of the shoes themselves or had withheld placing 
of orders until assured by their sources that at least a 
portion of previously-ordered whites could be cancelled to 
make room in retail stocks for the 1944 version of the 
spectator pump. 

A decrease in orders booked at this time was expected 
and materialized as expected, because of the imminence of 
Market Week in New York, at which heavy business should 


? 


April 15, 1944 





be placed, according to trade authorities here in New Eng- 
land. The belief that orders soon will be plentiful is found 
throughout the area and among all manufacturers, being 
especially marked among the makers of non-rationed shoes 
who cite the obvious fact that more and more merchants 
will have to stock these types in order to keep up their 
volume during the Summer and Fall. Orders booked dur- 
ing the month of February by the Massachusetts’ shoe and 
leather trades, as a matter of fact, showed a slight in- 
crease—about 4% per cent—over orders booked during 
January, though still far behind the volume booked during 
February of last year. The figures are those of the Asso- 
ciated Industries of Massachusetts. 


View bork 


Release of New Lasts Stimulates 
Launching of Style Balloons 


THE release of a limited number of new lasts by the War 
Production Board has stimulated last makers and shoe 
manufacturers in this area to introduce shoes built on these 
lasts ahead of the Fall lines. Manufacturers who are plan- 
ning these between season deliveries expect to use the first 
shoes on the new lasts as trial balloons. The strong trend 
in these lasts is toward broader treads. One last maker 
reports a popular new last from his factory as a sandal 
last, shorter and one-quarter inch wider than any previous 
last. Another last maker in this area is working on several 
new types with unusual toe interest. 

Manufacturers of women’s quality shoes continue to talk 
about the post-war problem of maintaining the interest in 
quality shoes stimulated during the war period. They feel 
that this maintenance of demand for quality shoes must 
be continued. One of the leaders in the-field also insists 
on the need to keep women sold on the idea of shoe ward- 
robes. Many of them write in, he says, to say that they had 
never known what real comfort was until they wore well- 
made quality walking shoes. Such women should continue 
to buy shoes of this type, as well as dressier shoes, after 
the war, he believes. 

Increased demand for black calfskin to supplement pat- 
ent leather stocks is reported. Suede to wear all through 
the Summer is in demand. One factory is introducing this 
month a natural color snakeskin, to be made in three pat- 
terns which will not take large pieces of leather. The 
pieces have been beautifully matched and the color is light 
enough for wear throughout the Summer. One quality 
manufacturer is doing a very good business in dressy dark 
brown lizard shoes. 

Two sides to the style picture come out in reports from 
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many factories. Women still want plenty of bows and 
trimmings. On the other hand, the demand for untrimmed 
pumps and d’Orsays is increasing. This is the new trend. 
Another new trend is also growing, according to leading 
style authorities, and that is the demand for closed toe, 
open-back shoes. Opposite to that is the continued interest 
in open toe shoes. Both high and low heels continue to be 
good. Tall girls with style ideas are reported to be buying 
dressy low-heel shoes. 


SHOE manufacturers and retailers here think that govern- 
ment restrictions should be brought into harmony with the 
news. 

Since the only remaining uncertainty is just when we 
will win, the industry would like to be treated a little less 
like a step-child. But instead of giving recognition to real- 
ities as they develop, new regulations are being added to 
hard rules imposed under the stress of emergency, it seems. 

Not that there is any disposition to want all shoe restric- 
tions tossed overboard immediately — or even an abrupt 
ending of controls. Rather there is a desire to have them 
depart gradually, meanwhile keeping them elastic enough 
so that they will work without needless hardships. 

Henry W. Cook, president of A. E. Nettleton Company, 
which not only manufactures shoes for men and women, 
but has 40 retail stores of its own, besides retail outlets 
where its products are sold by others, presented the case 


clearly, succinctly, when he told a Boot anp SHOE 
RECORDER representative: 

“Freedom of action has become the greatest necessity. 
Some of the regulations imposed upon the shoe industry 
are silly because they accomplish nothing for the war ef- 
fort, yet they remain in effect. The profit margin is nar- 
rowing. 

“With scarcity of materials and labor I don’t see why we 
are not now permitted to manufacture all of the shoes. we 
can without being held to 25 per cent under the previous 
year, which adds another difficulty in some cases. 









“More shoes are certainly needed and, since some of us 
are more resourceful than others, why not give them free- 
dom of action in using that resourcefulness to try to pro- 
duce more needed footwear?” 

Turning to the post-war period, Mr. Cook foresees an ex- 
tended period of prosperity for the shoe industry and its 
employees provided we are allowed to use our initiative 
and controls are removed. He added: 

“After the war we shall need competition which is the 
life of free enterprise upon which our country was built. 
If we are given freedom of action we shall go ahead to a 
wonderful volume of business.” 

A new impediment to shoe factories in the upstate area 
was seen in the action of the Office of Civilian Require- 
ments in setting the allotment of sole leather for the shoe 
repair trade at such a high rate that factories will have 
much less sole leather for civilian shoes—unless the order 
is changed. 

It concerns retailers, too, because they do not want a 
large volume of shoes with composition soles on hand when 
the war ends. 

All of the shoe factories of the area are busy within the 
limits of rules and scarcities which give new—and under 
normal capacity—meaning to the word. 

Retail shoe stores, which generally complained of dull- 
ness of trade through early months of this year, reported a 
return of more numerous customers .during the last two 
weeks of March when Easter buying became manifest 
throughout the region. 

Most retailers had accumulated fair stocks of shoes dur- 
ing the winter, which was the main requirement for sales, 
since there were plenty of shoe buyers in their stores, ready 
to make use of remaining coupons. 

Just as shortages of help in shoe factories have resulted 
in placing some display advertising for workers, so does 
the lack of sufficient sales help bring out display advertis- 
ing calling for applicants in this field. 

As the war goes on toward a successful conclusion there 
is a note of optimism in the shoe trade based upon a grow- 
ing belief that the end of the war will mark the beginning 
of a return to the American way of doing business which 
made our country great. 





See Trend to Better Shoes in Postwar Period 


In its recent survey of post-war prospects and probabili- 
ties, Boot anp SHoe Recorper asked a selected list of shoe 
merchants in all sections of the country this question: “Are 
you planning any particular steps to increase the scope of 
your business soon after the war ends?” Sixty-six and one- 
tenth per cent of the merchants who replied to the ques- 
tionnaire answered “Yes,” 25.5 answered “No” and 8 3/10 
per cent did not reply to this question. 

Following is the breakdown of percentages of merchants 
planning to utilize various specific methods of business 
building: Advertising and direct mail, 20.5 per cent; new 
stores, larger quarters, new location, etc., 12.8 per cent; 
add new lines (accessories), 12.8 per cent; handle better 
shoes, 12.8 per cent; add children’s and boys’ department, 
10.3 per cent; better fitting, 7.7 per cent; store moderniza- 
tion, 7.7 per cent; hold sales to rid stock of war merchan- 
dise, 5.1 per cent; more men’s business, 5.1 per cent; bet- 
ter displays (window), 2.6 per cent; add to personnel, 
2.6 per cent. 

Following is a summary of other answers received to 
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other questions asked in the survey: 

Do you think most merchants will improve their stores 
soon after present restrictions on building and reconstruc- 
tion are lifted? 

Yes, 82.3 per cent; no, 11.5 per cent; no answer, 63 
per cent. 

Improvements under consideration include: Store fronts, 
11.0 per cent; window backgrounds and fixtures, 10.6 per 
cent; carpeting, 8.9 per cent; other floor covering, 4.7 per 
cent; store interiors, 14.7 per cent; interior furniture, 10.5 
per cent; upholstering, 2.8 per cent; store lighting, 143 
per cent; signs, 8.2 per cent; wall redecoration, 8.6 per 
cent; curtains and drapery, 3.0 per cent; no answer, 28 
per cent. 

What other kinds of store improvement will be com 
sidered by shoe merchants? Better customer relations, 
better service, personnel 3.1 per cent; air conditioning, 
heating units, etc., 3.1 per cent; put in new merchandise, 
2.6 per cent; fix up inside of store, new shelving, ete. 

[TURN TO PAGE 78, PLEASE] 
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WANTED 


BY EVERY SHOE MERCHANT: 


SOMETHING THAT WILL HELP MAKE UP FOR 
DECREASED SALES DUE TO SHOE RATIONING 


HERE IT IS! 


IST as Mark Twain so aptly said, “everybody complains 
of the weather but does nothing about it”—so it is with 
many shoe merchants. They complain about the shrinkage 
in shoe volume, but do nothing to adjust themselves to the 


exigencies of war. 
EASY SALES 

Just as pennies add up to dollars, so do the profits on the 
easy sales of Dr.Scholl’s Foot Powder help make up for your 
decreased sales of shoes, due to shoe rationing. 

We said “easy sales’””— and easy they are when you always keep a can 
of Dr. Scholl’s Foot Powder alongside the fitting stool to sell a customer 
alter the sale of shoes is completed. 


WITH EVERY PAIR OF SHOES : 
Everybody is a logical prospect for Dr. Scholl’s Foot Powder. Nine out t 
of every ten persons are more or less troubled with hot, tender, chafed, ; 
sweaty or odorous feet. By taking advantage of this conscious need of 
your customers and pushing the sale of Dr. Scholl’s Foot Powder with 
every pair of shoes you sell, you’ll be amazed at the volume sales you é 
develop for this highly profitable foot relief of Dr. Scholl’s. Costs $2.75 ; 
a dozen. Retails at 35c can. 


OUR HUGE NATIONAL ADVERTISING CAMPAIGN 
ON DR. SCHOLL’S FOOT POWDER 
IS GREATLY INTENSIFYING DEMAND 


The enormous and constantly growing demand for Dr. Scholl’s Foot 
Powder is the result of a superlatively fine product being backed by a 
constant flow of national advertising on a huge scale. It is appearing in 
many large circulation magazines, including: 































Ladies’ Home Journal . . . Good Housekeeping . . . Woman’s 
Home Companion .. . McCall’s . : . American Magazine... 
Life . .. The Saturday Evening Post . . . Collier’s . . . Parade 
-.. Parents . . . True Story ... Modern Magazines. . 
McFadden’s Women’s Group. Plus 450 Newspapers. 


FOR EXCELLENCE IN ios WAR PRODUCTION 


Order a supply of Dr. Scholl's 
Foot Powder at once. Display it. 


- Keep a con at each fitting stool. 
THE SCHOLL MFG. Cco., INC. fom wih svermaey 2 an 
119 West Schiller St., Chicago * 62 W. 14th St., New York ane eS eee 
’ a this grand foot relief rise! 
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The SHAPE — 
Of SHOES 
To COME.... 


The narrow-toe, pointed misses’ shoe last at 
top of diarram at right was in style ten to 
a dozen years ago. It’s too narrow in the 
ball and the inside line is bent in, forcing 
big toe out of line. The wide, round-toe 
last of today conforms to natural lines of 
foot, gives comfort, permits normal growth. 
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shoes for men and women had measure- 
ments comparable to what are used in 
work shoes. And work shoe lasts are al- 
ways made full and roomy—oversize. 

The younger group—trom college age 
and high school age down -have in the 
past five years gone in strongly for moc- 
casin types, saddle oxford types, wedgies 
made out of fabrics instead of leather, 
and, more recently, the non-rationed shoe 
which does-not restrain the foot in any 
way. All of these shoes have permitted 
the feet to spread, which the feet will do 
if permitted. 

On Saturdays, during vacations, I fitted 
shoes in Newark, N. J., where I was 
born, under Dave Hirschburg at Bam- 
burger’s. At various times, I worked at 
the Pell Last Company in Newark, when 
we were making lasts for such houses as 
C. K. Fox, Harvey Guptill, Wichert & 
Gardiner, Crotty & Gardiner, Garside, 
T. G. Plant, and many others. The bot- 
tom tread on these lasts was 27/16 inches 
to 24% inches. That was twenty-five year 
or more ago, I'll admit. ~: 7 

The bottom tread on lasts for slacks, 
saddles, wedgies, moccasin types and 
golf shoes, on low heels, is as much as 3 
inches on a 4-B. ; 

Our recent developments for 14/8 inch 
to 18/8 inch heels carry bottoms as wide 
as 2 13/16 inches for dress type shoes. 
This is on 4B women’s. We are doing 
the same thing on men’s, boys’, and chil- 
dren’s runs. 

Consider what tennis, golf, field 
hockey, basketball and football have 
done for the legs and feet of the last 
generation! Consider what scientific feed- 
ing, vitamins, and the sunshine and fresh 
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[CONTINUED FROM PAGE 37] 


air program for children have done for 
young Americans in the last ten years! 
Feet are changing—children are better 
built, sturdier and healthier. That’s why 
lasts must change in construction! That’s 
why the retailer, the manufacturer, and 


the lastmaker must work together! 


We must keep pace with the physical 
changes in young Mr. and Mrs. America. 
T believe that each crop of high school 
graduates has larger feet than the grad- 
uates of four years ago. 

Every one in this room over forty-five 
years of age remembers the bowlegged 
group when we were kids at school. I 
haven’t seen a good pair of bowlegs in 
a long time. Scientific feeding, milk, 
oranges, spinach, vitamins and such are 
helping to produce stronger bones, big- 
ger bones, and the human foot contains 
plenty of bone. 

We lastmakers feel that we have done 
a splendid job in correcting the evils in 
the construction of lasts which were dic- 
tated by extreme style demands. 

The lasts of the past ten years have 
produced the best fitting and the best 
looking shoes ever made in the history of 
shoemaking, and we must continue along 
this line of development. We must start 
with the young feet. This is the one field 
that needs more study. 

Ladies and gentlemen—it would be 
easy for me to carry on, discussing shoes 
and lasts for the rest of the morning, and 
then continue through the afternoon. It’s 
a big, important subject! But our time 
is limited, so we will come to the conclu- 
sion and sum up what should be planned 
in lasts that: fit, that have comfort and 
style or eye appeal. 





Styles for Men 


FOR MEN: As a result of a cleverh 
conceived poll by one of the men’s sho 
manufacturers, as a result on my ow 
part of asking questions of Service men, 
of getting my son who is in the Air Fore 
to ask questions, of checking old, wom 
Service shoes, these are my conclusions 
and the consensys of lastmakers with 
whom I have talked: 

Men’s lasts must continue to have the 
snug heel fitting and shank fitting qual- 
ities that the public have been given in 
the past several years, plus more room 
from the cuboid bone forward through 
the ball, across the tread. This much 
sounds and seems reasonable to me- 
Foot Comfort. 

The style of toe is a problem. We 
need to cooperate on this—the shoe mar- 
ufacturer, the shoe retailer, and the las 
manufacturer. 

History is the systematic record of pas 
events, especially as applied to mankind. 
Let us profit by past history, by our ¢ 
periences after World War No. ! as fa 
as shoes are concerned. There wert 
changes in lasts then—1919. These mot 
els show it. (Show narrow toe.) This 
narrow. toe represents a trend of style 
that was popular for a short time- 
abnormal length of forepart, a narrov 
tread. It died a quick death. In the pot 
war period, from 1919 to 1922, I had the 
pleasure—and a liberal education—! 
selling shoes for Jim Wall, Albert Doyle 
and Billy Doyle out of Brockton. I t 
member clearly the life of this nar 
toed shoe. I saw them go from $6.00! 
pair in stock to whatever we could gt! 
for them. Everybody suffered # los. 
The narrow-toe, long-vamp shoe Ww! 

[TURN TO PAGE 66, PLEAS 
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new ideas with new lasts 


famous the country over 
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A detailed break-down showing the 
monthly supply and demand of rationed 
shoes during 1943, released today by 
the Office of Price Administration, re- 
veals that distribution of rationed 
shoes during the year exceeded pro- 
duction by 53,000,000 pairs. 

This heavy drain on inventories 
clearly demonstrates, OPA explained, 
why it has been necessary to decrease 
the rate of shoe rationing to civilians. 

The supply and demand balance 
sheet for 1943 shows that over-all shoe 
production totalled 469,044,00Q pairs. 
However, of this amount 46,647,000 
pairs were taken by the military, ex- 
empt Government agencies and export. 
In addition, 127,275,000 pairs of this 
productior were house slippers and 
other non-rationed types of footwear. 
Actually only 295,122,000 pairs of ra- 
tioned type shoes flowed into regular 
trade channels and were added to in- 
ventories to make up the civilian sup- 
ply of rationed shoes for 1943. 
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SHOE SUPPLIES - 


YEAR 1942 | 


From this total pool of civilian ra- 
tioned shoes, the right hand side of 
the balance sheet shows that 11,624,000 
pairs were drained off for exempt 
agencies and exports. Individual mem- 
bers of the armed forces purchased 
9,542,000 pairs on 1705-B shoe pur- 
chase certificates, and 33,447,000 were 
released from rationing. Individual con- 
sumers bought 290,881,000 against 
ration currency, and employers and 
institutions purchased 3,209,000 with 
ration purchase certificates. Thus, as 
the chart shows, distribution of 1943 
production and existing stocks exceeded 
production by 53,000,000 pairs. 

In releasing these figures, the Office 
of Price Administration pointed out 
that they are a careful compilation of 
all available records of the flow of 
footwear under rationing. “It is hoped 
that this monthly breakdown, which 
shows the production and the distribu- 
tion of footwear, will help to clarify 
the shoe supply picture for members 
of the trade.” 





Re-Valuation Methods 


WASHINGTON.—Definitions of meth- 
ods, permissible under Inventory Limi- 
tation Order L-219, by which retailers 
may apply for authorization to re-value 
“victory” merchandise that may become 
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less desirable as wartime restrictions 
are lifted, were issued recently by the 
Wholesale and Retail Division of the 
War Production Board. 

Full text may be obtained from the 
WPB Division of Information, Social 
Security Bldg., Washington 25, D. C. 


Shape of Shoes to Come 
[CONTINUED FROM PAGE 64] 


bad guess. Don’t let us do it again! 

-Previous to my shoe selling experi. 
ence, I was making models and Selling 
lasts for the Pell Last Company, Ney. 
ark, N. J., and helped Billy Smith ang 
Jack Slattery, of Johnston & Murphy, 
develop the Haig last—one of the thre 
greatest lasts of any time. It influence 
men’s styles for ten years. It wa 
adopted by dress shoe manufacturer 
in the United States and Canada. Anj 
here it is—a big, roomy last, one sig 
full on the ball and waist, % inch wide 
across the tread! 

All of the old timers in this rom 
remember this last. Perhaps this jg , 
tip for post-war lasts. It may help ys 
to pick a winner. I like the idea of the 
wider tread, of a roomy ball and waist, 
of the flare to the line on the outsole 
and shank. 

In my opinion the Haig last deserves 
a place in the “Last Hall of Fame’ 
with Hanan’s “Panama” and Barry's 
“Pup”—all great lasts! 

After the Haig came a rocker bottom 
type known as the “Rolls” type—yu 
rolled along, plenty of rocker bottom, 
lots of toe spring. Ease and comfort 
again, but with a square toe—narrow 
and wide. The sales feature of this 
type was again the comfort. 

All Service lasts have a rolling bot. 
tem and plenty of toe spring. Keep 
this in mind: Comfort across waist, 
ball, and tread of foot and toe spring. 
The men I have talked to say in plain 
words: “Give us comfortable shoes 
across the tread and toes, but be sure 
the shoes look snappy. When we get 
back we want new suits, shirts, ties, 
hats and shoes. We want to get out of 
G. I. clothes.” So—I guess medium, 
narrow toes with snappy lines, broguish 
types with “umph.” There is plenty of 
leeway here for poetic license and ar- 
tistic taste for the last man, the style 
man, and the shoe man to work on. 

Women’s styles and winning horses! 
Both hard to pick, but we will try to 
prove something. Thousands of Amer- 
ican women are in Service or in war 
work. Those in Service are dressed 
according to Service regulations—al 
wearing the same G. I. clothes and 
shoes. No chance for individuality or 
femininity; no chance to wear a ribbon 
to bring out the color of their eyes; 1 
chance to do things to their hair; ™ 
chance to disguise the size of their feet 
with high heels, open toes, buckles of 
bows! Nothing but black or brown, 
low-heel, common-sense type shoes! It's 
tough from the dress-up standpoitt, 
but, God bless them, they are wonder: 
ful. I think we can all guess their te 
action to clothes, colors, hair-dos 
shoe styles when the “Great Day’ 
comes, as come it will—the 
style buying splurge this Country he 
ever seen by war workers and by girls 
in Service. + 

Feet that have been used to the eam 

[TURN TO PAGE 104, PLEASE] 
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Success Formula For Men’s Shoe Department 





Frank E. Gaines, Buyer for L. S. Ayres & Co., Indianapolis, Explains 
Merchandising Methods That Produced Sales 


Building a men’s shoe business in a 
department store today is not the task 
it was years ago. In the past, the de- 
partment store depended on ‘its name 
and its plan of merchandising to make 
a success of the men’s shoe department. 
Too often the salesmen knew very little 
about how to fit shoes. Some manufac- 
turers of quality footwear did not care 
to sell to department stores because they 
were too -liberal on adjusting com- 
plaints, and their business was not very 
profitable. These manufacturers pre- 
ferred to merchandise their products 
through the exclusive shoe store, where 
the proprietor and his salesmen spe- 
cialized in proper fitting. It was gen- 
erally believed that most customers for 
the higher grade shoes patronized in- 
dependent shoe retailers. 

Today, however, the picture is dif- 
ferent. Many of the small exclusive 
shoe stores have been forced out of 
business because of high overhead afd 
chain store competition. The department 
stores have taken over where these 
smaller distributors have left off, capi- 
talizing on their location, their buying 
power and advertising. Today you will 
find in most department stores a quality 
line of footwear by some nationally 
known manufacturer, who cooperates 
with his department store outlet in ad- 
vertising his line. 

Adjustment of claims arising in the 
L. Ayres & Co. shoe departments, In- 
dianapolis, are handled in the men’s 
shoe section. The store has an adjust- 
ment office, where all adjustments are 
made, but only in extreme cases are 
complaints sent there. It is found far 
better to handle the complaint on the 
floor. 

L. S. Ayres & Co. have’ been in busi- 
ness 75 years, beginning as a dry goods 
store, and have grown to be one of 
the best stores in the country. The 
organization is known for its policy of 
fair dealing and for the distribution of 
quality merchandise. In fact, the store 
has a quality atmosphere throughout. 

The men’s shoe section, under the su- 
peryision and direction of Frank E. 
Gaines, widely known in the shoe busi- 
ness, is on the second floor, directly in 
front of the elevators. The location is 
ideal, with men’s furnishings and cloth- 
ing on either side. Here the prospective 
purchaser finds a well stocked line of 
staple and style footwear in quality, 
medium and lower priced lines, ranging 
from $5 to an including the Matrix 
line at $11.95 and Johnston and Mur- 
phy at $14.50. The set-up enables the 
department to sell and satisfy prac- 
tically all customers and meet the re- 
quirements of the high priced clientele. 

Mr. Gaines gives a great deal of 
thought to buying and selecting his 
merchandise. He says that shoes well 
bought are easily sold, and the buyer 
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FRANK E. GAINES 


must be good at selecting his styles and 
patterns. He uses a system in buying 
which he worked out years ago, and if 
it is followed closely, there will be few 
duplications and no over-buying. 

He contends that men’s footwear is 
not hard to buy and select as there are 
only two leathers, calf and kid, and two 
colors, tan and black; three shapes, nar- 
row, medium, and wide toe, and two 
styles in lacing, circie (or bal) and the 
blucher type. 

“T have believed that there is no sub- 
stitute for quality,” says Mr. Gaines, 
“and my department is being built on 





Men's shoe section at L. S. Ayres & Company is on the second floor in front of the 
Men's furnishings and men's clothing are on either 


elevators. 





that foundation. As a result, 50 per 
cent or more of the sales volume ig gp 
Matrix and J. and N. shoes. I have jp. 
stilled this into my salesmen, with the 
result that Ayres’ men’s shoe section js 
known as a place to buy quality foot. 
wear.” 

Another item that has been of greg 
help to the building up of the men; 
footwear section is athletic shoes. Bage. 
ball, bowling, basketball, golf and tep. 
nis shoes. These shoes have usually beep 
sold by the sportswear stores, and by 
men who knew little about the fitting 
of shoes. From Mr. Gaines’ past experi. 
ence in fitting baseball shoes, he has 
found that shoes worn by the players 
were not properly fitted, since the sport- 
ing goods stores usually carried only 
D and E widths. His contact with ball 
players has brought much business to 
the department, as these men also buy 
street shoes, and it has been another 
factor to help increase the sales volume 
of the shoe section. “Your athletic shoe 
business can be easily obtained by con- 
tacting the managers and captains of 
the various ball teams or basketball | 
teams by letter or in person,” he says. 
“However, a personal call is better, be. 
cause the salesman becomes better ac- 
quainted with the sales prospect.” 

Men’s slippers form another item 
that should not be overlooked. “About 
95 per cent of men’s slippers are bought 
by women,” Mr. Gaines says. “I always 
keep a display of all styles on a table 
in the main aisle, directly in the front 
part of the department, where nobody 
can overlook it, and the results are 
amazing.” Men’s shoes are displayed in 
cases and on tables, and great .care is 
taken to give them their setting and 
show their styles. They are shown on 
display forms, all properly arranged 
and laced alike. 

“We always have a mixed arrange 

[TURN TO PAGE 84, PLEASE] 








side of the shoes. 
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| ee fights for freedom, too; and vital military needs for glove and garment leathers 
continue to make heavy demands on Surpass facilities. But, Surpass continues to deliver 
fine Kid leathers for civilian shoes, too. This supply, though necessarily limited, adheres 
rigidly to the high standard of uniformity and dependability which has always marked 
Surpass production. Merchants have learned that in specifying Surpass leathers, they help 
their manufacturer to maintain his quality at the bench and enable themselves to stand 
four-square behind the leather in the shoes they sell and fit. 

PEACETIME PRODUCERS of Surpass Glazed Kid in 

Black and Colors, Capre. Suedes, Linings and Kangaroo. 

... 4 Complete Dependable Service For Post-War Shoes. 


SURPASS LEATHER COMPANYx 


9TH & WESTMORELAND STREETS - PHILADELPHIA, PA. 








KEEP S2zaehes CLEAN 


Clean brushes last longer and do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 


USE B2zaehed CORRECTLY 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
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ed at least twice a day. also mat down the hair or bris- 
tles causing them to cut against 
each other. 


USE ALL OF THE B7aeh 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow wil] be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
vals also aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 





Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 


TAKE GOOD CARE OF WHAT YOU HAVE 


WHY CONSERVE? 
Demands on the time, raw 


stocks and energy needed 
to replace wastefully used 
materials, detracts from the 
facilities needed to further 
the War Effort. 
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Hollywood Stars 
Select Simple Shoes 


[CONTINUED FROM PAGE 35] 


as those who have favored us with their 
business for a dozen years and more. 

“Suppliers of fine shoes are limited 
in number, with their output limited in 
volume. Demand for this grade of mer- 
chandise ($13.95 to $35) in every estab- 
lished outlet in the land far exceeds the 
supply, so the system worked out by 
one of the boys on the fioor, Art Storm, 
acts as a good inner-store rationing 
method of distribution.” 

Several more Hollywood personalities 
coming in for shoes caused Earle 
Brown to open up on his pet grouch, 
one that has been rankling for years— 
the fact that the general shoe trade 
feels that only bizarre or highly orna- 
mental footwear appeals to the good 
Hollywood trade. As a matter of fact, 
Mr. Brown emphasized, Hollywood 
tastes run to plain, simple, elegant 
types, usually the plainer the better. 
Patrons pay much attention to heel, 
yamp and pattern details, as well as to 
all refinements of top grade _ shoe- 
making. 

Right here Mr. Brown paid eloquent 
tribute to the fashion sense of his part- 
ner, Mr. Williamson, in citing how the 
latter was responsible for popularizing 
three types of shoes—open back pumps, 
open shanks even back to the Theos. 

Backing up his assertions, Mr. Brown 
told how a New York shoe manufac- 
turer and Mr. Williamson brought out 
the first open back pump, with Mr. 
Williamson putting it for the original 
Hollywood Boulevard store. 


The same performance is being re- 
peated by the same people with the 
open shank d’Orsay. Back in 1928 
Theo ties came into popularity through 
being featured by The French Bootrie 
in a wide range of colors. This was 
when musicals were being made in 
nearly all Hollywood studios, and the 
wardrobe departments took to these 
Theos in great enthusiasm. Conse- 
quently the country saw so many of 
them on the screen that their country- 
wide acceptance was complete and 
immediate. 

The French Bootrie has been dealing 
with the wardrobe departments of the 
studios for years; when anything new 
was developed in the store, national 
publicity was achieved by having the 
shoes shown on the screen and in 
magazines. 

There is nothing new about wide 
ankle straps, but there is about the 
Present treatment. This store brought 
Out one six seasons ago, an $18.75 re- 

4 Now it is an easier seller than 
originally placed on the shelves. 
3 Started the shoe was its being 
by many big stars in both movies 
aid picture magazines; consequently 
py aoe to both the maga- 
and to the stars, asking where a 
shee of this type could be purchased. 
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"In my practice of medi 
cine, I have had a good| 
many patients come into, 

a my office suffering from 
foot troubles. In most 
cases I requested them 
to purchase Health Spot 

Shoes and the results 
they obtained were un- 

believable. 


I hope you will be able 
to keep up the same 
standard of good shoe- 
making, as there are a 
lot of people depending 
on you for foot relief." 





The above letter was written by a Physician who is also a 
Health Spot Shoe wearer. Finding complete comfort himself, 
he knew that he could recommend Health Spot Shoes to his 
patients with the utmost confidence. This type of customer- 
following produces a nice percentage of new business that is 
easy to handle and costs nothing. 












ATTENTION: ORTHOPEDIC SHOE FITTERS 


There never was a better opportunity for good shoe men who 
are anxious to do a better job for those who need correct 
shoes. The many desirable openings in retail shoe stores 
created by men leaving for the service are worth investigating. 
If you are interested in making a change where you will have 
a better opportunity to do a real service for your customers, 
we may be able to help you. Send for application. 


Musebeck Mee Company 


DANVILLE SPOT ILLINOIS 


MANUFACTURERS OF THE MOST COMPLETE LINE OF CORRECTIVE 
SHOES IN AMERICA FOR MEN, WOMEN AND CHILDREN 




















































Vulcan 


widths. 


“CONTROLLED 
MEASUREMENT” | 
LASTS 


Designers and manufacturers of 
quality lasts for 34 years. Use 
"Controlled Measure- 
ment" lasts for better fit and 
better style in all sizes and 


General Offices: PORTSMOUTH, OHIO 


LAST PLANTS 


Brockton, Mass. 


Portsmouth, Ohio 
Johnson City, N. Y. 


LUMBER MILLS: 


St. Louis, Mo. 


HEEL PLANTS 
Portsmouth, Ohio 
Johnson City, N. Y. 


Effingham, Ill. 
Rochester, N. Y. 


Antigo, Wis.; Donken, Mich. 














Will Post-War Surpluses Block Retail Sales? 


possible price. Yet that philosophy pre- 
cludes disposition of this vast surplus, 
either now or for years to come, on the 
yardstick of restoring a _ balanced 
economy, the very goal on which every- 
body agrees. 

Visualize a _ situation where this 
series of circumstances arises. There 
become available for sale ten million 
shirts. The cotton industry has at 
that time the capacity to produce all 
the shirts wanted in its best markets. 
Appearance in these markets’ of the 
surplus shirts would glut these pre- 
ferred markets and close down the 
plants. Meanwhile in the Mississippi 
Delta there might be a need for shirts 
and less money with which to buy them. 
Would it be better to make a differ- 
ential in favor of selling these shirts 
to those who need them, and couldn’t 
otherwise pay for them? Present pro- 
grams do not cope with this problem, 
yet business, labor and farmers might 
all agree to its long run benefit. It is 
especially important, since surpluses 
will include not only shirts but many 
other forms of wearing apparel, foods, 
hardware, trucks and transport equip- 
ment, medical supplies, chemicals, 
building supplies, communications 
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equipment, and other easily manufac- 
tured items. 

The problem runs over into the dis- 
posal of war plants. While the coun- 
try has a little more time to think this 
through, since most plants will not be 
offered until the war ends, policies, as 
presently defined or better yet unde- 
fined, are loaded with dynamite. In 
the solution of this plant question the 
answer to post war employment and 
prosperity largely lies. Mr. Baruch, in 
his report, and many another com- 
petent official, including Donald Nel- 
son, agree on that but there is nothing 
programmed as yet which meets the 
situation. 

Here we need to get a quick look at 
the size of the bear we will have by the 
tail. Of fifteen billion dollars invested 
in government owned war plants, about 
five billion has gone into plants for 
making explosives, guns, ammunition, 
and for shell loading—a group almost 
impossible to convert to peacetime pro- 
duction. Another five billion has gone 
into the shipbuilding and aircraft in- 
dustries which cannot nearly maintain 
their peak wartime volume. This group 
of industries is further complicated be- 
cause every conversion to other prod- 


ucts in these plants will affect other 
established lines of business. That 
leaves a readily usable and convertible 
block of plants which represents five 
billion dollars. 

Think for a minute of a good sized 
corporation, one whose plant and equip- 
ment, apart from its capital and inven- 
tories, runs to a million dollars. There 
aren’t a tremendous number of even 
that size, yet five billion dollars repre 
sents the equivalent of five thousand 
such corporations. 

Built at peak prices, these plants will 
not bring anything like the amounts I 
vested, but in the view of those who see 
these plants as a bridge to a prosperous 
future, not the sale price, but the use 
to which this great productive capacity 
will be put, is most important. 

Seventy per cent of all these new 
plants are in tremendous units costing 
ten million dollars or more to build 
Only the biggest corporations could buy 
them. These big corporations are closest 
to them now since eighty-five per cem 
of the entire fifteen billion dollars of 
facilities are operated by only one hut- 
dred firms. If the plants go on the aue 
tion block, many a business man 4 

[TURN TO PAGE 74, PLEASE] 
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Good News... 


about some things unchanged by war! 





S, despite wartime shortages and restrictions, the high 
standards of manufacture in our factory remain the same. 
The limited line of Rubber-Soled Canvas Shoes which the Govern- 
ment permits us to make is manufactured with the same skilled 
craftsmanship, long experience and knowledge that produced our 
peacetime merchandise. 


These Canvas Shoes carry on the Hood and B. F. Goodrich 
tradition of good, dependable quality and compare most 
favorably with the wear of upper and outsole of pre-war 































shoes at the same price level. 





We are still using the same lasts to provide shoes that really fit . .. 

taking every possible precaution in the construction process to 

insure outstanding service. This merchandise is an important step 

toward providing economical footwear with maximum miles of 

wear per dollar! And what’s more, all Canvas Shoes manu- 

factured by us have our patented Ventilated Uppers for 
coolness and comfort. 


One look at the appearance of these shoes will 
convince you that our manufacturing meth- 
ods of high quality and skill have not 
changed . . . even in wartime! 
We urge that our cus- 
tomers do not advertise, 
promote or attempt to 
stimulate the sale of these 
Canvas Shoes. The quan- 
tity we are permitted to 
make is too limited. 





Hood Rubber Co. 


FIRST IN RUBBER 





FOOTWEAR FACTORY, WATERTOWN, MASS. 
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MR. SHOE RETAILER: 

Don't blame your Shoe Manufacturer or Jobber too much 
for late shipments; ofttimes we are late in delivering soles 
and heels because of the tremendous quantities we are 
manufacturing for Army and Navy, which of course holds 
up deliveries of civilian bottoms. Part of the delay is per- 
haps our fault and of course we are sorry but we do feel 
that the BOYS COME FIRST and we're working 24 hours 
a day at Gro-Cord to do all WE can to help out. 

One of these days things will be different and we pledge 
you, Mr. Shoe Merchant, we shall make the best Gro-Cords 
and Raw-Cords we have ever made; once we are able to 
use materials as in former years, and govern our qualities 
and production as we would wish, and as you for more 
than twenty years have received—you may rest assured 
that we at GRO-CORD in Lima, Ohio, are keeping abreast 
of the situation from every angle and just as quickly as 
possible, after the War, we shall offer one of the finest and 


most comprehensive lines of soles and heels on the market 


—of a quality second to none. 





Watch for them. 


THE LIMA CORD SOLE & HEEL COMPANY 


LIMA * * 


OHIO 


FOUNDED BY J. EE. GROSJEAN IN 1920 


Will Post-War Surpluses 
Block Retail Sales? 


[CONTINUED FROM PAGE 72] 


government official fears that they 
would go for a song, be closed down 
after sale, or used to exercise monopoly 
control over production and price. No- 
body has advanced a satisfactory solu- 
tion to this dilemma. 

It is a particularly vital problem for 
the small and independent business 
man, on whom so many words and so 
few deeds are lavished. He represents 
local ownership, small capital and 
initiative. These plants, in his hands, 


would help centralize the economy and 
would increase regional self-sufficiency, 
perhaps with resulting higher-levels of 
production and consumption in all parts 
of the country. Yet the Baruch plan, 
which is already in action, while pro- 
viding for expanding the financial set 
up of the Smaller War Plants Corpora- 
tion, recommends that no price prefer- 
ence be given to any buyer. Granted 
that any plan to give one buyer any ad- 
vantage over another is potentially a 
source for graft, experts believe that 
the possibilities for graft are equally 
great in both lines of action and that 
our protection is in legislation, open 
deals and vigilance. 


Disposing of plants in the South ang 
West so they can give regional employ. 
ment and provide for regional needs 
which would not otherwise be satisfigl 
will require preferential treatment 
This runs counter to the Baruch pring. 
ples that one section of the country 
shall not be favored against another 


| To local interests and enterprise, this 
| problem is so alive that it has become 
| a subject of wide discussion. 


So, too, is the entire question gf 
government operation of government 
owned plants which may be in compe 
tition with private business. This js 
specifically banned in the Baruch Re 
port. 

All in all, it is understandable why 
Congress must devote much time to dis. 
cussions on disposal of government 
surpluses. It is indeed essential before 
the war ends that sound disposition 
machinery be evolved which provide 
adequate protection on disposition of 
both cornmodities and plants against 
monopoly, graft, speculation, and the 
scrapping of useful articles and facili. 
ties in a world of need. 

The day is in sight when a man can 
go out on the market and buy the kind 
of steel he wants, when he wants it 
and from whomever he wants it. When 
that day comes we will be back in the 
competitive system and it is then that 
the benefits of a wise policy on the 
disposition of these great surpluses will 
be felt. The stakes are great. If we 
make serious mistakes we will get a 
depression. If we see this surplus as 
the basic ingredient of an expanding 
economy—we will get these surplus 
commodities out—not where they nec- 
essarily bring the high dollar but 
where they can be absorbed with bene- 
fit to the national economy. We will 
put those plants to work under as va- 
ried an ownership as possible right 
where they can make jobs and raise 
purchasing power most. If in the prot 
ess of achieving widespread employ- 
ment and solid gains to the productive 
wealth of the country, the government 
realizes a few billion less than it would 
get by haggling over price without 
regard to progress, that isn’t impor 
tant. The cost would still be a tiny 
fraction of a depression. 

Without neglecting pressing duties 
of winning the war, the time is at hand 
for people to thrash out this problem 
in their own and the national interest, 
wherever they live and whatever their 
walk in life. Local groups, trade a880- 
ciations and national organizations 
have real contributions to make 
inside and outside of Washington. 

Whether surplus is a jeep, a shit 
or a Willow Run plant, always we rum 
back into human needs. That’s the 
essence of the liquidation of gover 
ment surplus. The machinery has 
started. to roll. Millions of returning 
soldiers and all of the rest of us at 
interested in the solutions. For the 
way government chooses, determines In 
great measure our way—as Americal 
citizens and business men. 
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Wood tor Soles 














“PERFECT ROCKER” 


heel or bind the ankle. 


ii 


Right from the heart of old Sweden are 
these Gay “Swedish Ties” — threaded thru 
WOODEN SOLES— 
they are designed to give perfect balance. 


Colorful, lightweight, they do not slap at the 


Sizes for women, misses and children. 
Write for circular 
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Reece Wooden Sole Shoe Co. 


Columbus — Nebraska 











Durable hand woven ixtle fiber soles in gay Mex. 
ican colors—Pink or Yellow with Cotton Dril] 
Uppers in White, Brown or Blue. 


Immediate delivery — $1.45 per pair, F.O.B. Warehouse 
New York. Term 5% 10 days, 11 days net. 10¢ less per pair 
on orders over ten cartons. 


FRED LEIGHTON’S MEXICAN IMPORTS 


; 24 UNIVERSITY PLACE - 


MEXICAN ALPARGATAS | 


“NON-RATIONED’’ 


Cut in the ever popular 
and traditional form of 
the Spanish Espadrille, 

Standard 48 pair pack 
— Sizes 3 to 8 incl. (one 
color to a carton) Choice: 
Yellow sole Brown upper, 
Yellow sole Blue upper, 
Pink sole Blue upper, 
/Pink sole White upper. 


NEW YORK 3. N.Y. 














Shoe Retailers’ Cheek List 


[CONTINUED FROM PAGE 43] 


Style variations on old themes 


Stiched imitation moccasin fronts. 

U-throat oxford with inset welt to 
simulate moccasin front. 

One-tone saddle oxfords. 

Reversed calf and ‘sides in Army 
Russet color for sports shoes. 

Town Brown smooth leathers polish- 
ed with Cordovan stain polish. 

Front-seamed casuals to replace 
moccasin fronts (center seam 
pinked or flat). 


Leading last types 

Custom last, with broad ball mea- 
surement; British custom broad toe, 
slighter narrower ball; shallow wall 
with modified broad ball measure- 
ment and high wall for sports types. 


CHECK LIST OF CHILDREN'S 
SHOE STYLES 


Officially, production of children’s 
shoes for the coming season will be 
larger than last year’s, but actually 
it looks as if adequate stocks of foot- 
wear will be delivered in small quan- 
tities, Tater than ever. So far there 


16 


are no recorded cases of boys and 
girls going barefoot for reasons of 
shoe shortages. But shortages are real 
enough in many stores—shortages of 
the types of durable shoes parents 
have been accustomed to buy for their 
children during the years of abun- 
dance. These are typical models you 
can expect to sell if you get deliveries. 


Infants’ Shoes with soft soles, 
also first steps 


White kidskin and goatskin unlined 
effects made with split leather lining 
in oxfords, moccasins and boots. 

Cotton pique soft soles treated for 
water resistance. 

Genuine moccasins in brown elk fin- 
ish sides, corrected grains. 

Plain toe oxfords in brown elk fin- 
ish sides and corrected grains. 

Ankle straps in black patent or 
plastic patent. 


Boys’ and Girls’ Shoes (up to 312) 


Plain toe oxfords in brown elk 
finish, brown grains, brown corrected 
grain sides and calfskins reinforced 
with split backing. 


Black patent ankle straps and Mary 
Janes for girls. 

Shield tip bluchers with simulated 
shark, genuine shark and plastic tips 
in brown and russet tones. A few 
black for boys. 

One-tone saddle types, leather and 
composition rubber soles. 

Sneakers and gym shoes in vulcan- 
ized types, limited supply. 

Ankle high boots in plain toe mod- 
els, brown retain and elk, also a small 
amount of Army reject reversed retan. 

Imitation stitched moccasin fronts 
in walled last types for boys. 

Additional types of non - rationed 
play shoes suitable for girls. 

Cut-out sandals with buckle fasten- 
ings, smooth and grain leathers, black 
and brown. 

Plastic-soled plain toe and shield 
tip oxfords, 


School-Age Shoes, including 
growing girls’ and youths’ 


Eyelet-type plain tongue ghillies for 
girls. 

Plain toe bluchers on lasts for boys 
and girls. 

Simulated wing tip and fox brogues 
with perfs, for boys. 

Wall last imitation moccasin fronts 
tor boys. 

Stepin pumps and tailored bow 
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ps for girls, closed and open toes. 

Gypsy seam stepin casuals for girls. 

One-tone saddle oxfords, browh and 
black. 

Norwegian moccasins for boys or 
girls, on composition rubber or plastic 
soles. 

Straight tip perfed brogues for boys 
on wide measurement Jasts. 

Ankle strap and sabot strap and 
cross-strap types for girls. 


Style Note: "Teen-age girls are 
raiding boys’ shoe departments, already 

jleted, for those broad toe, broad 
ball brogue types (simulated tip and 
fow); thick looking soles, and flat heels. 


Preview of Summer Fashions 
[CONTINUED FROM PAGE 45] 


with adjustable drawstring at top and 
removable halter strap. Also smart and 
popular as a shorts outfit with match- 
ing midriff, held in place by pinafore 
ruffles, leaving the back bare. 

Important in the Miami picture right 
now and expected to continue through 
the North later on is the topper or 
short jacket. This is about 33 in. in 
length, most popular in the pea jacket 
version. Another ultra-smart model 
features a round collar and full sleeves. 
The collar was fastened with a narrow 
leather strap, while the sleeves had 
leather draw-ties. 

And so, these are the Summer fash- 
ion trends as Miami Beach is forecast- 
ing them. Leeds is going strong on 
cottons; there is considerable interest 
in embroidered motifs, both in dressy 
clothes and in sportswear. This shows 
the Chinese influence. From Mexico we 
are borrowing gay brilliant colored 
cotton for trim. Fancy buttons are in 
evidence and much interest is centered 
on beautiful belts, not only on sports 
and tailored clothes, but on evening 
gowns as well. There is also the softer 
neckline, the lingerie baby ribbon trim, 
the importance of a sleeve, the new 
front drape and the pinafore ruffles. It 
all points to the fact that women want 
to be definitely feminine when “off 
duty” from wartime activities and the 
plain garb required for this work. 
They welcome turning away from their 
hard, stiff uniforms. What’s more, men 
like to see their women wearing pretty 
soft clothes. 


Last Call for National 
Foot Health Week 


[CONTINUED FROM PAGE 50] 


mail or bring the signed pledge to 
Foot Health Committee (address). 
Your name will not be used for so- 
licitation in any form. 
“Take advantage of the Free Clinic 
Foot Health Week—open from 
noon to eight each day. Have feet and 
shoes checked FREE by qualified podia- 
trists. Hear the interesting talks on 
eeeare by men who know their sub- 


Back up the clinic by having good 
in the windows of participat- 
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$6.50, and $5.50 a pair. 


The HIGH, WIDE, and HANDSOME 


way to increase your profits! 





L. Douglas styles boost your Fall Sales. 


HIGH quality shoes to appeal to every income group. $8.50, 


WIDE advertising to bring customers into your store! Year 


‘round national advertising in LIFE and other mass circula- 
tion magazines ... radio programs and “spot” announce- 
ments on key stations! Intensive cooperative advertising in 


your own City. 


AND HANDSOME styles in every type of shoe. Their /ooks 


| attract new customers, their comfort and long wear keep 
them coming back for more! 





Diriglas Shoes 


W. L. DOUGLAS J SHOE CO., BROCKTON 15, MASS., U.S.A. 


Room 508, Marbridge Bidg., New York 1, N. Y., 
Room 320, Lankershim Hotel, Los Angeles 28, Calif. 











ing stores, and above all, remember 
the importance of interest at the fitting 
stool. Salespeople of every store should 
be keenly interested in National Foot 
Health Week. A disinterested attitude 
on the part of the salespeople can coun- 
teract the whole effort. Be sure there 
are pep talks stressing the importance 
of putting Foot Health Week across. 
Pay extra attention to all fittings dur- 
ing this week. Have a cooperative 
folder on foot care, or create one for 
your store, and give it to each cus- 
tomer to take home—an extra empha- 
sis, and an important one. 

Most of all, remember that enthusi- 
asm stems from the boss. If he is truly 


interested in foot health, he will wel- 
come an opportunity to do something 
about it. Everyone in the store ab- 
sorbs some of the boss’s ardor. When 
an opportunity like National Foot 
Health Week comes along he can take 
full advantage of the chance to tell 
everyone of his sincere interest in foot 
health and in the shoes he sells to 
assure foot health. 





Joins Monogram Slipper Co. 

St. Louis, Mo.—Ear] C. Dickson has 
joined Monogram Slipper Co., here. He 
will hold the position of office manager 
for the firm. 
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Retailers, Prepare Now! 


[CONTINUED FROM PAGE 41] 


| restraint to introduce new lines or, as in good house- 

| keeping, to keep the shelves from being cluttered up with 
odds and ends. 

Some stores use PMs to grade up their customers, be- 


| lieving they make more permanent customers by selling 
| them better grades. As a matter of fact, isn’t the customer 


the best judge of the price she wants to pay? She may 
be induced to buy a higher grade. But as a result she 


| may go the next time to a one-price store where she knows 


she will not be coerced into buying a higher priced article 
than she wanted. 

To demonstrate to yourself how much this PM system 
actually costs you, go to any lot of shoes on your shelves 
that carries your highest rate of PM. Pull out one pair 


| and look at the condition of the soles. You will probably 
| find that they show every indication of having been tried 


on anywhere from twenty-five to fifty different customers. 
Now figure how much time this pair has consumed of your 
salespeople in attempting to sell it. In many cases you 
will find that this lot of shoes has already cost you in 
actual expense more than its original wholesale cost. And 
it still remains on your shelf. 

So, many stores have eliminated PMs entirely. Their 
markdowns do not seem to be much greater. They get rid 
of their slow-moving merchandise by taking quick drastic 
reductions or by selling tough lots to job-lot dealers. It is 
needless to discuss how pernicious the PM system can 
be, and generally is, when it induces salespeople to high- 
pressure customers into taking unwanted merchandise. 
Since it slows up selling, it adds materially to the cost of 
retailing. One reason why many customers prefer “Self- 
Service” is that it precludes this and other forms of forced 
selling that are distasteful to them. I shall discuss “Self- 
Service” later, in detail. 

When all of us retailers screw up our courage sufficiently 
to discontinue PMs—as most of us have wanted to do— 
retailing will gain the full respect of our customers and 
employees that it so justly deserves. 

In the next instalment I shall discuss sales, the power 


| that propels the retail machine. This is the most fascinat- 


ing and important element of retailing, since it involves an 


| understanding of the human reactions of our customers. 


Next chapter: “Sales—The Power That Propels the 


| Retail Machine.” 


See Trend to Better Shoes 


[CONTINUED FROM PAGE 62] 


| 2.6 per cent; completely remodel store, 1.5 per cent; de- 


partmentization (put in foot health departments, etc.), 
1.5 per cent; better displays, 1.0; install fitting appliances, 
X-rays, etc., 1.0 per cent; install stock control system, 0.5 
per cent; move to new location, 0.5 per cent; no answer, 


| 82.6 per cent. 


Do you think the trend in post-war shoe stores will be 
| (a) Simple and practical? 41.9 per cent; (b) luxurious, club 
or salon type? 12.8 per cent; (c) modernistic? 35.2 per 


| cent; no answer, 10.1 per cent. 


Do you think many shoe merchants wil] make changes in 


| their present merchandise lines and sources when the 


| 


| emergency ends and shoes are more readily obtainable? 


Yes, 45.5 per cent; no, 42.9 per cent; no answer, 12.0 


| per cent. 


| 


why do you think so? Poor war- 


“yes” 
[TURN TO PAGE 87, PLEASE] 


If the answer is 
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NATIONAL NEWS OF THE TRADE REPORTS BY RECORDER CORRESPONDENTS 
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New Institute to Train Shoe Technicians 





New YorK.—Plans have been com- 
pleted here for the first technical insti- 
tution in America at the junior college 
level to be devoted exclusively to pro- 
viding an educational background for 
the needle and apparel trades, including 
shoemaking. The school, to be known 
as the Fashion Institute of Technology 
and Design, will be opened this coming 
fall in the Central High School of 
Needle Trades, at 225 West 24th St., 
where courses in shoemaking and de- 
sign have been given for a number of 
years and were formerly under the di- 
rection of Louis G. Feman. Mortimer 
C. Ritter, principal of Central High 
School of Needle Trades, will be direc- 
tor of the institute. 

The new institute will be operated by 
the Board of Education of New York 
City in co-operation with representa- 
tives of industry and labor. Morgan 
Grossman, president of the Shoe Manu- 
facturers’ Board of Trade of New 
York, Inc., is a member of the organiz- 
ing committee, also Rocco Franceschini, 
secretary-treasurer of the United Shoe 
Workers of America. 

Present plans call for a limitation of 
the opening class this fall to 200 stu- 
dents. Within five years, the figure is 
expected to increase to 500. Tuition 
will be free. 

A fund of $500,000 that is being 


Junior College for Apparel and Needle Trades Planned for New York 
City, with Shoe Men on Organizing Committee 


raised by industry and labor is to pro- 
vide $100,000 a year for five years to 
support the project through an educa- 
tional foundation to be incorporated 
under the Board of Regents. In addi- 
tion, the foundation will provide main- 
tenance scholarships of $10 a week for 
talented high school graduates. The 
foundation plans to provide 100 schol- 
arships annually. Each of the city’s 
high schools will be asked to recom- 
mend two students, one talented in sci- 
ence and one in art, as candidates. 
The purpose is to train students for 
junior executive positions and for such 
posts as shop superintendents, design- 
ers and technicians. The proposed 
curriculum consists of technical courses 
and academic subjects in about equal 
proportions. Emphasis is to be placed 
on the development of a well-balanced 
individual, both culturally and from the 
standpoint of good workmanship. 


Courses will include apparel con- 
struction, design, industrial scientific 
management, applied industrial psy- 
chology, labor relations, elementary ac- 
counting, industrial cost accounting, 
marketing, quality control, applied tex- 
tiles, identification of fabrics, written 
and oral English, human relationship, 
world civilization and school service for 
leadership. 





Excise Tax on Handbags 


New York—The new excise tax on 
women’s handbags became effective 
April 1. The tax of 20 per cent of the 
selling price is applied to the following 
merchandise: trunks, valises, travel- 
ing bags, suitcases, satchels, overnight 

88, hat boxes, beach bags, bathing 
suit bags, brief cases of leather or imi- 
tation leather, salesmen’s sample and 

cases. 

Purses, handbags, pocketbooks, wal- 
lets billfolds, card, pass and key cases. 
Toilet cases and other cases, bags and 
kits for use in carrying toilet articles 
or of wearing apparel. 

containing toilet prepara- 
tions are taxed as an entire unit. Knit- 
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ting bags or shopping bags with a 
purse compartment are considered com- 
bination purse and knitting bags and 
are subject to the tax. 

In cases of sets of hats and matching 
purses, that portion of the price 
charged for the purse is taxable; the 
rest is not. This ruling applies also 
to sets of pullman slippers with case, 
the case being taxable, the slippers 
untaxed. 


———_ 


Returns to Brown Shoe Co. 


Los ANGELES, CaLir.—Gus Bergland’ 


has resigned as sales manager of Cali- 
fornia Shoes, Ltd., to go back to the 
home office in St. Louis of his old firm, 
Brown Shoe Co. 


Representing E. P. Reed 


RocHESTER, N. Y.—Raymond Weg- 
man of Detroit, Mich., will represent E. 
P. Reed & Co. in one of their Midwest 





RAYMOND WEGMAN 


territories, it has been announced. Mr. 
Wegman is widely known in the indus- 
try and in that territory. He was Car- 
lisle Shoe Co. representative there for 
the past ten years. 





Spickard Receives 
Naval Commission 


NASHVILLE, TENN.—Anderson Spick- 
ard, assistant treasurer and credit 
manager of the General Shoe Corpora- 
tion for the last 11 years, has been 
commissioned a Lieutenant (j.g.) in 
the navy and began his duties recently 
at Wellesley, Mass. 

Lt. Spickard is a native of Nash- 
ville. He was employed for five years 
by the New York Trust Company, leav- 
ing that post to become connected with 
General Shoe. Since the war when 
Henry W. Boyd, Jr., vice-president and 
treasurer has spent much time in Wash- 
ington with the WPB, he has been vir- 
tual treasurer of the company. 

Lt. Spickard joins a number of Gen- 
eral Shoe executives in the armed 
services, among them George Noland, 
a vice-president who entered the army 
three years ago and is now a colonel in 
the air corps. 

Ed Hoge, who has been with General 
Shoe’s credit department for some time, 
will succeed St. Spickard as credit 
manager. 
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Trade and Industrial Activity Held Steady 
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LaSalle Map of Business Conditions. 



















The above map, showing business conditions throughout the country for April, is 
supplied by Business Bulletin Division of La Salle Extension University, Chicago, Ill. 


Cuicaco, ILL. — Business conditions 
have become somewhat more spotty, but 
the general average throughout the 
country is holding up well near the 
peak levels that have been maintained 
for- several months, according to 4a 
monthly study by La Salle Extension 
University. This general average of 
all business activity, including retail 
trade and industrial production, is close 
to 18 per cent higher than even the 
high rate of a year ago. 

While the total volume of all business 
transactions remains relatively stable, 
the variations among different com- 
munities and-industries are unusually 
large. In some cities, the volume of 
trade and industry is from 30 to 40 
per cent higher than last year, but 
in others it is about the same. In a 
few of the smaller cities it is slightly 
below. 


All these trends are expected to con- 
tinue for some time, at least until some 
striking change takes place in the war 
situation and the war production pro- 
gram. As long as enormous amounts 
of money are spent by governments, 
business volume is sure to remain high. 
When those expenditures are reduced, 
many drastic modifications can be ex- 
pected among communities and among 
industries. 


The gains in business volume over 
last year continue to be in the South 
and the West, although the increase 
has been almost as great in the indus- 
trial region around the Great Lakes. 
Another area of better-than-average 
improvement since a year ago is the 
northern part of the farming region of 
the Middle West. Higher farm income 
is responsible for much of this expan- 
sion. 


In the New England states, business 
has been improving some in recent 
weeks and is now about equal to the 
national average. Shortages of labor 
among many of the consumer goods in- 
dustries, especially textiles and shoes, 
have kept business from expanding as 


much as it would if these industries 
could produce all the goods-they could 
sell to consumers with high incomes. 

In the South, several factors have 
combined to keep the rate of business 
activity high: Spending in conriection 
with the many large military camps 
located throughout these states is one 
factor. War plants and shipyards have 
been operating at capacity. The supply 
of labor has been more nearly adequate 
than in any other parts of the country. 
The crops of winter vegetables and of 
citrus fruits have been much larger 
than normal. Agricultural income has 
risen sharply. The prospects are that 
during the next few months business 
activity in this region will continue to 
expand more than in other sections. 

Conditions have become more favor- 
able in the farming districts of the 
Middle West. The most serious short- 
ages of farm labor and machinery are 
being made up and farm income is 
higher. Demand for farm products 
will continue to be large and will help 
maintain prices and the volume of pro- 
duction. Conditions are better in the 
northern states of the Middle West, but 
they are good in the central regions 
and in the Southwest. 

Industries along the West Coast are 
keeping up the high rate of output 
which they have maintained for over 
two years. The greatest increases have 
been in the manufacture of aircraft 
and in the building of ships, which con- 
stitute the major war industries of 
that region. Farm output and income 
are also greater than even the large 
amounts last year. Indications point 
to continued high levels of activity, but 
probably no great further increases can 
be expected. 





To Manage Shoe Department 


BALTIMORE, Mp.—Isador Klawans is 
now managing the shoe department of 
Ann Lewis, Baltimore store. He was 
formerly assistant manager at the Lane 
Bryant store. 





Award Service Pins 
To D. Myers Employees 

BALTIMORE—D,. Myers & Sons, Inc. 
of Baltimore, prominent shoe. distribu- 
tors and manufacturers, on March 25 
awarded gold service pins to all employ- 
ees who have been connected with the 
firm for a period of five years or more. 
Short addresses were made by Elkan 
R. Myers, president; Elkan L. Ries, 
vice-president; and Arthur B. Ries, 
secretary, expressing appreciation for 
the outstanding loyalty of their fellow- 
workers and the wonderful record of 
their service with the firm. 

Of the 51 employees, 32 have been 
with the firm for more than five years. 
Five of these employees have been with 
the company from 21-34 years, fifteen 
employees from 10-20 years and twelve 
employees have been with the firm from 
5-10 years. 

The service pins were set with a ruby 
stone for each five years of service 
and those with the firm for twenty-five 
years or over received a pin set with 
a diamond. 

President Elkan R. Myers also an- 
nounced that during the past year 
group life insurance has been taken out 
on the lives of all employees with the 
firm for two years or more and that 
an Employees’ Profit Sharing and 
Benefit Plan had also been adopted for 
the benefit of all salaried workers. 

Employees of D. Myers now serving 
with the Armed Forces will also re- 
ceive these service pins and will qualify 
for the group insurance and employees’ 
profit-sharing plan on their return. The 
time they have been away from the 
firm while serving in the Armed Forces 
will be counted just the same as though 
they were in continuous employment. 

Mr. Elkan Ries pointed out that the 
firm now has fifteen travelling repre- 
sentatives who cover the greater part 
of the United States and that nine of 
these mén have been with the firm from 
11-25 years and the other six from 
4-10 years. 

Tribute was paid to the 22 Myers’ 
employees now serving in the Armed 
Forces of our country, many of whom 
have kept in constant touch with the 
firm despite the fact that they are sta- 
tioned in all parts of the world. Myers 
publishes a four-page mimeograph let- 
ter each month, which they call the 
“Myers’ Service Family.” These are 
sent to all the employees in the service. 
It is a newsy letter telling what’s going 
on at home and what information has 
been received from the Myers’ men 
in different parts of the world. The 
employees serving in China, New 
Guinea, Australia, England as well as 
those in camps throughout the states 
now look forward to receiving the 
“Myers’ Service Family” letter and the 
firm has received some interesting let- 
ters telling how much it means to the 
boys to hear: the news of what’s going 
on at home. 
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Former Shoe Man 
jn War Work 


La CANADA, CAL.—David R. Fischer, 
president of Fischer Footwear, Inc., 
who recently owned and operated a 





DAVID R. FISCHER 


leased women’s shoe department in San 
Jose, is now associated with Lockheed 
Aireraft Corp. as a production engi- 
neer. Mr. Fischer was previously man- 
ager of the I. Miller store at the Santa 
Barbara Biltmore and also the store at 
the Los Angeles Biltmore. Prior to 
these connections, he was one of the 
ctiginal owners and operators of the I. 
Miller store on the Boardwalk at Atlan- 
tie City, N. J. 


Industry Turns to New 


Sources for Workers 


New YorkK.—With the acute need 
for more workers, industry has turned 
to heretofore little-tapped sources of 
labor—housewives, school girls, those 
who have not worked in factories or 
business, handicapped workers and 
part-time employees. To assist those 
executives faced with the problem of 
recruiting and adjusting the applicants 
to their new work, the Policyholders 
Service Bureau of the Metropolitan 
Life Insurance Company has prepared 
two reports, entitled “Recruiting 
Women Workers” and “The Employee 
Counselor in Industry.” 

The first study discusses the various 
sources of labor to be tapped and the 
practices followed by leading industrial 
companies to attract women workers. 
in addition to setting up convenient 
and attractive employment offices, 
newspaper advertising, supplemented 

Rhewspaper articles, movies, bill- 
boards and store window displays, has 
been used effectively to recruit vitally 
Needed workers. The present em- 

of a company were found to be 
an excellent source of new workers. 

companies found that their 
Steatest help in securing new recruits 
tomes from the local high schools, busi- 
ness schools and women’s clubs. 

The industrial counselor plan is not 
mew but the sudden increase in per- 
sonnel, making it necessary to convert 

ves, clerks, salesmen, farmers, 
parlor workers and others into 
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THE FOOT STIMULATING SHOE 






Shoes that REALLY FIT. . 


Bellaire lasts have become famous among 
our retailers because of their qualities and 
specialized elements which contribute to 











custom fitting. 


The shoe illustrated is the TONEY, 
Style 1508 which is built over 
Bellaire’s, “All Purpose” 532 
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last. This style has 
everything — style 
appeal — superb 
fit — Bellaire fea- 
ture construction. 
It’s a “best-seller” 
with Bellaire re- 
tailers. 


To maintain equitable distribution among our retailers, we cannot 
at this time establish new accounts, 


BELLAIRE SHOE COMPANY 


PORTLAND 


ES, STICKNEY 


MAINE 
WALKER, INC 





production workers, accounts for the 
increased use of the employee counselor. 
The Bureau’s report, “The Employee 
Counselor in Industry,” outlines the 
qualifications of a counselor as stated 
by several companies and discusses the 
general and special services rendered. 
The study also treats of the methods 
used to introduce the counselor plan to 
the supervisory force, counselor’s rec- 
ords, training the counselor, and evalu- 
ating the counselor plan. 

Copies of either or both of these re- 
ports will be sent to executives who 
address the Bureau on their business 
stationery. Address: Policyholders Ser- 


vice Bureau, Metropolitan Life Insur- 
ance Company, 1 Madison Avenue, New 
York 10, N. Y. 





Leather Association 
Elects Officers 


MILWAUKEE, Wis.—The annual meet- 
ing the Leather and Allied Trades As- 
sociation of Milwaukee was held re- 
cently at the Hotel Schroeder. 

Officers elected to the Board of Direc- 
tors for the ensuing year are: J. J. 
Delaney, P. E. Jones, A. T. Karow, F. 
J. Kelley, A. R. Mueller, R. J. Obrien 
and J. F. Ward. 








STYLE 6147 
MEN'S SIZES 6% TO i2 
BOYS’ SIZES 3 TO 6 


MOCCASINS 


BEAT THiS VALUE! 


%& GENUINE LEATHER UPPERS 

%& ORTHOPEDIC RUBBER SOLES 

%& RAISED MOCCASIN TOES 

%& ROLLED COLLARS 

%& REINFORCED STITCHING THROUGHOUT 


IMMEDIATE DELIVERY 
RATION CURRENCY REQUIRED 


THE ARNOFF SHOE CO., [OI DUANE ST., N. Y. C. 








Compo Announces Changes in Western Staff 


P. B. MELEA H. F. RYAN 

Boston. — Compo Shoe Machinery 
Corporation has announced that John 
H. Devine, western district manager, 
has made the following changes in his 
organization: F. B. Melea has been ap- 
pointed manager of the St. Louis dis- 
trict H. F. Ryan has been made man- 
ager of the Chicago district, and F. A. 
Waterson designated as manager of 
the Columbus district. Arthur Solar 
has been appointed assistant to Mr. 
Devine. 

Mr. Melea joined the Compo or- 
ganization in Boston in 1930 as pur- 
chasing agent. Later he became me- 
chanical service manager for all dis- 
tricts. Due to the rapid increase in 
the number of Compo licensees in the 
western district, he was transferred to 
St. Louis in charge of mechanical ser- 
vice. Mr. Melea’s familiarity with 
Compo machines and methods acquired 
by experience and practice in prac- 
tically every department of Compo 
equips him ideally for his new work 
among Compo licensees in the St. Louis 
district. He will make his headquar- 
ters in the Compo Shoe Machinery Cor- 
poration office, St. Louis, Mo. 

Mr. Ryan joined the Compo organiza- 
tion in 1933. He received his early 
training in the machine shop and later 
as a service man in the Boston district. 
He was transferred to the Chicago dis- 
trict in 1936. His ability was soon rec- 
ognized and he was appointed head of 
the Chicago office in 1989. Mr. Ryan 
has a background of successful shoe- 


F. A. WATERSON ARTHUR SOLAR 
making and mechanical experience, and 
is thoroughly familiar with all types of 
Compo shoes. His experience in the 
production of men’s and women’s 
Compo Welt shoes will be of great help 
to the Compo licensees in his district. 
He will make his headquarters in 
Chicago. 

Mr. Waterson is one of the oldest 
Compo employees in point of service. 
Before joining Compo he worked with 
his father, the late John Waterson, 
when the latter was superintendent of 
a large shoe factory in the Middle 
West, and has spent his entire business 
life in the shoe industry. He was for- 
merly in charge of the Chicago-Mil- 
waukee district, but because of Compo’s 
rapid growth he was transferred to 
Columbus, where he has supervised 
sales and service since 1939. Mr. 
Waterson’s district will include Ohio, 
Kentucky, and North Carolina, and he 
will make his headquarters in Cincin- 
nati. 

Arthur Solar has been promoted to 
assistant to J. H. Devine and will de- 
vote himself to sales and promotional 
activities. Arthur is one of the younger 
men of the organization and has 
worked in different capacities both in 
the Boston office and in St. Louis. Sports 
followers in New England remember 
Arthur as the All-Scholastic fullback 
of Lynn Classical High School. Since 
living in St. Louis he has built up a 
host of friends through his genial per- 
sonality and splendid cooperation with 


the many Compo licensees in the west. 
ern district. 

In addition to the above, R. Emmet 
O’Connor is placed in charge of the 
shoemaking and service departments 
for the western district. H. M. Co- 
lignon is appointed St. Louis office man- 
ager which office will be the headquar- 
ters for all western districts. 





Haas Building Selected 
As Shoe Center 


Los ANGELES, CALIF.—Following the 
selection of The Haas Building as a 
shoe sales center by the Shoe Travelers’ 
Association of Los Angeles, approxi- 
mately 30 lines are now being repre 
sented there, according to building 
manager Walter L. Kroneberger. They 
are as follows: 

Harry Berkowitz, Hannahson’s Shoe 
Co. and Huiskamp Brothers Co.; Wil- 
son Connolly, Curtis Shoe Co., Farm- 
ington Shoe Mfg. Co. and British In 
ports; R. B. Cooper, Stetson Shoe Co. 
Inc., Arnold Shoe Co. and James A. 
Banister Co.; Robert Fithian, Ger 
berich-Payne Shoe Co., Curtis-Stephens- 
Embry Co. and Norway Shoe (Co; 
Howard Glass, Little Falls Felt Shoe 
Co. 

J. R. Hamelin, B & B Shoe (Co; 
and Best Shoe Co.; Ruth Hamilton, 
Sun Ray Shoe Co.; H. C. Marxmiller- 
Importer; Edwin F. Hill, C. B. Slater 
Co. and E. Garafola Co.; Samud 
Niederberg, Vogue Shoe Co., Dart 
mouth Shoe Co., Wellworth Shoe (Co. 
Hollywood Skooters and Carolyn Shoe 
Co.; Roy Peek, W. L. Douglas Shoe 
Co.; Philip B. Rehfeld, Old Coloney 
Shoe Co. and C. H. Alden Shoe ©.; 
Herman E. Rosenthal, M. J. Saks Shoe 
Corp.; George Rule, Carmo Shoe Mfg. 
Co. 

A reception room is being planned 
for the shoe fraternity in the Has 
Building where visiting buyers ™& 
rest up, make appointments or au 
to personal telephone calls. The ides 
is that buyers will be saved valuable 
time and expense in the transaction of 
buying by concentrating all the repre 
sentative lines under one roof. 
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4S Shoe Man’s Son 
Given Purple Heart 


PHILADELPHIA, Pa.—Cpl. Robert G. 
Huffine was awarded the Purple Heart 
‘H secently. Cpl. Huffine, who is in a Field 

















.dquar- CPL. ROBERT G. HUFFINE 
Artillery battalion, was wounded in ac- 
tion in Italy last January. His father 
is Bob Huffine, well known in the shoe 
trade. 

my Be Lacey to Buy for Snellenburg 

avelers’ PHILADELPHIA, Pa.—Charles Lacey 

pproxi- has been appointed to the position of 
repre- buyer for the upstairs shoe depart- 
uilding ments of N. Snellenburg & Co., Inc., 

. They here, succeeding William G. Ickler who 
served in that position for more than 

’s Shoe $7 years. Mr. Ickler was appointed 

.; Wil- buying consultant for the departments. 

Farn- a new position. In that capacity his 
ish In- advice and judgment will still be avail- 
oe Co., able to the departments. 

mes A. Mr. Lacey was appointed to his new 

» Ger position through recommendations 

ephens made by Mr. Ickler. Both men have 

e Co.; worked side by side during their 

it Shoe § many years in the employ of Sneilen- 
burg’s. Mr. Ickler joined the firm in 

re Co.; 1907 and brought Mr. Lacey into the 
milton, | department shortly afterwards to act 
cmiller- as his assistant. 

Slater 
Samuel ; 

Dart | Capacity Attendance 

“o Expected at Banquet 

s Shoe Boston, Mass.—A capacity attend- 

Coloney ace of shoe men is indicated by the 

e Co.; Mivance reservations for the seventh 

cs Shoe § banquet and entertainment of The 210 

ve Mfg. Associates, to be held in the Grand 
Ballroom of the Hotel Astor, New 

jlanned § York City, April 17th. This affair, held 
» Hass § Meconnection with the 1944 Fall Shoe 
"3 may Show conducted by the New England 
attend § Shoe and Leather Association, in con- 
he ides with the St. Louis Shoe Manu- 
aluable ’ Association, is the initial 
tion of § VWetture of the 210 in New York. 

) repre- The 210 Associates is a charity or- 
SM@iization of the shoe, leather and 
April 15, 1944 
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CHICAGO SHOE TRAVELERS 


FALL SHOE SHOW 


MORRISON HOTEL 


CHICAGO 
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GAirtl 29,30 May 4,2 


Manufacturers and jobbers alike will be represented 
at this great show sponsored by the National Shoe 
Travelers Assn. 

You can place your orders for all types of footwear 
for Fall retailing, and also cover your requirements 
for Summer merchandising from the: in-stock lines. 

It is to your advantage to do your buying at this 
show, and you will help the traveling salesman con- 
serve transportation so vital to the war effort. 
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A REAL SHOE SHOW GIVEN BY SHOEMEN FOR SHOEMEN 


You will enjoy the conifort and 

| convenience of the shoemen’s 

hotel, The Morrison. For reser- 

vations, write or wire Mr. W. L. 

Drummond, President, 
| Travelers Assn. of Chicago, Par- “1d ee ae Ae 

| lor 8, Morrison Hotel, Chicago. 7 
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allied trades. Originally planned as a 
New England association to minister 
to local needs, it recently has opened 
its membership ranks to shoe execu- 
tives and salesmen wherever located, 
and now boasts of a membership of 
nearly six hundred. 

The’ program planned for the New 
York show will feature stars from the 
stage, radio and screen. The show com- 
mittee is headed by T. Kenyon Holly, 
assisted by A. W. Berkowitz, Frank 
Masterson, Lester J. Pincus and A. 
Shapiro. 

Nathaniel P. Lyons is president of 
the 210 and A. S. Burg, Albert Gordon 


| Cs SHOW IS SPONSORED BY THE NATIONAL SHOE TRAVELERS ASSOCIATION 


and Francis B. Masterson, vice-presi- 
dents; A. W. Berkowitz, treasurer and 
Morris Rosenston, secretary. 





Resigns from Wolff-Tober 


Sr. Louis, Mo. — Walter A. Stein, 
sales manager of Wolff-Tober Shoe 
Manufacturing Company, has tendered 
his resignation, effective May 1.. Mr. 
Stein has been with Wolff-Tober for the 
past sixteen years, serving in the ca- 
pacity of office manager, credit man- 
ager, and since 1938, sales manager. At 
present he has made no definite plans 
for the future. 











Cuboids are wonderful foot 
and body balancers. Wear 
them and see for yourself 
how proper balance 
lends grace to every 
movement. You'll find 
these feather-light met- 
al-free balancers re- 
lieve foot strain 
and fatigue 
too, making 
light work 
of long 
hours on: 
foot! 
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The Swing 
Is To 
CUBOIDS 





BALANCE-—-the modern way to 
poise and Charm 


No wonder so many firms are discarding old fash- 
ioned arch supports, and are making new sales and 
profits with CUBOIDS. It’s the modern way to foot 


relief and comfort. Write for full details. 


BURNS CUBOID COMPANY 


Box 1743, Santa Ana, California 
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WORTH THEIR “WAIT" IN GOL 


Whatever elise moy be said of America, it IS a business country, and 
it “means business” today in fighting this wor. Like most of the manv- 
facturers, we would like to get back to our peacetime business, the main 
part of which is the production of meta! display fixtures. ALL of our metal 
construction today is on vital war materials. After the war, we will be in 
a better position than ever to furnish you with sales stimulating metal 
displays which pay for themselves many times over in profits to you. Yes, 
Darling Metal Display Fixtures are truly worth their wait in gold. If 
you want to be one of the first to see our postwar catalog, drop us o 
line NOW. We are producing some displays of non-critical moteriols, 
which are available today. Write for catalog 170, L. A. Darling Company, 
Bronson, Mich. New York Offices and Display Rooms: 735 Marbridge Bidg. 


FADARLING 


METAL DISPLAY FIXTURES 





Success Formula for Men’s Shoe Department 


[CONTINUED FROM PAGE 68] 


ment, because it gives better results 
than the one-priced arrangement,” says 
Mr. Gaines. “We also display footwear 
in the clothing section, adjacent to the 
footwear section, and always have a 
trim in front of the elevators, where 
they can easily be seen. We always 
carry out one color scheme in trimming 
tables and display cases, and use large 
cards of the same color, or contrasting 
color to tell the story. The shoe sec- 
tion is allotted a certain amount of win- 
dow display space, and the displays are 
changed regularly from one location to 
another. When one price grade is dis- 
played a large card is used to give the 
name of the manufacturer and the price 
of the shoe. In a mixed display, small 
individual cards are used for the price, 
and one large card to describe the 
grade.” 

Advertising is used on two occasions 
each week, in the two evening news- 
papers on the sports page. These ad- 
vertisements are so worded as to bring 
to the attention of the reader the name 
of the manufacturer, and the price is 
also mentioned. The space varies in size 
according to the number of shoes 
shown in the ad. The manufacturer al- 
ways works with us and we know just 
what he is doing and follow him closely, 


84 


since the line is nationally known, ad- 
vertised quality shoes. At 6.30 each 
evening there is a radio program, and 
here too quality is stressed. The pro- 
gram centers around one make of shoe. 
The telephone is used to call our cus- 
tomers, and we send out cards to those 
who have not made any recent pur- 
chases of shoes. Twice each year, Spring 
and Fall, we send out letters calling 
attention to the new line of footwear 
we anticipate putting on display. 

The record of sales and customers is 
one of the biggest assets. A complete 
individual record of each customer is 
kept and filed in a card index. This in- 
cludes the style and size purchased. It 
is up-to-date, and the results are sur- 
prising, especially in the selling of 
men’s house slippers. The mail order 
business is another item to be proud of 
and here is where the complete card 
index comes in handy. The shoe depart- 
ment is shipping footwear to all parts 
of the world. We also ship and mail 
shoes to ali parts of the state, to cus- 
tomers who do most of their buying by 
mail. Sales are held twice a year, the 
semi-annual remnant sale in January 
and in July, when the remains of sport 
shoes are offered. Prices on staple shoes 
are never reduced in any grade. Only 


thé shoes nover to be carried again are 
reduced in price at the sales. At the 
end-of-the-month sale each month, which 
is store-wide we do not offer footwear 
During the sales we usually participate 
by offering findings, never shoes. 

While the general policy of the store 
is closely followed, the shoe department 
goes a little farther. There is the 
extra personal service extended each 
and every customer that makes it more 
individual. In explanation, Mr. Gaines 
says: “I mean the best salesman is th 
one who makes return customers @ 
those he sells. It is not one pair we are 
trying to sell, but repeat pairs, and to 
impress the customer so that he will 
return for his future needs. Men who 
are fitted properly will return for the 
same shoe, although they may change 
leather and color.” 

Mr. Gaines extends the following ad 
vice to all shoemen: “Decide on the 
kind of business you will cater 
cheap, popular price, or quality—and 
after making your decision, stick to it 
Pick your lines and not too many. Be 
sure of a manufacturer with a good 
reputation. Let your prices range from 
$6 to $9.50 in the medium and popular 
priced items and from $11 and up ® 
the better grades. Style your shoes ot 
rectly and keep enough of sizes ® 
staples. Bring out something new each 
season. Watch your stock, and keep 
after the slow selling numbers. Urge 
your salesmen to push these numbers 

[TURN TO PAGE 95, PLEASE] 
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s Out Millionth 
of Navy Shoes 


Rex Lowey, left, general superintendent, 
and Walter C. Roose, right, sales mana- 
ger, Daly Bros. Shoe Company, study the 
millionth pair of shoes made to fulfill 
their Navy contract of May 27, 1942. 
This particular pair was completed on 
March 17, 1944. 


Marion, IND.—Daly Brothers Shoe 
Co., Inc., here, turned out its millionth 
pair of Navy oxfords on March 17. The 
organization realizes that it alone could 
never have done the job without the co- 
operation of its dealers who worked 
generously by placing their orders and 
accepting shipments of civilian shoes 
to keep production and efficiency at a 
peak, John Daly, head of Daly Broth- 
ers, expressed his appreciation on be- 
half of the company of his loyal cus- 
tomers and co-workers. 

Three of Daly Brothers’ factories 
have turned out over a million pairs 
each—the Marion plant, the Belfast, 
Main factory in Army Field Services 
shoes, and the Harrisonburg, Virginia, 
Work Shoe factory making Russian 
Army shoes. Rex Lowey, general man- 
ager of the Marion Daly factory, per- 
sonally thanked each of the operators 
for their part of the job. 





Award Contracts for 
Army Shoes 


Boston, Mass.—Contracts recently 
awarded at the Boston Quartermaster 
Depot include, among others, 332,512 
pairs of Type III service shoes, 427,000 
pairs of cloth-top arctic overshoes and 
91,500 pairs of knee-length rubber 
boots. Of the service shoes, 300,000 
pairs are to be made by the Federal 
Prison Industries at Fort Leavenworth, 
Kansas; the balance by the Interna- 
tional Shoe Co. Contracts to make the 
0 oes were awarded to the follow- 
ing: 

Hood Rubber Co., 108,000 pairs; 

ar Footwear Corporation, 52,- 
500; Goodyear Rubber Co., 51,000; La- 
Rubber Mills, 45,000; Endicott- 
m Corporation, 36,000; Tyer 
r Co., 33,000; Converse Rubber 
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Co., 32,500; Cambridge Rubber Co., 30,- 


000; Bristol Manufacturing Corpora- 
tion, 24,000; and Servus Rubber Co., 
15,000. 


Rubber boot contract awards went to 
Hood Rubber Co., 36,000 pairs; United 
States Rubber Co., 22,500; Endicott- 
Johnson Corporation, 13,500; Tyer Rub- 
ber Co., 10,500; and Goodyear Rubber 
Co., 9,000. To the United States Rub- 
ber Co., also, has been awarded a con- 
tract to manufacture 28,728 pairs of 
safety sole boat shoes; and to the In- 
ternational Shoe Co., a contract to man- 
ufacture 60,000 pairs of safety work 
shoes with composition soles. 
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To Make Unrationed Shoes 


PASADENA, CAL. — Joyce, Inc., have 
announced that they will manufacture 
unrationed shoes in high colored fabrics 
with non-critical outsoles. This action 
follows more than a year of experimen- 
tation with substitutes for scarce ma- 
terials. 

The company has in inventory a com- 
bination of high colored fabrics and 
non-critical outsoling material which 
will enable them to manufacture unra- 
tioned shoes. 

Because of the increased production 
schedule necessitated by this change, 
the company is not taking the time to 
exhibit at the coming shoe show. 
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1328 BROADWAY 
NEW YORK CITY 





STADIUM 
SUN VALLEY BOOTS 


OUR COMPLETE LINE IS ON DISPLAY 
IN OUR NEW YORK OFFICE 


When you are in New York, and during | 
the Fall Showing Week of April 16th, 
COME TO ROOM 512 in the Marbridge 
Building, 1328 Broadway, New York 
City and see the Genuine STADIUM 
BOOTS (that have often been imitated 
but never duplicated) as well as the 
SUN VALLEY BOOTS and the com- 
plete line of profitable soft sole slippers. 


Exhibiting in Room 760 


CONSOLIDATED SLIPPER CORP. 


120 CATHERINE ST. 
MALONE, NEW YORK 


that 


needed 


this popular 








Clyde Martin Takes 
New Position 


CuicaGo, ILL.—Clyde Martin, who re- 
cently took over the position at Mar- 
shall Field’s of merchandise supervisor 
of basement women’s. and children’s 
shoes, has resigned to join Hamilton, 
Scheu & Walsh Shoe Co, of St. Louis. 
He will be assistant to Albert J. 
Scheu, president, as supervisor of gen- 
eral company sales. It is likely that 
Mr. Martin, with an important back- 
ground of merchandising fashion foot- 
wear, will direct his energies in the 
merchandising of this firm’s footwear. 


The company has three distinct units 
for producing shoes. One makes play 
shoes for women and children, a sec- 
ond unit is devoted to high style shoes 
for women and the third unit is at pres- 
ent engaged in making footwear for 
Army needs. 





To Hold Stag Dinner 


New YorkK—Shoe Club, Inc., will hold 
an unusual open dinner-meeting on 
April 25 at the Hotel McAlpin. The 
meeting will be open to members and 
their friends, and will be a stag affair. 
A novel program has been arranged. 

Reservations may be made by com- 
municating with Miss Minna Morgan- 
stern at Shoe Club headquarters in the 
Hotel McAlpin. 
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Serves with Seabees 


CINCINNATI, O.—Ira Longini, presi- 
dent of Air-Kushin Shoes, Inc., here, 
who for a number of years served as 





IRA LONGINI 


chairman of the publicity committee of 
Midwest Shoe Fair, is on leave of ab- 
sence from the company. He is a petty 
officer, second class, in the Navy Sea- 
bees in a combat battalion in New 
Guinea. His rank makes him platoon 
leader, and at present his group is busy 
building operational quarters on the 
island. 
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No. SH-25—Oversize shoe polish cloth in gay, two-cqlor 
individual envelope — to retail at 25c. 


Premium Cadie Cloth, carries store imprint and advertising 
message across the face. An excellent goodwill builder. 


No. CO-SH-—Double Shoe Cloth Package, retails at 25. 


CADIE CHEMICAL PRODUCTS, Inc., 621 Sixth Ave., New York | 


Selling faster than ever! 


(Crucbe 
Oe CAS = CHEMICALLY TREATED 


SHOE POLISHING CLOTHS 


Thousands of new users are buying Cadie Cloths for 






in jiffy time’ No paste or liquid 


shoe polish is right in the cloth 





Supplement your shoe polish business by featuring 
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Relief Asked on Shoe Laces 


BostoN—John Horvit, vice-president 
of Daly Bros. Shoe Co., Inc., has writ- 
ten E. N. Brower, chief of the Carded 
Yarn Section of the War Production 
Board, and A. C. Hill, Jr., of the Office 
of Civilian Requirements, calling atten- 
tion to the increasing difficulty of ob- 
taining shoe laces, and to the high 
prices and lower quality of such laces 
as are available. 

Although laces may be considered 4 
relatively unimportant part of a shoe, 
Mr. Horvit points out that. they are 
essential to the production of even the 
limited number of shoes permitted un- 
der the various restrictive orders. He 
asks the assistance of the government 
agencies in making it possible for shoe 
lace manufacturers to obtain the raw 
materials necessary to enable them to 
supply shoe manufacturers with the 
laces they require. 


Represent Colonial Co. 


Boston, Mass.—G. E. Powell of 
Gloversville, N. Y., is now representing 
the Colonial Company in their patent 
bag fabric in the glove trade. At the 
present time the company is producing 
this fabric in black and brown; other 
colors are contemplated as the demand 
and production increase. 
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i; February, 1944 
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—2 —i8 36,280 Bass items in mind, because the time is not far 
= ity 104298 distant when they will again be available as top- 
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Today you need Einstein Fabrics more than ever— 
shoe ration stamps demand quality in return and that 
means EINSTEIN SHOE F ABRICS—in monotone or 
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J. EINSTEIN, INC. 


ONE PARK AVENUE 
CINCINNATI NEW YORK ST. LOUIS 
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ll Carries: 
Winthrop Line 


Sr. Louis, Mo.—William Randol is 
now covering Iowa, Minnesota, Ne- 
pbraska, North Dakota, South Dakota, 
Wisconsin and Illinois for Winthrop 





WILLIAM RANDOL 


Sicee Company, division of Interna- 
tinal Shoe Company. He has been con- 
nected with the manufacturing end of 
the company for some time and has 
been with the Continental Branch of 
International for a period of ten years. 
Mr. Randol is taking the place of 
Russell Freund, who recently joined the 
Navy. 





i. F. Stevenson Chosen 
Kistler Vice-President 


BostoN—At the recent annual meet- 
ing of the Kistler Leather Co., Charles 
H. Myers was re-elected president; H. 
F. Stevenson was elected treasurer; 
Sedgwick Kistler and Charles A. Cro- 
well were chosen vice-presidents, and 
Durham Jones, secretary. 

Discussing the hide situation, Mr. 
Stevenson said: 

“It has been a difficult one to face. 
Hide shipments from South America 
were cut down. Domestic hides were not 
ulimited. The Government require- 
ments froze certain selections, grades 
and quantities, and notwithstanding all 
te limitations, civilian needs could not 
me ignored. Our first responsibility, of 
cour is to produce long wearing 
eather for service shoes, and every ef- 
fort has been made to meet any and all 
“mands made upon us for those re- 





“Hides are now allocated to tanners 
& Government agency which en- 
to balance the supply of hides 
etween all tanners. This has meant 
hata tanner must be able to tan what- 
"et type of hide is allotted to him, 
or not he has ever processed 
type of hide in the past. Over a 
years’ of experience as tanners 
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Has Been Through Every Conflict 
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( alightly higher west of Denver ) 


has fitted the Kistler Leather Company 
to meet this new condition. So, notwith- 
standing all the changes from a peace- 
time economy to a complex war-time 
economy, our sole leather is still heavy 
in serviceability and comfort.” 





Shallant in Armed Forces 


New YorK—Joe Shallant, president 
of Promenade Shoe Corp., here, is now 
in the armed forces. At present he is 
at Camp Upton, N. Y. 

Mr. Shallant has covered New York 
State for many years. 


Since The War,With Spain... 


Wartime conditions are abnormal, 
mir gy Si problems to us all. But 
we've nm through every war since 
the Spanish War and we refuse to let 
wartime get us down. 


For instance, we haven’t made a single 
compromise with quality in Krippen- 
dorf Foot Rest Shoes. Pre-war, war, 
or Fane ay bn the same quality 
merchandise, made with the same care- 
ful workmanship and fine material. 


Krippendorf Foot Rest Shoes will never 
let you down. One price range .. . 
one brand . . . one quality . . . known* 
and accepted from coast to coast. A 
shoe that will sell readily in the com- 
petitive markets after the war. 


THE KRIPPENDORF-DITTMANN CO. 
CINCINNATI, OHIO 
New York Showroom: Marbridge Building 


Display Market Weeks 
Scheduled 


BRONSON, MICH.—Two Display Mar- 
ket Weeks will be held in New York 
and Chicago under the auspices of the 
Nationa] Association of Display In- 
dustries. The Chicago group will hold 
their Market Week at the Morrison 
Hotel June 21 through 23. The New 
York group will hold theirs at the 
Pennsylvania Hotel, June 26 through 
28. 

Interesting programs of educational 
features will be held in connection with 
both exhibits. 
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Obituaries 





A. W. Donovan, Prominent 
Shoe Manufacturer, Dies 


Boston, Mass.—Alfred W. Donovan, 
for many years president and man- 
aging director of E. T. Wright & Com- 
pany, Inc., of Rockland, Mass., died 





ALFRED W. DONOVAN 


suddenly March 29 at Palm Beach, 
Florida, where he had been spending a 
winter vacation with his daughter, Mrs. 
Doran Lyons of Lowell, Mass. The 
funeral, attended by large numbers of 
South Shore shoe manufacturers, fam- 
ily friends and delegations represent- 
ing trade and civic manufacturers of 
which Mr. Donovan had been an active 
member, was held from his late home 
in Quincy, Mass., on April 3, followed 
by solemn requiem mass at St. John’s 
Church in the same city. Interment 
was in the Holy Family Cemetery, 
Rockland. 

Mr. Donovan, who was 75 years old, 
was born in Rockland and received his 
education in the public schools of that 
town. For a short time following his 
graduation from high school he worked 
for his father, the late Timothy Dono- 
van, one of the pioneer shoe manufac- 
turers of that community. Later he 
entered the employ of the late E. T. 
Wright, who, about 1896, offered him 
a full partnership. Soon after, the 
company was incorporated with Mr. 
Donovan as president and Mr. Wright 
as treasurer. Under the leadership of 
these two men, the company soon be- 
came one of the best known in the 
country and was closely identified with 
the development of the Arch Preserver 
patents, the merits of which Mr. Dono- 
van was one of the first to see. 

His outside interests were many and 
varied. Until his removal from Rock- 
land to Quincy, several years ago, he 
had been active in the civic life of the 
former community and had served sev- 
eral terms as a member of the town’s 
Finance Committee. He was also, at one 
time, president of the Rockland Trust 
Co., a director of the Rockland Savings 
Bank and president of the Rockland 


Chamber of Commerce. At one time he 
was chairman of the Board of Labe 
and Industry of Massachusetts, a pogi. 
tion for which he was well fitted » 
view of his company’s long history of 
harmonious employe relations. He wa 
a past president of the National Boo 
and Shoe Manufacturers Association, 
a long-time member of the board ¢ 
directors of the New England She 
and Leather Association, one of th 
founders of the Boston Boot and She 
Club and active in the organization, 
work which led to the establishment of 
the Boston Chamber of Commerc 
After moving to Quincy he becam 
actively interested in Boy Scout work 
to which he devoted much of his time 
At the time of his death, Mr. Donova 
was president of the Quincy Council 
Boy Scouts of America, a member of 
the New England Committee on Scout. 
ing and affiliated with the Child Guid. 
ance Clinic of that city. 

A man of deep religious convictions, 
Mr. Donovan was a prominent Catholic 
layman whose ability, character ani 
active interest in the work of the 
church had been recognized by the Pope, 
who made him a Knight of Malta, one 
of the highest honors which can be con- 
fered on the laity. He was, also, 3 
member of the Fourth Degree, Knights 
of Columbus. 

Surviving him, in addition to his 
daughter, are his son, Alfred F. Done 
van, vice president of the E. T. Wright 
& Company; and six grandchildren. 





Philip Murkland 


Betort, Wis.—Philip Murkland, rep 
resentative of Freeman Shoe Corp. in 
the state of Indiana, died recently. He 
held the distinction of having traveled 
this territory as long as anyone in the 
business. He started with the Smith 
Stoughton firm, remaining with them 
for a number of years, but left the 
organization to represent Bostonian 
shoes. He remained in this connection 
for 19 years. 

In 1929 Mr. Murkland joined Free 
man Shoe Corp., traveling continuously 
in Indiana. In 1904 he moved to Beloit 
His nephew operates the Murkland Sho 
Store, one of the leading shoe stores 
of Beloit. 

His widow, Mrs. Hazel Murkland, 
survives. Funeral services were ie 
at the First Congregational Church ™ 
Beloit. 


J. T. Hubbs 


Sr. Louis, Mo.—J. T. Hubbs, salet 
man for Holland-Racine Shoes, Ine, 
died recently after having been in th 
hospital for two weeks. Mr. Hubbs we 
employed by the company in March 
1926. Most of his association was spett 
in traveling the St. Louis territory, & 
ering Missouri, Kansas, Arkansas 
Colorado. He also spent several se 
sons in the East in New York Sts 
and Pennsylvania. 

Mr. Hubbs’s son, 0. C. Hubbs, wil 
cover his father’s territory. 
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Retailers Sponsor Educational Project 





Milanta Shoe Retailers’ Association and Atlanta Retail Merchants’ 
Association Joint Sponsors of Educational Project 
to Train Salespeople 


ATLANTA, GA.—Members of the At- 
isnta Shoe Retailers’ Association are 
ing a novel, long-range educa- 
tional project on scientific shoe sales- 
manship. The purpose of the project 
is, ultimately, to elevate fitting and 
siling shoes into a specialized profes- 
sion open only to persons who are tech- 
nically and thoroughly trained. How- 
ever, because of prevailing wartime 
conditions, immediate benefits revolve 
aground recruiting and training of new 
salespeople and part-time help relieve 
the current labor shortage. 

As far back as 1940, shoe retailers 
in Atlanta were interested in a train- 
ingschoo! for sales clerks. B. W. Card- 
well, personnel director of Rich’s, wrote 
to the Atlanta public school system, 
inquiring about “a retail shoe informa- 
tion and selling course.” Mrs. Marie 
M. Jones, coordinator of the Distribu- 
tive Education Division, took charge of 
the matter, finding out what was being 
done in other sections of the country. 
She found little information on group 
shools or on shoe retailing taught as 
a part of the public school system. 
There were no books of instructions 
and no manuals to use as a guide. 

Mrs. Jones then approached the At- 
lanta Retail Merchants’ Association 
which was willing to sponsor the project, 
but could not do so while the Atlanta 
Shoe Retailers’ Association was willing 
to cooperate and participate actively 
inthe program. Thus the project came 
tobe sponsored jointly by both groups. 

The initial step was taken on March 
3, when seventeen of Atlanta’s shoe 
store managers and buyers met wita 
Mrs. Jones to lay the foundation for 
the school. A Steering Committee, con- 
sisting of a manager from every type 
of shoe retailing establishment in At- 
lanta, was appointed. Members of this 
committee were: Mrs. Jean Owen, of 
Rich’s training department, chairman; 
Max Kessler, Baker’s, representing the 
chain shoe stores; W. H. Martin, Byck’s, 
representing independent stores; A. R. 

Davison-Paxon, representing 

mt stores; Charlie Raynor, 

im’s representing men’s shoe 

stores; and Max Sharp, Rich’s, repre- 
senting children’s departments. 

The committee drew up plans for a 
sri¢s of experimental “clinic meetings” 
ad outlined the subjects to be ‘aught 
at these meetings. Both sponsors in- 
vied shoe managers to send any of 

employees to the clinics. City 
Schools were canvassed for stu- 
dents who were interested in accepting 
work as shoe salesmen. They 

Were guaranteed jobs on the successful 
of the course. Newspapers 

the announcement and invited 
persons to attend. The train- 
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ing was financed from George-Deen 
funds through the Atlanta Public 
School System. 

Response was encouraging. Many 
old-timers in the business registered for 
the sessions. Other shoe and foot spe- 
cialists attended because of their inter- 
est in the project. A total of 49 per- 
sons registered for the course. At the 
close of the clinic, certificates were 
issued to newly employed and prospec- 
tive salespeople who had successfully 
completed the course. Every person 
who had registered for the training 
left on the last night with a job. 

Five classes of two hours each were 
held at the Piedmont Hotel. Two ex- 
perts lectured at each meeting, and the 
lectures were followed by an open ques- 
tion and answer forum. Subjects stud- 
ied were scientific fitting, under Dr. 
Reuben Kessler, and W. H. Martin, 
manager of Byck’s; fashions in shoes 
under Miss Virginia Gates, fashion co- 
ordinator of Davison-Paxon, and Miss 
Winifred Ware, fashion editor of the 
Atlanta Constitution; the psychology of 
salesmanship, under K. Passamaneck 
of Rich’s and Enid Day, radio com- 
mentator for Davison-Paxon; practice 
fittings. 

This series of “clinic meetings” 
proved so successful that Atlanta shoe 
store managers almost unanimously re- 
quested Mrs. Jones to arrange for 
periodic schools to be held at regular 
intervals. The Steering Committee will 
meet again shortly to work out a thor- 
ough, long-range course, based on the 
experience gained in this clinic. One 
of the things Mrs. Jones and the spon- 
sors are particularly anxious to do 
after the next training course is held 
is to work up a manual which may 
be used in presenting similar courses 
in the future. They expect to make the 
training much more comprehensive so 
that after the war shoe retailers may 
look to this school for professional shoe 
salespeople just as executives now look 
to business college graduates for secre- 
taries and other office help. 


Grants Further Extension 
From 48-Hour Work Week 


Boston, Mass.—A further extension 
to May 1, 1944, was granted the mem- 
bers of the New England Shoe and 
Leather Association whose plants and 
sales branch offices are located in 
Metropolitan Boston from the 48-Hour 
Minimum Wartime Workweek Order, 
as a result of an appeal filed by the 
association requesting a blanket exemp- 
tion from this regulation in behalf of 
shoe manufacturing members, cut sole 
companies, leather and shoe sales 
branch offices. 
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Of course, it’s not as simple 
as that, but it’s practically 
what does happen when you 
sell a pair of Matrix Shoes 
to a man. 

For statistics prove that 91% 
of the men who buy Matrix 
Shoes come back again for 
another pair. 

And 100% of the men who 
come back for Matrix once 
will probably come back for 
Matrix indefinitely! 

Think about it. 


MATRIX 
Shoes far Mon 
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MAKERS OF MEN'S FINE SHOES In 
WORCESTER, MASS., SINCE 1864 
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508 S. Peoria St. 
Our Distributors 
American Shee Ce., 8. Freiburger & Gre. Co., 
S51 W. Jeflersen &t., 
Detroit 


119-121 E. Columbia St., 
Fert Wayne, Indians 
Jayson Shee Co. . . . Les Angeles, 
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The 
Original 
Stain 
Polish 
(In Jars) 


CLEANS 
DYES 
PRESERVES 
OILS 
BRILLIANT SHINE 


Favored by the Armed Forces 
Sold by the Shoe Trade 


CAVALIER COMPANY 


BALTIMORE, MARYLAND 

















BOWLING SHOES 


~~ 





$925 somnien' 
BOWLING SHOES 

and OXFORDS 
2 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. combination soles 
lp foot rubber sete 
foot leather sole 

FEATURING 
NO-MARK SOLES 






The C. A. Memes | 


Chicago | 








101 Duane St.,N.Y.C 





Los Angeles Travelers Increase Membership 








Officers of the newly reorganized Shoe Travelers’ Association, pictured in true 


Los Angeles manner are, left to right: 


Wilson Connolly, second vice-president; 


Carl O. Johnson, secretary-treasurer; Robert G. Fithian, first vice-president. Stend- 
ing is president Harry Jay Evans. 


Los ANGELES, CALir.—Following a 
ten-day drive which brought the mem- 
bership to nearly a hundred from an 
criginal total of fifteen, a meeting was 
called by the Shoe Travelers’ Associa- 
tion of Los Angeles by Harry Berko- 
witz, president who represents the 
Hannahson Shoe Co. and Husikamp 
Bros. Ned Dryfus, of Portage Shoe 
Co., secretary, read the resignations of 
all present officers which took effect at 
once in order that an election repre- 
sentative of the new membership might 
be held. 

E. T. (Bud) Reedy, I. Miller Shoe 
Co., as temporary chairman conducted 
the election, which resulted in the elec- 
tion of the following: President, Harry 
Jay Evans, Lockwedge Shoe Corp. and 
Field & Flint; first vice-president, Rob- 
ert G. Fithian, Curtis-Stephens-Embry 
Co., Gerberich-Payne Shoe Co. and 
Norway Shoe Co.; second vice-presi- 
dent, Wilson Connolly, Curtis Shoe Co. 
and Farmington Shoe Co.; secretary- 


treasurer, Carl O. Johnson, Krippen- 
dorf-Dittman Co. 

A board of directors consisting of the 
foregoing and E. T. Reedy, Ned Dry- 
fus, Emil Goldman, Dunn & McCarthy, 
Inc.; and Mrs. Ruth Hamilton, Sunray 
Shoe Co., was named. 

Honorary memberships were awarded 
to E. V. Stewart (retired), a former 
executive of the National Shoe Tra- 
velers’ Association, and to RECORDER'S 
Harry R. Terhune and to William J. 
Ahern, of San Francisco, publisher of 
Coast Shoe Reporter. 

The association is affiliated with the 
N.S.T.A. and has applied for member- 
ship in the Los Angeles County Cham- 
ber of Commerce. 

Active working committees are to be 
named whose duties it will be to work 
with visiting buyers and local manv- 
facturers in the present development of 
Los Angeles as a shoe buying center. 
It was unanimously decided to concen- 
trate on a Central Shoe Mart to be 
housed in the Haas Building. 





Bermuda Buyer Visits 
New York 


New YorK—Women in Bermuda will 
want more shoes on lower heels—14/8 
to 17/8—after the war, according to 
Stewart Atwood of H. A. & E. Smith, 
Ltd., recently in New York to buy 
shoes, sporting goods and other mer- 
chandiseforhisstore. Atpresent women 
in Hamilton are buying the same kinds 
of styles as American women, walking 
shoes and also d’Orsay pumps, sling 
pumps, anklets and baby doll types. 
Young girls like the Norwegian mocca- 
sin, low heel gypsy seam types and 
spectators. The shortage in children’s 
shoes is noticeable, especially in whites. 


To meet the demand for tan and white 
combinations for women, Mr. Atwood 
reported that he had changed some of 
his orders in this country from tam 
to the two-tone combination. 
Rationing follows very much the 
same pattern in Bermuda as here. 
Coupon No. 1 went into effect in Sep 
tember of last year. It was to have 
ended December 31, but has beén & 
tended to April 30. Mr. Atwood hopes 
that it will be extended again to # 
indefinite date. All shoes imported 
into Bermuda from the United State 
are considered to be rationed shoes, 
even though they are of the kind class 
fied as unrationed in this country. They 
are charged against the quota of 
tioned shoes of the Bermuda store. 
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Purchases Men’s 








Shoe Department 


San BERNARDINO, CALIF.—Don Com- 
fort has purchased the men’s shoe de- 
t in The Harris Store and will 
continue to feature the established 
Nunn Bush and Edgerton lines. Mr. 
Comfort previously managed the wo- 
men’s shoe concession in The Harris 
Store for J. S. Spain. 


Plans Progress for 
Fabrics Luncheon 


Boston, Mass.—A large crowd of 
retailers and manufacturers who are 
to New York for the 1944 Fall 
Shoe Fashion Week, have accepted the 
invitation to attend the luncheon to be 
given by the National Shoe Fabric 
Association on Tuesday in the Grand 
Ballroom of the Hotel McAlpin. A. S. 
Burg, president of the association, has 
accepted the office of toastmaster for 
this occasion. Grover A. Whalen, chair- 
man, Board of Directors, Coty, Inc., 
and chairman, Mayor’s Committee for 
World’s Fashion Centre, will be among 
the guest speakers. Other speakers 
will be Drew Pearson, well-known 
radio commentator and columnist; Mrs. 
Esther Lyman, merchandise editor of 
Vogue; and Miss Alice Richardson, 
merchandise editor of Mademoiselle. 

Charles I. Rockmore is chairman of 
the luncheon committee which includes 
James J. Rourke and Mark A. Edison. 
About 400 guests are expected to attend 
the luncheon. 

Officers of the association are: A. S. 
Burg, president; James J. Rourke, vice- 
president; David Davidoff, treasurer; 
Robert R. Batkin, secretary. The mem- 
bers of the association are: Alburton 
@., Inc., Boston, Mass.; A. S. Burg, 
Boston, Mass.; Robert R. Batkin 
Fabries Corp., New York; Bristol 
Fabrics, Inc., Boston, Mass.; The Cedar 
Cliff Silk Co., Inc., New York; Gilbert 
Freeman, Inc., Boston, Mass.; Gitter- 
man & Co., New York; International 
Fabric Corp., Boston, Mass.; The Lus- 
han Co., Boston, Mass.; Lawrence 
Schiff & Co., New York; Majestic 
Fabrics Corp., Boston, Mass.; Palatine 
Corp, New York; Premier Leather 
Co, Boston, Mass.; Charles I. Rock- 
more, Brooklyn, N. Y.; Rosemont Silk 
Co, N. ¥.; Shain & Co., Inc., Boston, 





Mass; S. Starensier Co., Haverhill, 
Mass; John D. Young & Sons Co., Bos- 
ton, Mass. 


Miss Viola Shefer is in charge of 
wrangements and publicity for the 
luncheon. 


Erwin T. Halligan 

Gmarp, Ox10— Erwin T. Halligan 
died in St. Elizabeth's Hospital recent- 
WW of injuries received in an accident 
at the Ohio Leather plant where he 
was employed as chief chemist and tech- 
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BOMBERS, LIKE KISTLER SOLE 
LEATHER, HAVE UNIQUE 
SERVICE QUALITIES. 










Inventive genius 
construction and 


qualities. 


for you. 
All types 
















it is capable is a testimonial to outstanding in-built 


KISTLER SOLE LEATHER 

The Balanced {Bark} Tannage 
like the bomber, 
which it is fortified to stand the grind. But when it 
goes into service on men’s shoes, you see that in- 
wardly it has all it takes to do its job right. When 
you get back of Kistler Sole Leather it can do a lot 


with it. Write for names of monufacturers. 


is clearly expressed in the bomber’s 
controls. The service job of which 


does not outwardly show all with 


of men's shoes care bottomed 














nical advisor. Mr. Halligan, who joined 
the leather company in 1923, was work- 
ing at a color drum at the time of the 
accident. 

Mr. Halligan was born in Perry, 
N. Y., and moved here 21 years ago. 
He was a graduate of Pratt Institute, 
Brooklyn, N. Y., was a member of the 
American Leather Chemists’ Associa- 
tion, past president of the Girard 
Kiwanis Club a director of the Girard 
Community Corporation, and chairman 
of the Plant Committee, the Office of 
Defense Transportation. 

He leaves his widow, Mrs. Ann Gippe 
Halligan; two sons, Richard of Roches- 


LEATHER COMPANY 


BOSTON-MASS 
WESTERN DEPARTMENT 1012 NORTH THIRD STREET. MILWAUKEE. WISCONSIN 





ter, N. Y., and James at home; two 
daughters, Mrs. Ruth Moore of Cleve- 
land and Peggy at home; a sister, Mrs. 
Samuel Masten of Mt. Morse, N. Y. 

Funeral services were held at St. 
Rose’s Church; the body was shipped 
to Rochester for burial. 


Dates of Shoe Show Changed 


Cuicaco, Inu.—The dates of the 
Midwestern Shoe Travelers’ Show 
which were originally announced for 
April have been changed to May 21 
and May 22. The showing will be held 
at the Paxton Hotel, Omaha, Nebraska. 
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MEN'S OPERA SLIPPERS 
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CLEARANCE 
UNRATIONED 


$1.75 


@ FABRIC UPPERS 

@ LEATHER SOLES 

@ COMPO CONSTRUC- 
TION 






@ RUBBER HEELS 


SOLD IN STRAIGHT 36 PR. CASES ONLY 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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INNERSOLES 


6 Ae ere 


POROUS: FLEXIBLE: DURABLE 


New flee Pigshiie 
INNERSOLES - COUNTERS - WELTING 


EDGAR KIEFER TANNING CC MICHIGAN 


SRAND RAPID 
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DANCE & GYM SHOES 
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GYM SHOES 


Available Now 


... Non-Rationed! 
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less 5% 







Acrobatic sandals for gym and dancing—in either 


lace or elastic model. Suede-like uppers and 
plump elk-tanned leather soles—in fawn or black: 
white smooth leather in elastic model only. 


Gym Pumps in white or black...med. width 95¢ 
Practice Ballets in white or black...med. 

She dhe d0AGS600eb nc sé0setndescacdce 1.25 
Advanced Ballets in white or black... 
See PENS &_ sve cnscucendos dees se teccccese 1.35 


All shoes come in sizes 8 to 13, 1 to 8 
IN STOCK FOR IMMEDIATE DELIVERY | 
' 


PRIMA *“ 


theatrical 
shoe company 
| 40 W. MAPLE ST., COLUMBUS, OHIO 
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Sees Small Merchant as 
Upholder of Free Enterprise 


Cuicaco, Inn. — At the regular 
monthly meeting of the Greater Chi- 
cago Shoe Retailers’ Association, held 
at the Hotel Morrison, Joseph T. Meek, 
executive secretary of the Illinois Fed- 
eration of Retail Associations, stated 
that the immediate present represents 
a lull, a transition period awaiting the 
invasion of Europe. Should there be 
a sudden end to the war, reconversion 
in industry will be a difficult process. 
Post-war plans, he said, include the 
employment of 55 million men and wo- 
men, and a production of 140 billion 
dollars’ worth of goods. 

Mr. Meek pointed out that there are 
two schools of philosophy in govern- 
ment and a merchant should decide now 
which he prefers and wants, rather 
than wait until the question is already 
settled and dumped into his lap. One 
school of thought is the philosophy of 
scarcity which needs a planned econ- 
omy. The other is the philosophy of 
production, and this is predicated upon 
getting the government out of busi- 
ness, and giving free rein again to 
free, untrammeled enterprise. 

Mr. Meek pointed out that it is the 
small merchant in every field who has 
built America, not the huge mercantile 
establishments. If enough of the small 
merchant class “dies,” America as we 
know it and want it will also die, for 
that means the death of the great mid- 
dle class. Power is vulnerable, he said. 


The big interests have no faith in dip 
tribution and with the big interests 
the saddle, distribution will disappey 
from our picture. Thus it is the m 
sponsibility of every citizen, no matte 
what his individual and personal intgp. 
est, to take an increasingly active par 
in government, to work for and identity 
himself and his interests with thom 
men who will wholeheartedly strive fg 
the democratic ideal of the rights ¢ 
the individual. 


Opens New Store 


ROCHESTER, N. Y. — Traci’s She 
Store at 82 East Avenue, of whid 
Albert Traci is owner, was opened tf 
cently with many of the floral embd 
lishments and all of the buying that 
characterized these events in happier 
days before the war. 

This is an attractive studio-type stor 
which will be devoted to the sale of 
high style shoes for women. Its decors- 
tions in different shades of old rose 
its chairs of varying patterns and 
white leatherette cushions, help t 
create a pleasing environment. 

Mr. Traci operated a shoe store in 
Clinton Avenue North for a number 
of years. The building in which it 
was located was badly damaged by 
fire a few weeks ago with a heay 
loss to the store, and its owner decided 
upon a new location. 





A variety of shoe lines will be ear 
ried. 





Special Service Shoes Attract Attention 





Types of Army shoes designed for various branches of specialized service stopped 

throngs of people recently, when displayed in the window of the Wright Arch 

Preserver Men's Shoe Shop operated by Leuis Kirsch in Vanderbilt Avente, New 

York, opposite the Grand Central Station. Besides the regular Army service shot 

the exhibition included the new high-cut combat boot for use in the Europet 

theater, heavy felt shoes for Arctic wear, various types of boots and areties aad 
many other specialized shoes. 
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New York 


MARBRIDGE BUILDING ate 


47 West 34th Street 1328 Broadway The I-T-S Co. 






You can please even 
the fussiest women 
with the thin, 
long-wearing 


TUFFIE Heel Lifts 





















@ Without sacrifice of trimness 
I-T-S Tuffie Heel Lifts by clever 
compounding provide cushioning 
quality combined with extended level wear. This means 
fewer renewals and real economy. You make a satis- 
factory profit when you sell Tuffies—but more im- 
portant you satisfy your women customers who are 
becoming more value _ con- 
scious about shoes as time goes 
on. Specify I1‘T-S Tuffies if 
you contract your repairing— 
or ask your distributor for 
your full share for use in your | 
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Suecess Formula for 
Men’s Department 


{CONTINUED FROM PAGE 84] 


Divide the work in the department 
equally among the salesforce and hold 
each one in charge responsible. 

“Keep away from sales—sales—sales. 
Too many sales educate the customers 
to wait for sales, and then buy their 
footwear needs. One sale a year is 
enough, and let that be of odds and 

” 

Mr. Gaines has been in the retail 
shoe business more than 45 years. His 
first job was with George J. Marott as 
a boy, selling men’s shoes. He was also 
employed in Chicago with Streeter 
Bros. and DeMutt & Company, engaged 
in Selling men’s shoes. Later he was 
commected with Florsheim Shoe Co., 
Waveling in the South and East for 
five years. He then retired from the 
tad and opened the first Florsheim 
shee store in Chicago. He was a stock- 
holder in the Florsheim stores company 
and then was sent to Louisville, Ky., 
and later took over the Indianapolis 
store, with both stores under his super- 
Vision. He sold his interests in the com- 
Paty stores in Chicago and Louisville 
in 1919 to engage in the manufacturing 

He disposed of his manufac- 
fing interests and came to L. S. 
Ayres about two years ago. 
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1943 Production Surveyed by Sole Material 
WASHINGTON, D. C.—The Leather and Shoe Branch of the War Produc- 
tion Board has announced a preliminary report showing civilian shoe produc- 
tion during the year 1943. The report, based on data collected by the Bureau 
of the Census, is broken down according to the type of soling material used. 


Table | 


ANNUAL TOTALS 1943 



































Hundred Pairs Type of Soling Material 
Cattlehide Bend Splits, 
and Shoulders Bellies and Rubber and Other Than 
and Horseh Leather or 
Type of Civilian Shoe Soles } Leather Soles Soles ubber Soles Total 
Men’s Dress 43,944 «=6| (5,460 10,646 | 388 60,438 
Men’s Work 7,611 446 15,286 | 600 23,943 
Total Men’s. 51,555 5. 906 25,932 | 988 84,381 
Women’s 110, 703 32,928 20,583 =| = 28,737 193,952 
Youths’ and Boys’ 6,862 570 12,364 210 20, 008 
Misses’ and Children's 9.181 «=| 4,410 6.639 «|| «(1,810 34.040 
Infants’. 13, 128 | 10,413 256 1,683 25,480 
Athletic 791 665 1,256 | 106 2,818 
Slippers... .. 2,202 27,990 606 17,281 48,079 
All Other... 511 1,608 1419 | 3,612 7,150 
Grand Total 204, 933 84,491 71, 255 | 55,227 415, 906 
+ Si ie al BR it eea ltt Maes Ua 
Table I! 
1943 QUARTERLY PERCENTAGE BREAKDOWN BY TYPE OF SOLING MATERIAL 
——— ——— 7 ] = $$$ $$$ _——_—— — 
| Cattiehide Bend 
| and Shoulders Bellies and Rubber and Other Than | 
and Horsehide | M tion Leather or | Hundred 
Soles Leather Soles Soles Total Pairs 
eS ee PN ar Er nr 4 BS —~|—— | 2 SE ea 
| 
Ist Quarter 57.8% 23.7% (| 13.0% | 4.8% 100% | 105,241 
2nd Quarter 51.5% 21.6% | 16.6% 10.2% 100% | 103,996 
3rd 45.8% 18.0% | 18.8% 17.4% 100% | 104,608 
4th 42.0% 17.0% | 19.3% 20.9% | 100% | 102, 062 
Total | 49.3% 20.3% 17.1% 13.3% | 100% 415, 906 
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WORKSHOES 











STEEL TOE 
SAFETY SHOES 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 
Holliston, Massachusetts 
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SANDALS 





NON-RATIONED 


ROPE SOLE SCUFF 


Fast seller for locker 
use in clubs and 
Service Barracks 


WATER REPELLENT 






Full Sizes 

Men's 6-11 $ 39 
— Navy Blue 

‘omen's 3-9 

Khaki only F.0.B. Chieage 


For immediate Delivery 


WILLIAM COHAN 


SHOES 
Midwest Distributor 
Knomark and Esquire Shoe Dressings 
19 S. Wells $t.—Chicago 6, Ill. 

















Honor Rohrbach on 
50th Anniversary 


Epurata, Pa.—The associates of W. 
B. Rohrbach, president of Ephrata Shoe 
Co., paid tribute to his 50th year in the 
shoe manufacturing business recently. 
Mr. Rohrbach has been connected with 
the juvenile field during this period. 
Starting in 1894 with the Century Shoe 
Company, he was later associated with 
J. Edwards & Co. and Eby Shoe Corp. 
4 1929 he started the Ephrata Shoe 
Mr. Rohrbach is well-known through- 
out the industry. 


% 












Attractive Spring Shoe Display 


© ey So Pe 


Long Beach, Calif.—"Spring Serenade" is the title of this attractive window a 
Merwin Dobyn's Footwear, here. The display boxes set in the rounded pillars an 


most effective. 





Rand Pleads for 
Free Enterprise 


NASHVILLE, TENN.— “Current re- 
straining influence on business cannot 
continue long without seriously endan- 
gering free enterprise in America,” de- 
clared Frank C. Rand, president of 
International Shoe Company, St. Louis, 
here to attend a meeting of the Vander- 
bilt University Board of Trust, of 
v-hich he is president. Speaking before 
the Nashville Lions Club, on the sub- 
ject of “The Preservation of Free En- 
terprise,” Mr. Rand pled for a “spirit 
of sacrifice” on the part of both labor 
and of industry in the post-war period. 


He said in part: “As a practical illus- 
tration of current government re- 
straints in individual initiative, cor- 
poration and personal income taxes 
have reduced my own earnings per each 
$100 to $5.66. I am not asking for 
your pity for this, but it does show 
what restraints there are on invest- 
ment capital; I don’t like to bet on 
anything when the chances are 18 to 1 
against you .. . Freedom of enterprise 
depends on production. If cost of prod- 
ucts go beyond a competitive basis, you 
can’t dispose of them and your business 
is lost . . . The continued success of 
business depends on employees’ happi- 
ness; you cannot go along for an indefi- 
nite period exploiting these people.” 


Shoe Bar Displays 
Every Style in Stock 


SEATTLE, WasH.—Shoe bars are seen 
in almost all stores and shoe depart- 
ments, but MacDougall & Southwick’s, 
2nd & Pike, is the only store—as far 
as is known—which has a bar which 





— 


displays every style shoe carried i 
stock. 

The oval-shaped bar is placed in the 
middle of the main floor shoe depart 
ment. The young lady attendant be 
hind the counter is an experienced shoe 
person, not only does she answer quer- 
ies about footwear, but in reality, she 
sells the shoes. Often she makes sug- 
gestions which aid an undecided cus- 
tomer in making up her mind. 

“She has to know color combina- 
tions,” said Merlind D. Stroud, manager 
and buyer for the department, “as this 
is particularly important now when 
colors and styles are limited. For in- 
stance, she can suggest which browns 
blend better with black.” 


The shoes are numbered so that the 
attendant can tell the salesperson 
where to find the shoes. This means 


that the attendant has to be up-to-date 
in her knowledge of the store’s stock. 
She has to know which styles are found 
in all sizes and which colors are avail- 
able. 

MacDougall’s has had its shoe bar 
for three months, and Mr. Stroud finds 
that it is highly satisfactory. 

There is also a slipper and non-T 
tioned shoe bar in the front of the 
department, showing each style and 
color of shoe or slipper carried. The 
same lady attendant takes care of the 
customer’s needs at these bars. 





Opens Bluffton Factory 


BLUFFTON, IND.—With machinery 
from Milwaukee, the Culver Glove ©. 
has opened its shoe factory here, w 
produce first-step shoes for chil 
An early expansion of the local plant 
is expected by Everett Smith, produc 
tion manager. 
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Jos Import Firm 





mbina- Los ANGELES, CaLir.—E. F. Hill, 
anager who operated shoe stores in the Pacific 
as this Northwest for some 30 years, has joined 
when § the firm of Herbert C. Marxmiller, Im- 
For in- porters. Sales rooms and wholesale 
browns | offices have been opened at 219 W. 7th 
Street, the Haas building. The firm is 
rat the § featuring a complete stock of women’s 
person handbags in patents, calfskins and rep- 
means § es. They are also importing alliga- 
to-date § ‘lizards and snakeskins in all colors, 
stock. § % Well as a line of personal leather 
found goods. 
“avail Gites 
oe bar | George F. Brauel 
d finds SHEBOYGAN, Wi1s.—George F. Brauel, 
1, former resident, and shoe store 
on-r& =§ operator, died recently at a Fond du 
of - Lae hospital. 
1 The Born in Germany, he came direct to 
of the Sheboygan when coming to America in 
1889 and began working as a shoe re- 
pairman. Later he established his own 
shop which he operated for 40 years 
tefore retiring from the business about 
15 years ago. 
hinery He was a member of the Trinity 
ve Co. | Matheran Church, the American Asso- 
re, to of Lutherans, the Sheboygan 
‘dren. t Society and an honorary 
plant Member of the Harmony Male Choir. 
roduc- are his widow, one daugh- 
ter, two grandchildren. 
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Footwear Manager 


Adds to Duties 


New York — Elmer H. White has 
been appointed general manager of 
United States Rubber Company’s fuel 

















ELMER H. WHITE 


cell division. This division is respon- 
sible for large volume production of 
airplane fuel cells, portable synthetic 
rubber gasoline tanks and other impor- 
tant war products in several of the 
company’s plants from coast to coast. 

Mr. White is also genera] manager 
of the company’s footwear division, 
which makes many types of footwear 
for the armed forces, Army raincoats, 
inflatable rubber life rafts, lifesaving 
suits, diving suits, fire-fighting suits 
and many other items. 





Open New West Coast Office 


BRocKTON, Mass.—The W. L. Doug- 
las Shoe Company announces the open- 
ing of a new suite of offices in Los 
Angeles, in the Haas Building. R. H. 
Peek, who is well known in the West 
Coast shoe trade, will head the new 
office, - 

T. J. Callahan, sales manager, visited 
the West Coast recently in the course 
of an extended business trip made in 
connection with the company’s postwar 








ORDER NOW 


NEW 5)... 
Bani Slips 


x 


YEAR "ROUND 
PROFIT MAKER 


FULL 
SHEARLING 
LAMBSKINS 


F.0.B. PROVIDENCE 


BUNNIE EARS ORNAMENT 


ALSO AVAILABLE IN WINE OR 
BLUE AT $1.30 


IN 
STOCK 


36 PAIR CASE LOTS ONLY 
SIZES 4 to II 


R. J. POTVIN SHOE CO. 
PROVIDENCE 3, R. |. * 




















planning. The decision to establish the 
new offices resulted from his survey of 
conditions on the West Coast. 





Elected to Vulcan Corp. Board 


PorRTSMOUTH, OHIO — A. J. Giese, 
Vulcan Corp. president, and William 
A. Burke, Portsmouth industrialist and 
president of the Ohio Stove Company, 
have been elected to the board of direc- 
tors of the Vulcan Corporation follow- 
ing action taken by the board recently. 

They succeed L. B. Rattermann and 
R. A. Westerfield, both of Cincinnati, 
who resigned. Mr. Giese became presi- 
dent of the corporation July 19, 1943. 








real source of profits. 
Inquiries invited 
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WiuEILLiAM ISELIN & Co.. INC. 


FOUNDED ises 


Our factoring service maker it possible 
for the shoe executive to devote full time 
to production and selling activities—the 
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JOY ¢ SKIPS 


BROWN ELK LOAFER 





47514—WERON SOLE, MOC. TOE 
¢7513—LEATHER SOLE, PLAIN TOE 
S AND M WIDTHS 


No a $4.90 
PROMENADE SHOE CORP. 


118 WEST BROADWAY NEW YORK 13, N. Y. 


SIZES 124-3 
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Opens Non-Rationed Shoe Bar 


South BEnp, INp.— The Basement 
Store of Robertson Bros. Department 
Store, Inc., has installed a new self- 
service non-rationed shoe bar with 


hundreds of pairs arranged convenient- 
ly for the customers to make their own 
selection. 
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Firm Promotes “Leisure 
House Slippers” 


St. Louis, Mo. — Pioneering in this 
city in the manufacturing of shoes for 
indoor wear, the Monogram Slipper Co. 
is specializing in unrationed hostess 
leisure types, rather than house slip- 
pers. Described by Archie H. Bregman, 
head of the firm, as “’round the clock, 
‘round the year shoes, not play shoes, 
not house slippers, but leisure slippers,” 
they are of two types—tailored and 
dressy. Materials used for the Winter 
line consist largely of satins in solid 
colors, a Chinese type print and velvets. 
For Summer, floral prints and a rough 
textured multicolor fiesta cloth are be- 
ing used. 

Original feature of many of the shoes 
is a last especially designed to give 
ample toe room. The firm describes 
itself as “novelty and quality minded.” 





Shoe Store Moves 


FARMINGTON, N. H.—The retail shoe 
store operated by John P. Hurd is being 
moved into the Masonit block from the 
annex of the I.0.0.F. block, where it 
has been located for many years. 

Mr. Hurd already operates a men’s 
clothing store in the I.0.0.F. block, 
and by taking over the adjacent quar- 
ters recently vacated by a dress shop, 
he will be able to combine both enter- 
prises. 


Expect Record Attendance 
At Chicago Show 


Cuicaco, ILL.—One of the important 
shoe shows of the country will be held 
by the Chicago Shoe Travelers’ Asso- 
ciation on April 29, 30, May 1 and 2. 





At this time the new Fall lines wij 
be on display and with recent changes 
in government rulings on manufactup 
ing, colors, etc., the committee antig. 
pates that there will be a record at 
tendance. It will be held, as in the 
past, at the Morrison Hotel, Chicago. 





Assumes New Duties 


GREENSBURG, Pa.—Irvin S. Glasser, 
who for the past several years has 
been buyer of shoes at the S. W. Rose 
Company here, took over the buying 
and merchandising recently of men’s 
and boys’ clothing and furnishings ang 
women’s accessories, in addition to his 
former duties. R. S. Edwards, wh 
was formerly in charge of these de. 
partments, left the S. W. Rose Com. 
pany, hide merchants ,died recently in 
manager at Herzberg’s in Bellaire 
Ohio. 





Samuel F. Marienthal 


CINCINNATI, OH1I0—Samuel F. Mari- 
enthal, 71, owner of Marientha! & Com- 
pany, hide merchants, died recently in 
Good Samaritan Hospital following a 
long illness. 

Mr. Marienthal’s grandfather, Israel 
Marienthal, founded the business over 
100 years ago to deal in tallow and 
manufacture glue as well as engaging 
in the hide and pelt trade. The busi- 
ness was handed down to the founder's 
son, Moses Marienthal, who carried on 
until his death 20 years ago. The lat- 
est owner never married, but lived with 
his mother until her death eight years 
ago. 

He leaves two nieces, Mrs. Ruth 
Rubin, New York City, and Mrs. Julia 
Englander, Cleveland. 





Enlarged Department Features Accessories 





~ 


Baltimore, Md.—Heralding the new season is the recently enlarged accessory 
department at N. Hess & Sons, here. This collection of handbags, with emphasis 
on patent, reptiles and calf, is located in a prominent position on the first floor. 
It is the first section that greets the eye on entering the store. 
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WEARWELE S PLEDGE 


Despite trying times, we have tried to service our customers to the best 
of our ability. We want to express our thanks to our patrons who have 
helped make us the leading juvenile house in this city; and we look for- 
ward to your continued cooperation, post-war, when we hope to revert 
to the usual WEARWELL service. 


Our Fall shoes are now ready, featuring a complete line of juvenile foot- 
wear and women’s sport oxfords in our four famous brands, namely: 


JOY STEPS - SOCIETY GIRL - ANNA BELLE - BETZY CROSS 


RETAILING FROM $3.00 TO $5.00. 








Come to Room 907 at the Hotel New Yorker during Fall Showing Week— 


April 16th—and see our complete line of unrationed juvenile footwear. 








WEARWELL SHOE CO., nS ee —— dahanets NEW YORK CITY 


Capt. LeBrun, QMC, 
Promoted to Major 


Boston, Mass.—The promotion to 
major of Captain Wilfred J. LeBrun, 
QMC, fermer sales manager for C. L. 
Hauthaway & Sons, a shoe finishing 
company in Lynn, Mass., has been an- 
nounced by Col. W. J. Calvert, QMC, 
Commanding Officer of the Boston 
Quartermaster Depot where Major Le- 
Brun is Chief of the Buying and Pro- 
duction Branch of the Procurement Di- 
Major LeBrun has been stationed at 
the Boston Depot, procurement center 
for all Army footwear, since January, 
1942, when he was called to active duty 
from the Quartermaster Corps Reserve. 
He was promoted to 1st Lieutenant in 











July, 1942, and to Captain in March, 
1943, 

A native of Boston, Major LeBrun 
Was graduated from Mechanics Arts 
High School in 1926 and from the Col- 
lege of Business Administration of Bos- 
ton University in 1930. 

or LeBrun is married and has 
me daughter, Cynthia Sue. 


New Staff Members 
Seatriz, WasH.—Miss Edna Moffitt, 
ftom Minot, N. D., has been added to 
the ladies’ department at Nordstrom’s. 
Phanco is the new cashier of 
the downstairs’ shoe department. 
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Fleener Heads St. Louis 
Shoe Manufacturers 


St. Louts.—At a meeting of the St. 
Louis Shoe Manufacturers’ Association 
April 6, the annual election of officers 





A. C. FLEENER 


resulted as follows: President, A. C. 
Fleener, Brown Shoe Company; Ist 
vice-president, Julian Samuels, Samuels 
Shoe Co.; 2nd vice-president, Henry 
Rand, International Shoe Co.; trea- 
surer, A. G. White, Brown Shoe Com- 
pany; secretary-manager, A. Myles 
Burton. 

The new board of directors includes: 
L. K. Kane, chairman, C. L. Hein, J: 
W. Howe, A. E. Farrar, J. G. Jones, Jr. 


New Lines Shown 
At Sales Meeting 


CowaN, TENN.—The semi-annual 
sales meeting of the Sewanee Shoe 
Company was held here recently, and 
the new lines of shoes were presented 
and aroused much enthusiasm. 

Several new materials, such as 
bright colored checks for mid-Summer 
selling and new green, wine and rust 
for Fall are featured in the play shoe 
line. The style lines were also received 
well. 

Salesmen present at the Sewanee 
meeting were J. M. Bibb, R. C. Blox- 
ton, V. Y. Dickey, W. R. Follansbee, 
F. H. Greenwald, C. V. Hammond, Sid- 
ney Meyer, R. C. Randall, J. P. Ship- 
man, E. W. Smith, E. E. Stouffer, Nor- 
ton Thompson, S. M. Thompson and 
E. B. Woodward. 


Less Crude Rubber 
Available for Footwear 


WASHINGTON. — Beginning April 1, 
rubber footwear will be made with ap- 
proximately 50 per cent less crude rub- 
ber and latex, Rubber Director Brad- 
ley Dewey has announced. This re- 
vision in manufacturing regulations 
was made to conserve the existing 
crude rubber stockpile, urgently need- 
ed for the manufacture of special 
heavy-duty tires. 
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GARRISON SHOES 


@ Regulation Pattern 

@ Plump Brown Leather Uppers 

@ Full Double Composition Soles 

@ Heavy Leather Insoles 
aioe @ Rubber 

. Heels 


$3-25 









Style 3954 
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ARNOFF SHOE CO.,INC., 101 Duane St... N.Y.C 
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lo the art of good shoemaking 








Merchandise Leaders 
Organize for New York Fund 


New YorkK—Fifty leaders in the wo- 
men’s wear, men’s wear, retail, textile 
and home furnishings fields gathered 
recently at a luncheon meeting at B. 
Altman & Company to set in motion the 
organization of the Commerce, Mer- 
chandising and Apparel Trades Section 
of The Greater New York Fund’s 
Seventh Annual Campaign. 

Jack I, Straus, president of R. H. 
Macy & Company, Inc., co-chairman of 
the section, and Arthur A. Ballantine, 


Boston Firm Adds Line of Children’s Shoes 





JACK SANDLER 


ROBERT HUFFINE 


Boston, Mass.— Jack Sandler has 
announced a new division of A. Sandler 
Co., to manufacture fine quality juve- 
nile footwear to be known as “Shoes of 
Tomorrow Today.” They will be pro- 
duced with added features over ad- 
vanced lasts with superior fit, in babies’ 
sizes 2 to 6 through misses’ sizes 12% 
to 3. 

This new department of Sandler of 
Boston will be under the direct super- 
vision of Robert L. (Bob) Huffine, Louis 
Klamberg, and Joseph A. (Joe) McCaf- 
frey. Each of these children’s shoe spe- 
cialists has an exceptional background. 

Mr. Huffine, well-known children’s 
shoe specialist, actively identified with 
the manufacturing and marketing of 
junior footwear for over thirty years, 
recently resigned as vice-president of 
J. Edwards & Co. to devote his full time 
in planning this new Sandler project. 
Prior to his connection in Philadelphia, 
he was a member of the firm of Huf- 
fine & Clarke, Inc., Rochester, N. Y., 





LOUIS KLAMBERG 





JOS. A. McC AFFREY 






and was also associated with Adams 
Bros. for twenty years. 

Mr. McCaffrey comes to A. Sandler 
Co. as a member of their Juvenile Divi- 
sion with a wealth of experience in 
children’s shoes after being associated 
with J. Edwards & Co. for twenty 
years. In more recent years, he has 
been representative for his former firm 
in Greater New York, New York State, 
and New England. His association 
with many of the nation’s leading de- 
partment stores has given him a mer- 
chandising background which will 
prove invaluable. 

Mr. Klamberg, associated with Wm. 
Filene’s Sons Co., in Boston, for seven- 
teen years, has been appointed divi- 
sional manager of the new Sandler 
Juvenile Division. He successfully serv- 
ed as buyer of the children’s and girls’ 
shoe shops for all the Filene stores. 
His affiliation with A. Sandler Co. will 
be of interest to the retail trade be 
cause of his broad experience in this 
field. 






















president of the fund, were the guest 
speakers. John S. Burke, president of 
B. Altman & Company, who shares the 
section chairmanship with Mr. Straus, 
presided. 

Max L. Friedman, A. S. Beck & 
Company; Stanley Weiss, Hearn De- 
partment Stores, Inc., and Ward Mel- 
ville, Melville Shoe Corporation, rep- 
resented the shoe industry. 

Mr. Straus explained that the fund 
appeals solely to business firms and em- 
ployee groups once a year in behalf of 
408 participating hospitals, health and 
welfare agencies, serving more than 
2,000,000 persons annually, regardless 





of race, creed or color. 


Shoe Man Compiles 
Historical Journal 


SaLt LAKE City, Utan—Herbert S. 
Auerbach, widely known in the Inter- 
mountain West as operator of the Salt 
Lake City department store which bears 
his name, has added another feather to 
his author-cap through a new compila- 
tion of the journal kept by Father 
Silvestre Velez de Escalante, as he ex- 
plored the territory that is now the 
Western states in 1776. 

* The journal, with related documents 
and original maps, “which Mr. Auer- 





bach by his rare intuitive quest and 
indefatigable effort has uncovered, re 
claimed and prepared for publication,” 
was published in the recent issue of 
Utah Historical Quarterly, by the Utah 
Historical Society. Mr. Auerbach, long 
interested in early American history, 
has compiled several works of value to 
students of the early West, and has one 
of the largest collections of pioneer 
mementos, furniture, tools and handi- 
craft existing outside of museums. 








Earl W. White 


New YorK—Earl W. White, vice 
president and treasurer of Daetsch & 
Woodward, Brooklyn, died Easter Sui 
day from a brain hemorrhage, aged 52 
years. He was born in Snow Hill, Md., 
and his education included a lifelong 
study of art. He was an accompli e 
painter. He was a lastmaker, skilled in 
the shaping of wood, and his hand fash- 
ioned the famous Baby Doll last. He 
was reputed to be one of the finest 
model makers in the land. ah 

Mr. White is survived by his widow; 
a daughter, Mrs. Jane White Moore, 
both of Snow Hill, and a brother, Dewey 
White, president of Daetsch & Woot 
ward. Funeral was held from Snow 
Hill, Md., April 12. 
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Brown Shoes 65 Per Cent 
Of Sales to Men 


MILWAUKEE, Wis. — An _ exclusive 
nen’s shoe store in the downtown sec- 
tion reports that sales of brown shoes 
are about 65 per cent, with the sale of 
black shoes running about 35 per cent. 
Sales have held up fairly well. 

With the store open Friday evenings, 
there is a noted reduction of sales on 
Saturday. 

A feature with this store is the plan 
whereby a customer can buy shoes, and 
have the store hold them for a 30-day 
hmit. This plan often proves effective 
in cases where the customer passes the 
store, with no intention of buying shoes, 
sees a pair of shoes he likes, but does 
not have a ration stamp with him. He 
buys the shoes, and they are kept until 
the stamp is brought in, but that must 
be within the 30-day period. 

This store also reports a continued 
demand for men’s sox by young girls; 
the manager has not noted any great 
shortage of men’s sales due to use of 
ration stamps by other members of his 
family, such as children and women. 


Lt. Fitzgibbons Lost at Sea 


Detroit, MicH.—Marine Lieutenant 
Thomas Fitzgibbons, son of John Fitz- 
gibbons, divisional merchandising man- 
ager at J. L. Hudson Company, was lost 
at sea in the South Pacific during an 
air battle, ‘according to word received 
by his family. He was associated for 
some time with the S. S. Kresge Com- 
pany before entering the armed service. 
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Worker Honored for 50-Year Record 






Pa.—Working at the same job and in the same department for half-o- 
, William A. Rupp was tendered a surprise testimonial by fellow workers 


Shoe Company recently. Mr. Rupp joined the company as a cutter in 


rkers looked on. 
him co purse as 


5, 1944 





50 years later he was at work at his bench in the cutting room when E. M. 
left, representing the firm, presented him with a War Bond while more than 
William A. Spahr, right, another veteran shoe worker, 
the gift of the cutting department. 


To Conduct Appraisal 
Of Postwar Markets 


New YorK—A business appraisal of 
postwar markets has been organized by 
the Committee for Economic Develop- 
ment with the cooperation of 581 lead- 
ing trade associations in manufacturing 
fields. This announcement was made 
recently by T. G. MacGowan, manager, 
marketing Research Department, Fire- 
stone Tire & Rubber Company, Akron, 


Ohio, and chairman of the C.E.D.’s 
Marketing Committee. 
The appraisal, now in its initial 


stages, will embrace 400 to 600 cate- 
gories and sub-categories of commodi- 
ties, as compared with the 62 finished 
goods classifications for which postwar 
estimates were made by the U. S. De- 
partment of Commerce in a publication 
entitled, “Markets After the War.” The 
C.E.D, study will thus carry on, in be- 
half of private business, from the de- 
partment’s study, in order to bring 
together the most realistic estimates 
obtainable of the level of sales, produc- 
tion and employment in all the major 
classifications of industry, projected 
into the first full peacetime year after 
the war, arbitrarily assumed to be 1947. 

The estimates being requested by 
C.E.D. under the direction of Ferdinand 
C. Wheeler, New York marketing ana- 
lyst, will not be mere mathematical 
projections but will represent the “‘col- 
lective business judgment of informed 
executives derived from an orderly and 
purposeful study of the industry with 
which each of them is most familiar.” 
As a result, it is hoped to obtain an 
over-all estimate of our national econo- 
my, so that each industry and each 
company may be able to form some idea 
of its relation to the economic scheme 
us a whole, and of the prospective post- 
war production in other industries. 

To round out the picture and to make 
the committee’s final report more use- 
ful and practical to the largest possible 
number of individual businesses, the 
C.E.D. Marketing Committee is enlist- 
ing the cooperation of more than three 
thousand leading manufacturing firms. 
These will be asked to make two types 
of estimate of postwar business in their 
respective industries. 





Resigns from Tober-Saifer 


St. Louris, Mo. — Richard Parnall, 
sales manager of Tober-Saifer Shoe 
Company, resigned his position recently 
to become vice-president in charge of 
sales and advertising of Arnall, Inc. 
This company has set up its factory for 
the production of children’s non-ration- 
ed casuals at 133 So. 11th Street, here. 





New Firm Incorporated 


SaLt LAKE City, UTaAH—With capi- 
tal stock authorized at $15,000, Hughes, 
Inc., new. mercantile company which 
will deal in shoes and apparel, has filed 
articles of incorporation here. J. J. 
Kelly is listed as president with Athol 
Rawlins as vice-president, and Edith 
Olsen as secretary and treasurer. 
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= DRILL LIFE 


at the wood heel attaching operation 


Machine tools, skilled machinists and a high grade of too! 
steel are needed to make the drills used in wood heel 
attaching. Every carelessly broken drill puts an added de- 
mand on materials and facilities that are essential to im- 
portant war production. Get the most out of every drill. 


a 





. 


7 Don’t Force the Drill. Let the drill cut its own way into 
heel. The operator should merely guide. 


a 





Remove the Drill Carefully. Don’t bend the drill out of 
line. Many drills are broken when the operator starts to 
move the shaft away before the drill point is clear of the 
hole. 


FREE on 
GRINDING SERVICE 


Drills still long enough to 
be used should be sent to 
the nearest (6/C Branch 
Office. There they will be 
resharpened without cost. 


3 Don’t Use a Dull Drill. There is a temptation to force a 
dull tool. When cutting becomes more difficult or slug- 
gish, put in a sharp drill. 


SS Se 


4 Have Shanks Correctly Positioned. Extreme care should 
be used when steel shanks are attached, to see that the 
heel end slot of the shank is accurately placed so as to 
allow clearance for the drill. 


=~. == 





These suggestions are pub- 
lished to help users conserve 
wood heel attaching drills. 
Maximum production from 
every tool and part is essen- 
tial in these critical times. 
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Produces Training Films 





CPL. ALEXANDER GREENBERG 


ile Shoe Stores in the Los Angeles area 
previous to joining the Army. Cpl. 
Greenberg is now on detached duty, 
assigned to the post of assistant pro- 
ducer of training films for the Air 
Force and stationed at the Hal Roach 
Post, in Culver City, Calif. 


Boston Pre-Easter Sales Up 





Boston shoppers of multi-colored, all- 
leather shoes of types which cannot be 
made in this country was easily the 
cutstanding feature of an active pre- 
Easter week. More than a dozen dif- 
ferent styles were displayed at the en- 
trance to the high-grade, fifth floor 
shoe department of William Filene’s 
Sons Company. Though nothing in the 
display indicated the country of origin, 
it was plainly stamped on the sole of 
all shoes in the display. 

Included were all-over blues, all-over 
reds, whites with multi-colored vamp 
inserts of braided leather strips, com- 


whites with decorative stitchings in 
vididly contrasting colors, 
with red platform soles. 
Patterns included pumps and straps, 
many of the latter intricately designed 
and of the off-balance variety. 
Were priced across the board at $10.95. 
A department executive explained that 
the shoes were not being actively push- 
td and that the display had been put 
merely in order to get customer re- 
action. Sales, he said, were “just pretty 
good.” 
The imminence of Easter and the 
télease from Washington of an Asso- 
Gated Press dispatch predicting a 26% 
Mr cent reduction in the number of 
to be made in this country for 
tiebalance of 1944 sent women in great 
into all of the better grade 
and departments. The rush 
early and was going strong at 
end of the week preceding Easter. 
some of which are still avail- 
able, Were by far the most popular 
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Los ANGELES, CaL.—Cpl. Alexander 
Greenberg, Army Air Force, was asso- 
dated with his father, Abe Greenberg, 


in the management of the Green Juven- | 


Boston, Mass.—The introduction to | 


binations of blue and white, all-over | 
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Second of a series of na- 


tional advertisements ap- 
pearing in Esquire, The 
Rotarian, The Kiwanis 
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tian Science Monitor. 
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color. Next came black patent, with 
brown and black smooth leather and 
gabardine trailing in that order. 

There were many inquiries for brown 
and white, all-leather spectator pumps 
from women who had not until that 
time heard of the government ban on 
the manufacture of two-tones of that 
type. There were few of the part- 
leather, part-fabric type with which to 
meet the demand. 

Of a wide variety of patterns, the 
open-toe plain pump was easily the 
most popular, and extra sales were 
made by several stores who had laid in 
a stock of throat ornaments to be at- 











tached to shoes of that kind. 

While no accurate figures were avail- 
able, most merchants felt sure an audit 
would show sales well ahead of last 
year. Several commented, also, that 
more women than last year were keen- 
ly concerned over quality, that they 
examined shoes much more carefully 
than has been their habit in the past, 
but that they also understood and ac- 
cepted the’ statements made by mer- 
chants whom they trusted, most of 
these statements being capable of being 
summed up in the sentence, “These 
shoes are the best we can get under 
the conditions which prevail.” 
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pared by competent hospital staff. 


MARIETTA, OHIO 





ROLLA 


PATENT APPLIED FOR 


FOOT EXERCISER 





RETAILS $2.00 — YOUR COST $1.00 


EACH IN DOZEN LOTS. YOUR STORE NAME IM- 
PRINTED ON DIRECTIONS ON ORDERS FOR THIRTY- 
SIX OR MORE. F.O.8. MARIETTA NET. 


CASH IN ON WHAT YOU PREACH 
DISPLAY ROLLA — PEOPLE WILL BUY 


Keep dollar volume up and increase store traffic with 
Rolla Exerciser. Key item for all shoe stores and de- 
partments . . . Sturdy, attractively finished, Rolla's 5 
rollers operate with the efficiency of an expert mas- 
seur's hand. Lasts a lifetime and brings year ‘round 
foot health to the whole family. Simple directions, pre- 


FOOT CHOICE SHOES, INC. 


CUSTOMERS 
ARE 
BUYING 
EVERYWHERE 





Patriotic Price Tags 


Add Color and Eye Appeal to Your 





6 Doz. — $1.25 
12 Dez. — $2.25 


Any selection of prices desired 
If C. O. D. Preferred. Add 12c 


DISPLAY CARDS: 75c Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 


BOOT AND SHOE RECORDER 


WINDOW TRIMS 
Great littie time savers! 


(4 





Size 
1%” x 21/4" 
109 Different 
Prices in Stock 





H—Red banner — 
blue border a 
white beard= 

price in black. 


6 Doz. — $1.40 
CANADA 12 Doz. — $255 





With Store Name Imprinted: 
144 Tickets — $3.85 


Check with Order Please: 
If Special Delivery. Add 15c 
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Shape of Shoes to Come 


[CONTINUED FROM PAGE 66] 


wide fitting WAC last, WAVE last, 
Nurse’s last, steel box toe last, or the 
low-heel mannish type last will not be 
happy in narrow tread, slim measure- 
ment lasts of pre-war vintage. They 
have been wearing utility shoes built 
for a definite purpose. They admit their 
feet are larger. 

Our job is to design wood that will 
disguise the size of their feet. The shoe 
manufacturer must make shoes that 
will please the eye. We will take care 
of the comfort they need. And the re- 


-tailer will have happy, satisfied cus- 


tomers! Cooperation! 

When the “Great Day” comes, these 
girls want high heels—high heels for 
cocktail hours, dinners, dances, formal 
affairs and dress-up occasions. And— 
we had better be ready for them! Short 
forepart shoes, wider treads to help 
shorten the effect of the foot, bows, 
pompons, buckles, colors. Shoes de- 
signed to flatter the foot—Millinery 
footwear instead of Military footwear! 

If women return to pre-war duties as 
housewife, clerk, etc., if industry func- 
tions on an eight-hour day, and, if 
payrolls hold up, there will be a return 
to sports and country wear, This means 
loafer types, wedgies, and all other 
types which go with beach and coun- 
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try wear—wide, comfortable shoes, out 
of fabrics which do permit a freedom 
of foot action. 

Wider tread lasts are needed for 
business and foot comfort types—the 
14/8 to 17/8 gypsy pattern type shoe 
worn by our girls who have seen their 
daughters graduate from high school. 
i feel that most lasts used in the past 
have had a tendency to snug the foot 
too closely in width. This can be dan- 
gerous to the arches of the foot. A 
wider tread would permit a shorter fit- 
ting shoe, provided we stay away from 
extreme narrow toes as we did in 1919 
and 1920. No more 4 inch vamps are 
wanted. 

Juvenile shoes represent the field 
where we should really concentrate on 
fit and comfort. We should know more 
about the rate of growth of children’s 
feet, and we should check up on our 
method of buying size runs. Who said 
5%, 8, 8%, 11, and 11% to 3 was right? 
This basis was established in 1886 and 
is used today, merely as a basis of pric- 
ing shoes of these size runs. 

Some real study should be made of 
this problem. The human body is sup- 
posed to grow like a tree or a plant— 
“Big Oaks from Little Acorns Grow.” 
Every one in this room once weighed 
about seven pounds. There is, accord- 
ing to anthropologists, a recognized 
standard of growth of bones and 
muscles. 


STATE STREET 


@ CHICAGO 4, ILLINOS 


Dr. Ruth O’Brien of the U. S. De 
partment of Agriculture proceeded on 
this theory in establishing new meth- 
eds of size markings for wearing ap- 
parel for children. Perhaps a commit- 
tee from the retail group should be 
appointed to consider some means of 
children’s 


getting information about 
feet. 
We lastmakers have made great 


strides in the past ten years in devel- 
oping children’s lasts. I feel we cam go 
further and do a better job than we 
have done up to the present. Children’s 
feet grow more quickly at seven to ten 
than they do at sixteen to twenty. Too 
many shoes I have examined have been 
half soled when they should have been 
thrown away. They were outgrown be 
fore the original sole wore out. 


Add Perfume and 


Jewelry Lines 


SEATTLE, WASH.—I. Miller store has 
added perfume as well as clips, pins 
and earrings to its hosiery and purse 
department. These new items were 
added as an experiment, but present in- 
dications are that they are proving ® 
be a popular addition to the re 
stock. 
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More Rubbers for 
Canadian Civilians 

MONTREAL, CAN. — More generous 

of rubber in lines required by 

the footwear industry will be allotted in 

the coming year, Paul Galipeau, pro- 

i of the Chateauguay Shoe Store, 
here, reported after a meeting of re- 
tailers with L. V. Dugal, deputy ad- 
ginistrator, and Paul Charest, repre- 
sentative of manufacturers. Quality of 
rubber will be improved with the com- 
ing on the market of synthetic rubber 
in greater volume than hitherto and a 
corresponding decline in resort to re- 
daimed material. 

The meeting of the two officials fol- 
lowed an attack on the system of dis- 
tribution embodied in a_ resolution 

by members of the shoe section 
of the Retail Merchants’ Association of 
the Province of Quebec. Mr Galipeau, 
the author of the resolution, was elected 
president of the show section at the an- 
nual meeting. 


To Manage Mullen 
Department 

KenosHA, Wis. — Paul Bauer, for 
many years a leading shoe merchan- 
diser, will succeed Jack Stern as man- 
ager of the shoe department of Mul- 
len’s, Inc., 621 56th St., Rudy Mullen, 
president of the firm, reported recently. 

Mr. Stern, who goes into the armed 
forces, has been manager of the Mullen 
shoe department for the past four years. 
Mr. Bauer, recently discharged from 
the Army Air Corps, was formerly 
manager of his own stores at Hartford 
and West Bend, Wis. He takes com- 
plete charge of the women’s and chil- 
dren’s shoe departments, and Mr. Mul- 
len continues to handle men’s shoe su- 
pervision. 


Easing Restrictions Will 
Improve Shoe Lines 


CINCINNATI, OHI0—Cincinnati shoe 
manufacturers taking advantage of 
eased Government restrictions indicated 
that prettying up their lines would be 
an immediate objective. The produc- 
ton of smarter shoes following the 
period of restraint on variety, several 
manufacturers said, would provide 
Stimulation for designers, the sales de- 
partment, retailers and the public. 





Seeks Rubber Boots 


MonTreaL, CaAN.— New Zealand is 
to acquire 50,000 pairs of rub- 
ber boots from Canada and 50,000 from 
the United Kingdom to add to the 100,- 
000 pairs being manufactured in New 
d, Hon. Daniel Sullivan, New 
: Minister of Supply, announced, 
at Auckland, New Zealand. 
‘Although Canada now had rubber 
ots for export this did not affect New 
"s total supply for the present 
War as the limit would be fixed by the 
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WATCH 


—the footwear with a future! 


CASUALS 

SLIPPERS 
PLAYSHOES... and 
TEENS for young girls 


—all advertised in 
VOGUE MAGAZINE 


—all accepted by countless 
PROGRESSIVE RETAILERS 


—all designed and created by 
GROVES SHOE COMPANY 


311 West Monroe Street, Chicago 6, Illinois 














London control, he told a questioner in 
the New Zealand Parliament. 

“We lost no time in taking up the 
matter with Canada, and arrangements 
now are in hand to accept the maximum 
which we can receive under our over- 
all allocation of rubber.” 





William A. Vogt 


RocHEster, N. Y.—William A. Vogt, 
79, department superintendent of W. B. 
Coon Company, an authority in the pro- 
duction of shoes for women and chil- 
dren, who was engaged in shoe manu- 
facturing here most of his life, died re- 








cently. He was formerly connected with 
Dugan & Hudson, John Kelly, the 
Kuhnert Shoe Company, and others. 





Department Remodeled 


SEATTLE, WASH.—The women’s and 
children’s shoe department at Renney’s 
has just gone through a “face-lifting.” 
Stock is now enclosed behind light col- 
ored walls which have well-lighted cu- 
bicles for displays. New green and 
chrome chairs add to the attractiveness 
of the department. Miss Ruth Troxel, 
buyer for the department, has plans for 
future development for stock and dis- 
plays. 
















rt ee es 





Tee ee 








am “ 
Le _ 
ola Ss 2 ae 















ae cg ne a 


Rare ISS 





























ee ee ae 


—_ 


oe en 


——————————— 


er 





%& PLUMP ELK UPPERS 
%& LEATHER SOCK LININGS 
%& ORTHOPEDIC RUBBER SOLES 


%& AT ONCE DELIVERY 


STYLE #1501 

WOMEN’S SIZES 3 TO 9 
STYLE #1505 

MEN’S SIZES 62 TO 12 


SPORTING SHOE CO. 


296 BROADWAY 


xkxk*xkk MOCCASINS xk*x«x«x 


FOUR STAR VALUE 





ATHLETIC FOOTWEAR 





FOR 
MOCCASINS 


i's SPORTSCO! 


RATION CURRENCY 
REQUIRED 


NEW YORK City 





Heavy Registration for 
Pennsylvania Show 


PITTSBURGH, Pa.—The committee on 
arrangements of Pennsylvania Shoe 
Travelers’ Association annual shoe 
show reports an encouraging response 
to the announcement that the show 
will be held at William Penn Hotel, 
here, May 14 through 16. The room 
committee has already allotted nearly 
75 per cent of available display rooms; 
from present indications the showing 
will be a complete sell-out. 





Hold Luncheon Meeting 


PHILADELPHIA, Pa.— The Philadel- 
phia Shoe Travelers Association held 
a luncheon meeting recently at which 
trade conditions in hides, leather and 
finished products were discussed. Plans 
were made to enlarge the scope of in- 
fluence of the association. 

These luncheon meetings will be held 
at quarterly intervals. New officers for 
1944 are: Edgar M. Scattergood, pres- 
ident; Herman Clark Johnson, vice- 
president; L. Frank Oberfield, secre- 
tary-treasurer. 





Continued Gain in Business 


Kokomo, IND.—R. R. Kelly reports 
that during the firm’s seven years in 
business the Earl Shoe Company has 
shown “a continued gain in business,” 
as a seventh anniversary celebration is 
being held with merchandise promo- 
tion. 





Indiana February 
Sales Decrease 


BLOOMINGTON, IND.—A twenty per 
cent decrease was shown in the retail 
sales volume of the independent shoe 
stores in Indiana during February, 
1944, below their total for February, 
1943, according to Indiana Business 
Review, published by Indiana Univer- 
sity. The average of independent 
stores of all major kinds of business 
showed a one per cent increase in Feb- 
ruary, 1944, over the sales total in Feb- 
ruary, 1943. 
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Named Supervisor 
Of Men’s Departments 


CHICAGO, ILL.—Walter T. Gable has 
been appointed merchandise supervisor 
over all men’s shoe departments in the 


WALTER 
T. 
GABLE 





upstairs sections of Marshall Field & 
Co., here. Mr. Gable joined Field’s 
originally in 1916 when he became .a 
member of the extra sales force in the 
children’s shoe section. In 1917 he left 
for service in the World War I from 
which he emerged as a Captain in the 
Infantry. 

Returning to Chicago in 1919, Mr. 
Gable was made assistant manager of 
children’s shoes at Field’s and a few 
years later was transferred to the store 
for men as assistant manager of men’s 
shoes. In 1927 he was made buyer of 
the men’s shoe sections and now is 
merchandise supervisor over these de- 
partments. 

During the absence of John Genn 
Mr. Gable will take his place in the cor- 
rectional shoe division. 





Non-Rationed Shoe Counter 
Increases Sales 


SEATTLE, WasH.—A glass counter, 
displaying non-rationed play shoes, 
has been installed at the entrance of 
the Frederick & Nelson’s downstairs’ 
shoe department. 

Jack Conley, buyer for the shoe de- 
partment, is pleased with this latest 
innovation, pointing out that it has in- 
creased the sale of the non-rationed 
shoes. Women see the shoes when they 
first come from outside, and he has 
found out that they frequently buy the 
shoes simply because their attention 


$1.75 








GOING TO _ 


PHILADELPHIA ? 


STOP AF. 
BENJAMIN 
FRANKLIN 


HOTEL 





As you know, the hotel you choose 
influences your friends. Give your- 
self the benefit of the Benjamin 
Franklin’s great name. Enjoy a 
comfortable room, good service, 
and food. 


with combination tub-shower and 


1200 outside rooms 


circulating ice water. Rates from 
only $3.50 single, $5.50 double, 
$6.50 with twin beds. 


BENJAMIN FRANKLIN 
Philadelphia's 

a Finest Hotel 
@.) George H. O'Neil 
Managing Director 


was attracted by the interesting dis- 
play. 


Add New Accessories 


SEATTLE, WASH.—Their all-leather- 
lined, imported purses were so popular 
that they were sold out shortly after 
their arrival, according to Mrs. Mary 
MacDonald, purse and hosiery buyer 
at Pessemiers’. There was no prom 
tion, no special advertising in order 
to sell the bags. 

Felt rosettes and gold-flecked leather 
pompons for slippers also have been 
added to Pessemiers’ bag department. 
All shoe accessories have been selling 
unusually well here. 
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vax Dipped Shoe Soles 





A national interest in wax treatment 
for sole leather has developed a demand 
on the part of manufacturers for equip- 
ment for treating soles to increase the 
weer hours of use. 

The Aeroil Burner Company of West 
New York, N. J., has developed a ma- 
chine for hot liquid dip that has these 
aerits. 


The tanks are equipped with thermo- 
stots to provide for automatic heat reg- 
detion from 100° to 55° F.; insulated 
tanks specifically designed for hot wax 
dipping, featuring wire mesh dip baskets 
suited for shoe sole dipping, are avail- 
able fo any manufacturer, on the simple 
AAS or higher priority in the MRO 
Series, which any manufacturer can ex- 
tead automatically without even apply- 
ing to his local WPB office. 

It Is said that the machine treats soles 
by @ process of heat impregnation that 
does not burn or stain the final product. 
There has been an extensive use of this 
equipment in the military field. 





Novel Display in 
Southern Store 


Atpany, GA.—An unusual and eye- 
catching window display seen here is 
that featured by Carolyn’s Shoe Store. 
Among a group of dress shoes on indi- 
vidual shoe racks, a book which showed 
shoe styles of the past years was 
opened at an angle which made the 
pages easy to see by the passers-by. A 
ted ribbon extended from the top of the 
book to a small typed sign which was 
pasted on the inside of the glass. The 
sign advised lookers-on to “Watch the 
book each day and learn interesting 
facts about shoes and shoe styles.” 
The pages were turned each night, each 
Page 2 continuation of the pages of the 
ay before. People went by each day 
see what would happen next, and as 
4 matter of course, many of these were 
dawn into the store. Harry Prisant is 
Manager of the store. z 


Protest Allotment to 
Repair Trade 


CincInNATI, OHIO.—The Cincinnati 
Men’s Association recently pro- 
an order of the War Production 
under which sole leather allot- 
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PRECISION TANNED FOR 


N. BREZNER & COMPANY, INC. 





MODERN PRODUCTION 


121 BEACH STREET, BOSTON 11, MASS. 


TANNERY: BREZNER TANNING COMPANY, PENACOOK, NEW HAMPSHIRE 





ments to the shoe repair trade would be 
increased at least 10 per cent. 


George W. Dohrman, treasurer of the 


association, said that a communication 
had been directed to WPB stating that 
the proposal was “discriminatory and 
unjust,” contending the order would re- 
duce available sole leather supplies for 
manufacturers. 


New Lines Add to Sales 





Detroit, MicH.—The Arden Boot 


Shop, Northwestern section neighbor- 
hood shoe store, is adding new lines 
which are helping to make up for de- 
creased purchases of pairs of shoes per 
neighborhood customer. 


New lines are right in line with the 


store policy—diapers and creepers for 
infants. 
window signs and displays, as well as 
interior display, and naturally attract 
attention. 
times been short, and their provision 
by what is practically a specialty store 
as far as the general juvenile field is 
concerned, is an unexpected godsend. to 
neighborhood mothers of young infants. 


They are being featured in 


Both are items that have at 


The store has long specialized in 


juvenile footwear, and usually has a 
nice display of children’s shoes in the 
window, making this an ideal tie-up 
and extension of their existing major 
line. 
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Manpower Problem 
Growing Acute 


CINCINNATI, OHIO. — Continued im- 
pact of the. manpower situation, to- 
gether with the selective service calls 
kept employment problems as the major 
worry of Cincinnati shoe manufac- 
turers. Surveys among the manufac- 
turers indicated that, generally speak- 
ing, manpower shortages had been felt 
more in the first 90 days of 1944 than 
in the corresponding period a year ago. 
While spokesmen were hesitant to go 
on record for direct quotation, sufficient 
background of their respective situa- 
tions taken individually and in rela- 
tionship to the industry brought forth a 
summation that all are in the same 
boat. 

With one-quarter of the 1944 produc- 
tion year now in the past tense, grow- 
ing indications were evident that if the 
calls to arms and replacement in 


“super-essential” war industries con- 
tinued to take toll of workers in shoe 
manufacturing, a real production head- 
ache might be catapulted on the shoe 
front before the year is out. The crip- 
pling effect of loss of manpower, one 
manufacturer explained, was due to the 
green help obtained in replacement. 
While some operations can be learned 
in comparatively short order by the 
most unskilled workers, the labor sup- 
ply is touching bottom now. 


What to do about the persistent drain 
on Shoe manufacturing personnel, was 
a question to which management execu- 
tives were slow to provide an answer. 
Some executives have expressed will- 
ingness to participate in any rehabilita- 
tion program for returned discharged 
soldiers who are physically able and 
have the desire to learn the shoe manu- 
facturing trades. 


Competition of higher - paid war 


plants carrying day-to-day ad: ’ertising 
on jobs involving stipulation of employ. 
ment at highest skills presents an ego. 
nomic hurdle in some instances, the off. 
the-record statements of shoe men seen, 
to indicate. 


Alexander Petering 


CINCINNATI, OHI0—Alexander Peter. 
ing, for a quarter-century employed as 
a skilled leatherworker by the Schel 
Brothers Leather Goods Company, 
Cincinnati, died here after a brief jj. 
ness. 

He leaves his widow, Mrs. Alexander 
Petering, five daughters, Mrs. Lucy 
Bailey, Mrs. Alma Brunsmann, Mrs. 
Virginia Gerken, Miss Mary Petering, 
all of Cincinnati, and Mrs. Dorothy 
Tempfer, Fort Townsend, Mich., and 
four sons, Ralph W., Joseph A., Wil. 
fred H., and Robert D. Petering, 
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STOCK RECORD BOOK 


— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 


Black Cloth binder—11%” x 13%”.. 


100 Daily Sales and Stock ee (Form $100) 
and 1 Comparison Form #105. 


1 Inventory Pad (100 sheets) ‘tos (5 pads 
$2.00) (10 pads $3.50) 


2 Buying Order Pads (50 sheets per pad) 2107 $0.50 


(West of Denver) 


(Sample sheets with guide jor use sent on request) 





This handy 
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Customer Record 


Sales Record Slips: Form D 
Per Pad (100 slips) (100 pads $20.00) 


Refund Record Slips: Form E 
Per Pad (50 Slips) .. 


100 (Size 5” x 3”) 













$0.25 






$0.15 
$1.50 














Cards: Form F 
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preferred. 


Ceiling price carton tickets, Form CG 
3%” (gummed top) 1 gross 


Shoe Carton oR » {gememed an: Form H 
1%" x 3%", 


PROFIT CHARTS — 5c. each; 
Aguring selling prices. 


Check with order, please, unless C.0.D. Shipment is 


‘Orders filled jor any forms preferred. 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Ill. 





$0.50 
$2.50 
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compound crept out during the first two 
weeks, you could only expect an extra 
week’s wear, or a wear increase of only 
10 per cent. Like any other “defense 
worker,” a sole treatment produces only 
so long as it stays on the job. 

The Bureau of Standards report by 
Hobbs and Bussey states, “. . . the pos- 
sibility should not be overlooked in fu- 
ture work that such wear-improving 
treatments may be more effective dur- 
ing wet weather or that they may be- 
come less effective with time, possibly 
because of the gradual removal of oil 
from the leather during wear. There 
is definite evidence that the grease con- 
tent of sole and upper leather decreases 
as the shoes are worn in wet climates.” 


Early Answer to Objections 


In referring to this report which, 
incidentally, only cites an improvement 
of 14 per cent wear, Mr. Fred L. Ayers 
is quoted as saying, “This figure is 
lower than others because thinner and 
unblended oils were used which do not 
reflect the later advances in the tech- 
nology of oil treatment.” 

I do not know to what “later ad- 
vances” Mr. Ayers refers, but I have 
before me a document which certainly 
appears to answer all of the objections 
raised, and am taking the liberty of 
quoting a few paragraphs. 

“How to preserve and waterproof 
leather are problems as old as the 
leather industry itself. The long treat- 
ment to which hides and skins are sub- 
jected at the hands of the tanner has 
for its main object the protection of 
animal tissue against decay and water. 
Protection against decay is tolerably 
well secured by tanning, in which opera- 
tion the animal tissue is made to com- 
bine with vegetable or mineral astrin- 
gents; protection against water has 
been aimed at from time immemorial 
by impregnating the tanned hides with 
oils and fats of animal, vegetable or 
mineral origin. Time honored as this 
Practice is, it has never accomplished 
the object, and until very recently no 

was made* that was really 
Waterproof or which would remain 
strong and pliable over a period of 
years. The reason for previous failures 
++. is due to the fact that animal fibre, 
éven after tannage, has a greater affin- 
ity for water than for oils and fats, so 
whenever greased or oiled leather 

if subject to motion in the presence of 
Water, the oil or grease is simply dis- 
Placed by, and driven out by the water. 
+.- The leather becomes stiff and hard 
Mon drying and soon breaks up when 
to further motion, as the 

fibres no longer slide over one another 
“they do when properly lubricated, 
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Basie Facets About Oil Treatment 


[CONTINUED FROM PAGE 44] 


but will 
other.” 

“During the last decade a professor 
of Chemistry at the California State 
University was carrying on a series of 
experiments on oils and fats. Aside 
from many other important discoveries 
which he made in the course of his 
investigation, he found that when ani- 
mal and vegetable oils are combined 
with chlorine and sulphur in certain 
definite proportions, they first become 
viscous, and eventually some of them 
are converted into tough elastic com- 
pounds which resemble India rubber. 
The viscosity of these compounds is 
very remarkable. They are so adhesive 
that it is almost impossible to rub them 
off anything to which they have become 
attached. This feature is extremely 
valuable for leather, for when, in any 
manner, this ‘vulcanized oil’ is intro- 
duced into leather, it attaches itself to 
the fibres and adheres so tenaciously 
that it cannot be removed afterwards. 
It thus acts as a permanent lubricant 
to the fibres of the leather and thereby 
keeps the leather always pliable. It is 
self-evident that such leathers must 
wear many times longer than leather 
which contains common oils or greases. 
Probably the most important property 
of a ‘vulcanized’ oil is its great prop- 
erty of repelling water ... and al- 
though properly treated leather sheds 
water like a duck’s back, it is as porous 
as ordinary leather and thus combines 
the good qualities of both rubber and 
leather without having any of the great 
defects of either.” 

Here, of course, is the obvious an- 
swer to the immediate problem. No 
creeping, no staining, no cement trou- 
bles, but permanent lubrication, pro- 
ducing not 14 per cent or 40 per cent 
but “many times” the original wear. 


Reported by Recorder in 96 


In view of all the recent discussion 
and expert testimony on the subject of 
“later advances” in the technology of 
sole treatments, it is rather surprising 
to note that all the above information 
appeared in the Boor AND SHOE ReE- 
CORDER issue of January 15th. Not Jan- 
uary 15th, 1944, but January 15th, 1896 
... 48 years ago. 

Since that article appeared, over 48 
years ago, millions upon millions of 
leather soles have been treated with 
vulcanized oil compounds; men’s shoes, 
women’s shoes, children’s shoes, Army 
shoes, and a never ending list of spe- 
cialty shoes such as ski-boots, woods- 
men boots for the C.C.C. Camps, golf 
shoes, ice-skating shoes, and special 
double-sole boots for our arctic troops. 

Some of these shoes were hand made, 


rub against and cut each 






hand turned, some were welts, some 
were channeled, some were cement 
process, and some stitched and some 
nailed. There is no record of a vulcan- 
ized oil treatment causing any unsur- 
mountable difficulties regardless of how 
the shoe is made. 

Many millions of miles have been 
walked on shoes with vulcanized oil- 
treated soles. They have been worn in 
the tropics, in the arctic, on city streets, 
over woods and fields, on mountains 
and across deserts under every con- 
ceivable walking condition. Many tests 
have been made, thousands of unso- 
licited testimonials have been written, 
and never has there been a report of 
less than 100 per cent increase in the 
wear obtained. 

Why, then, all the present excite- 
ment about the possibility of 14 per 
cent additional wear, using materials 
which were condemned half a century 
ago? 

The answer is probably three things: 
cost, time involved, and availability of 
materials. 


Cost Factor in Use of Oils 


The cost of vulcanized oil solutions 
is somewhat higher per gallon than raw 
oil solutions, but on a cost-per-pair-of- 
shoes basis, this difference averages 
only a fraction.of a cent and even on 
the heaviest men’s soles should not add 
more than one cent per pair. 

Because a vulcanized oil does not 
creep, and level itself in leather, slight- 
ly longer dipping time may be required 
to insure complete penetration. Light 
weight women’s soles may saturate in 
15 minutes, heavy hard men’s soles may 
require an hour, the average dip time 
is around thirty minutes. 

With respect to availability of mate- 
rials, the supply of animal, vegetable, 
and marine oils is unquestionably more 
limited than that of mineral oils. In 
some instances the shortage is very 
critical. It must be borne in mind, how- 
ever, that with proper formulation, 
practically any animal, vegetable, or 


“marine oil may be vulcanized. The re- 


fined or so-called edible grades are only 
required on light colored upper leather 
where staining is to be avoided. Fur- 
thermore, the amount required to thor- 
oughly treat an average pair of shoes 
is only a fraction of an ounce. One 
cupful will treat over eight pair of 
average size shoes. 

Many shoe manufacturers have been 
using laboratory prepared vulcanized 
oil sole treatments consistently . for 
years. Many are using them today. 
They have been paying the higher price 
per gallon because their own experience 

[TURN TO PAGE 112, PLEASE] 
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SALESMEN WANTED 


HELP WANTED 
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Essential Workers need Release Statements 


Essential Workers need Release Statements 


Essential Workers need Release Statements 











MANUFACTURER OF AN OUTSTAND- 
ING and very high-grade line of Misses’ 
and Childen’s non-rationed Play Shoes retailing 
at $3.50 (short line, exceptional values), open 
for high calibre men to cali on the better retail 
and department store trade in the following 
territories: New York State, except Greater 
New York; Virginia; Arizona; Utah; Nevada; 
Idaho; Colorado; Kansas; Oklahoma; Georgia; 
Florida; North and South Carolinas. Prefer 
men carrying other non-competitive lines. Tell 
us all about yourself, how long in the territory; 

how often covered; other lines carried, etc. 
or no attention will be paid to your applica- 
tion. Address #121, care Boot Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y¥. 





ALESMAN, covering New York State with a 
*’ strong line of Women’s Novelty Shoes. 
Established trade. Commission basis. One in 
habit of doing volume was Prefer — 
living in Buffalo territory. Must have good ref 
erences. KRISCHER, ROGERS. & FISCHER, 
20 N. Fourth Street, Philadelphia 6, Pa. 


SALESMAN WANTED for all territories, ex- 

ceptionally clever, promotion new type flexi- 
ble Wood Sandals. Can be carried as side line. 
Straight commission. State details, background. 
Address #120, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


ALESMEN: We have a few territories open 
for experienced men covering retail shoe and 
department stores with an in-stock line. non- 
rationed Men’s, Women’s and Children’s spe- 
cialty popular price footwear. Excellent oppor- 
tunity for a few men who have large following 








and can devote full time to our line. Straight 
Commission. No drawings. Address #119, 
care Boot Shoe Recorder, 100 East 42nd 


Street, New York 17, N. Y¥ 


SALESMAN, EXPERIENCED-—For Western 

Pennsylvania, West Virginia, Ohio, and 
Western New York State; in-stock lines of 
Men’s Shoes and Women’s Arch Shoes, retailing 
$4.00 to $6.50; also Growing Girls’ and Boys’ 
Oxfords and a complete line of Playshoes. Ter- 
ritory well established. Drawing account against 
commission. Must travel by machine. Refer- 
ences and full information in first letter. Ad- 
dress #115, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


SALESMAN WANTED FOR TEXAS: ex 
perienced to carry a complete line of non- 











rationed Ladies’ and Children’s Play Shoes 
and Slippers for immediate delivery. Address 
#109, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 
ALESMEN — Commission basis. Women’s 


Playshoes, $3 and $4 retailers; Texas, North 
Carolina, South Carolina, Georgia, Florida 
open. Address #108, care Boot Shoe 
seein. 100 East 42nd Street, New York 17, 
ae We 





HELP WANTED 


Essential Workers need Release Statements 








ANTED: EXPERIENCED BUYER AND 

MANAGER of Women’s, Children’s and 
Men’s Shoes. Department Store in city of 
100,000 population. An opportunity of a life- 
time for right party. State qualifications, Draft 
status, age, and salary expected. Give full 
details in first letter. Address #130, care Boot 
. Shoe Recorder, 100 East 42nd Street, New 

York 17, N. Y. 





ATTENTION, RETAIL SHOE SALES 
MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are of 
responsibility and_ taking complete charge of 
store operations. Unlimited earnings under lib 
eral profit-sharing plan. bility to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Persons in war work 
er essential activity mot considered without 
statement of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 








FLOOR MANAGER—A large southern shoe 

store has an opening for a quick-thinking, 
alert floor manager. Top salary to right man. 
Address #994, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





SHOE EXECUTIVE—One of America’s. ten 

largest shoe establishments (not located in 
the east) has opening for an all around shoe 
executive, not as general manager; but as an 
assistant, starting salary $100.00 per week. 

Your letter will not be answered, if you fail 
to give full particulars regarding yourself and 
your shoe experience covering last several years, 
giving names of all former employers and posi- 
tion filled with each. Address #995, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





W ORK SHOE SALESMAN to_take charge 
of our distributing office in Detroit. No 
credit responsibility. Must be able to handle 
sales force. Bond required. State age and 
qualifications. $2600 per year, plus bonus. Ad- 
dress #125, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N 





SHOE BUYER, THOROUGHLY EXPERI- 
ENCED in medium priced Women’s Shoes. 
This is a real gy with a large store in 
a large Eastern City, for a man who has had 
a successful record in a small department store 
or smaller city. Must be Draft exempt. 


salary. State age, experience and salary de- 
sired. Address #117, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 





ETAIL SHOE SALESMAN with Women’s 

High Grade Shoe experience for one of the 
largest shoe stores in the Northwest. Man 
capable of earning over $200 per month, draft 
exempt. Permanent position with good oppor- 
tunity for advancement. Give full details, in- 
cluding nationality and age, and send snap 
shot if possible. C. M. STENDAL, 1001 Nicol- 
let Avenue, Minneapolis, Minn. 











UYER AND MANAGER—Children’s and 

Play-Shoe Department employing ten sales- 
men. Exclusive agent. PROPRBILT, ED. 
WARDS, JUVENILE, VITALITY and other 
leading lines. Applicant must state salary ex- 
pected, age, and family connections; also by 
whom now employed as well as all other em- 
ployers covering last ten years; how long with 
each and in what capacity. Address #111, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


WANTED: Experienced Retail Shoemen for 

District Supervisors. Age 25 to 35. State 
experience; give reference and Draft status. 
Also enclose photograph. Permanent connection 
with well-known, large firm if can qualify. 
Confidential. Address #107, care Boot & 
hoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








TORE MANAGER FOR CHAIN STORE 

UNIT—Central Pennsylvania. State Draft 
status and qualifications. Address #112, care Boot 

Shoe Recorder, 100 East 42nd Street, New 
Yor: a9. Ww, Oe 


| 
| 
|S 
| 





SIDE LINE SALESMAN WTD. 


Essential Workers need Release Statements 











SIDELINE SALESMAN to carry Line of 
Women's non-rationed Play Shoes on 5%, 
commission for the following: New York 
City, Brooklyn, Connecticut, New York 
State, New Jersey and Pennsylvania, 


Address 122, care BOOT & SHOE peconees 
100 EAST 42nd STREET, NEW YORK 17, N 











SIDEL -INE SALESMAN TO CARRY LINE 
OF Women’s, Children’s Playshoes, House 

Slippers and Shoes on 5% commission basis 

throughout Middle West and South. Address 

#126, care Boot & Shoe Recorder, 100 East 

42nd Street. New York 17, N. Y. 

HELP 1 





SIDELINE WANTED 


W ELL KNOWN SALESMAN carrying out- 

standing Manufacturer’s Line of Sheepskin 
Slippers through Michigan, Ohio, Indiana, 
Illinois, Wisconsin, wants to add another well 
reputed Manufacturer’s Line. Will be in New 
York April 16-20. Write for personal meeting. 





J. J. LEOPOLD, Hotel New Yorker, New 
a) (Home office, 3029 Elmhurst, Detroit 6, 
ich. 





LINE WANTED 


RUBBER FOOTWEAR SALESMAN, 15 
years’ experience, desires position to repre- 
sent in New York City. Address 3124, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


EXPERIENCED SALESMAN, Chain Store 
following; excellent sales record; 4-F Draft 








status. Best references. St. is residence. 
Address #114, care Boot & Shoe Recorder, 
1218 Olive Street St. Louis 3, Mo. 





SHOE SALESMAN WITH LARGE FOL 

LOWING in Chicago and suburbs desires 
line of Growing Girls’ and Women’s Sport 
Shoes or popular priced Novelty Shoes for 
above territory. Popular priced Line of Chil- 
dren’s Shoes. Also interested in Jobbing House 
Slippers in Chicago. Age 25, Army Medical 
Discharge. A-1 references. Address #131, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


FOR SALE 


WE HAVE FOR IMMEDIATE DELIVERY 

3000 pairs non-rationed Women’s Warmeze 
Shearling Lined Boots, sizes 4 to 9—brown 
leather shell, brown shearling upper $4.00 pait, 
net FOB Providence. MAURICE C. SMITH 














CO., INC., 101 Sabin Street, Providence, R. L 





The rate for 
Minimum charge, 75 cents. 


address should be counted. 





“Position and Lines Wanted” 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for all 
For all other classified advertisements the rate Is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


advertisement 


The rate for all dispiay classified advertisements i J inch with f . 
Classified advertising is payable in advance. Aap; 4-Crear Pe sa race Fes tai 


= Advertisements for this page must be in eur New York Office 10 days preceding publication date. 


In all other cases each word of the 


undisplayed advertisements. 
Minimum charge, $1 
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FOR SALE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 
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|_ OWNER IN DRAFT — 


Established Family Shoe Store—Penn- 

nia Industrial Community. Low 
overhead; experienced loyal help; 
100% location. 

Inventory about $17,000. (Will re- 
duce inventory if desired.) Good 
Lines, Ample Quotas,¢ Clean Stock— 
No junk. Over $40,000 last year. 

Only shoe store in community of 
9,000 population containing ten diver- 
sified industries in addition to peing 
the nearest community to “Kobuta 
the World’s largest Synthetic Rubber 


t. 
= ADDRESS: 


SCHMUCK’S SHOE STORE 


MONACA, PA. 











OR SALE: Approximately 3,000 pairs of 
Nationally advertised shoes; complete size 
runs in Black Kid; Black ‘and Tan Calf; 
| smpen Leather and Whites. The majority of 
this stock has heen shipped to us within the last 
thirty days. NEWSTADT’S SHOE STORES. 
SHREVEPORT. LOUISIANA. 





SHOE STORE FOR SALE: Retail Family 
Store; Invoice about $12,000. Southern 
City of 100,000. Did $50,000 in 1943. Rea- 
son for selling—owner in bad health. Address 
#116, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, ws 





TREE FAMILY SHOE STORES FOR 
SALE in large Mid-Western City; estab- 
lished cighteen years; excellent reputation; 
small inventory; small rental. No lease tie-up. 
Will sacrifice. Address #110, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





EDIUM PRICED FAMILY SHOE 

STORE, established fourteen years; excel- 
lent location; low rent. Two Hundred Thousand 
population to draw from. Largest Navy Yard 
located here; inventory about $16,000; real 
money maker, now and after the war. Owner 

tetiring on account of total disability. Address: 
MR. RAEFORD, 210 Webster Avenue, Ports- 
mouth, Virginia. 


POSITION WANTED 


BUYER & MANAGER—Young man_ with 

family now employed in position held for 
past four years. Have had 26 years’ experi- 
ence buying, selling and merchandising women’s 
medium and high-priced footwear and have, as 
well, thorough knowledge of men’s and chil- 
dren’s shoes. Now making $100.00 per week 
plus bonus but wish to make a change for the 

. Am over draft age. Address #128, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 











ETAIL SHOE EXECUTIVE, over 20 
years’ experience retail and wholesale sell- 
ing, desires position as Buyer or Manager of 


mt or Store. Draft exempt. Can go 
. Can furnish references. Address 
$129, care Boot & Shoe Recorder, 100 East 


4ind Street, New York 17, N. Y. 





BUYER & MANAGER—Hard worker, sober 

aggressive, 43 years of age, married, with 
two children eleven and fifteen. Twenty-five 
years” experience buying, selling and merchan- 
dising men’s, women’s and children‘s medium 
and high-priced footwear. Now employed by 

concern in same job held for last several 
Wats; want to make a change because my sal- 
My is frozen. Will accept $7500.00 per year 
or better, go anywhere: but prefer south or 
West. Address #127, care Boot & Shoe Re 
Coder, 100 East 42nd Street, New York 17, 


WANTED TO PURCHASE 


Warren SHOE STORE OR ACTIVE 
SHOE DEPARTMENT by honorably dis- 

Man, age 42, who was owner of own 

Store for nineteen years. Will invest up 








-_., fontast immediately giving all de 
dress #113, care Boot & Shoe 
irae “tos East 42nd Street, New York 17, 
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WRITE, 


SELL US YOUR SURPLUS BETTER GRADE SHOES 
and convert into CASH & RATION CURRENCY 
any quantity and at fair prices 
WIRE OR PHONE 


M. K. WEIL SHOE CO. 
1326 Washington Ave., ST. LOUIS, MO. 


Ce. 4898 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadeiphia, Pa. 
Phone Lombard 2062 





SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC 
established 1915 
We buy surplus or , stocks of shoes frea 
‘etailers, jobbers 
sets = new ~~ 
108-110 Duane Street, New Yori 
Phone: WOrth 2-5377 and S378 and 5378 








WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New Yerk City 
Phone BARCLAY 17-7887 








SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write today 
BARIS SHOE CO., INC. 


79-81 Reade St., New York, N. Y. 
Phone WOrth 2-5180 





WE 8UY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


N 4th S$? Ph Po 


e MARie? 








SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 

















SHOE DEPT. FOR LEASE 


SHOE DEPARTMENT FOR LEASE to pri- 

vate individual capable of handling $50,000 
volume and over—very fine es’ Specialty 
Shop located in Indiana. Department on first 
ffoor handling branded and advertised lines. 
Must be financially responsible. Long term 
lease. Party interested must have nice per- 
sonality. Wonderful opportunity locating your- 
self permanently with fine and pleasant sur- 
roundin; Send photo. Give full details. Ad- 
dress #100, care & Shoe Recorder, 100 
East 42nd Street. New York 17. N. Y. 


Brown Co. Consolidated 
Net $1,126,415 


BERLIN, N. H.— Brown Company 
reports for the year ended Nov. 30, 
1943, consolidated net profit, after 
taxes, of $1,126,415 against $2,107,- 
076 for 1942. Brown Company, the 
parent company, shows net profit 
after taxes of $354,895, compared to 
$1,071,087 in 1942, and Brown Cor- 
poration, the wholly-owned Canadian 
subsidiary shows a net profit after 
taxes of $883,086 for 1943 against 
$1,230,799 for the previous year. Con- 
solidated sales were $30,997,931 in 
1943 and $33,467,085 in 1942. 

A major factor in the reduction of 
sales and earnings during 1943 was 
the industry-wide shortage of pulp- 
wood occasioned by scarcity of woods- 

















men which resulted in curtailed pulp 
production and greatly increased 
pulpwood costs. Consolidated earn- 
ings after estimated taxes for the 
1944 fiscal year to date approximate 
those of the corresponding period of 
1943. 

The annual report outlines numer- 
ous aspects of the company’s post-war 
plans, including the eventual concen- 
tration of all domestic pulp produc- 
tion in its Cascade Mill at Berlin, 
N. H. This mill now houses the four 
largest paper machines at Berlin, and 
the change will provide an integrated 
pulp and paper mill with lower pro- 
duction costs. Existing paper ma- 
chines will be improved and one new 
machine will be added. The long 
range plan for Brown Corporation’s 
pulp mill at La Tuque, Quebec, calls 
for complete modernization to make 
this mill fully competitive for the 
post-war period. 

Among other important matters ‘in- 
cluded in the report is the holding of 
the Treasury Department’s Price Ad- 
justment Board that no excess profits 
were made by Brown Company for 
the fiscal year 1942 and that the 
Canadian Corporation’s business is 
not subject to renegotiation. 
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NEWSPAPER, ADVERTISING 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 





2. Vincent Edwards Idea Clip- | | 
ping Service 
Actual newspaper tear sheets of ads | 
of shoe stores; you select the exact | 
stores and cities you want to see or | 
= the selection to our advertising 
staff. 


3. Learn Advertising at Home 
Advertising is an interesting study and | 
pares to write more effective 
letters: te acquire a larger vocabu- 


lary; to comprehend sales and 


merchandisi blems of a business, 
ond to be 2 dnitely in a position to 
ow business velopment 
ideas. 


+ 
VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 


342 Madison Avenue, New York City 











Basic Facts about 
Oil Treatment 
[CONTINUED FROM PAGE 109] 





has dmonstrated superior results both 
from a standpoint of manufacturing 
facility and improved wear. 

Suddenly they received a published 
report from the Bureau of Standards 
which briefly discusses thirty sole treat- 
ments, only describing one actual wear 
test conducted on only two of them, and 
finally recommends that sole leather be 
soaked in a heavy solution of crank 
case oil procured from the local gas 
station. 

The natural implication was that 
those who had been using sole treat- 
ments developed in the laboratory for 
the express purpose of treating soles for 
greatest wear, have been wasting their 
money. This must have come as a con- 
siderable shock to at least one manu- 
facturer who had to .pay to have the 
mineral oil removed from a few tons of 
leather soles before he could attach 
them to uppers. 

On the heels of the Bureau of Stand- 
ards report followed an uncalled for 
blast from certain columnists and the 
press generally, to the effect that the 
shoe industry as a whole was selfish, 
negligent and unfair to consumers be- 
cause it didn’t rush right down to the 
local gas station and buy some crank 
case oil. 

While such action might have some 
dubious value where soles are not 
treated at all, the many cases where 
manufacturers are at present using a 
good sole treatment, such action would 
constitute a down grading of their 
shoes, rather than an up grading. 

To cap the climax, it is now sug- 
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gested to make it mandatory for all 
civilian shoes to be manufactured with 
“treated soles.” The results of such a 
mandate are obvious. As the shoe man- 
ufacturer will have to absorb the addi- 
tional cost, as little as it is, he nat- 
urally will be forced to use the cheapest 
materials which will slide under the 
broad usage of the term “sole treat- 
ment.” 

Even manufacturers who now treat 
a part of their lines with vulcanized oil 
treatments will be inclined to switch to 
the cheap material throughout. Why 
continue to use a higher priced sole 
treatment when a government order 
will have taken over the responsibility 
of increased shoe wear, if any? 

If the consumer complains about de- 
creased wear—blame it on the govern- 
ment. 

There is considerable question as to 
the advisability of issuing any manda- 
tory order on sole treatment, but in the 
event that it should be deemed neces- 
sary, it might be wise to first find out 
just what type of sole treatment we 
are going to mandate. 





Ney Now Director 
Of Rationing Division 

WASHINGTON — Confirmation of the 
appointment of Jerome M. Ney, of Fort 
Smith, Ark., as director of the Miscel- 
laneous Products Rationing Division of 
the Office of Price Administration, was 
followed by the announcement of a 
number of other appointments of inter- 
est to the shoe trade. 

W. A. Molster, former chief of the 
Rubber Footwear Branch, is named as- 
sistant director of the Miscellaneous 
Products Division, and Willard J. Scott, 
former. head of the Operations Section, 
becomes acting chief of the Rubber 
Footwear Branch. Mr. Scott was for 
17 years associated with the Hood Rub- 
ber Company. DeWitt Gutman has 
been made head of Operations Section. 

Mr. Ney has been acting head of the 
Miscellaneous Products Rationing Divi- 
sion since Patterson French left to as- 
sume the duties of another position. 
Among important responsibilities of 
the Miscellaneous Products Division are 
shoe and rubber footwear rationing. 

Mr. Ney has been in active charge 
cf shoe rationing since W. W. Stephen- 
son left OPA to become executive vice- 
president of National Boot and Shoe 
Manufacturers Association. He will 
continue to have as assistants in exe- 
cutive duties and planning Joseph B. 
Charde and Perham C. Nahl, both of 
whom held positions in the shoe ration- 
ing set-up under Mr. Stephenson. 





Ceiling Prices on 
Volume Slipper Heels 


WASHINGTON. — Dollars - and - cents 
ceiling prices of volume slipper heels 
produced in New York City were an- 
nounced April 4 by the Office of Price 
Administration. 

Volume slipper heels include finished 





heels made of both hardwood and syn. 
thetic hardwood heel blocks. These 
heals are generally used on house slip. 
pers, and on low and medium priced 
play shoes. 

The price changes provided for, ang 
effective April 8, 1944, will not increage 
the retail prices of the types of foot 
wear having finished synthetic hard 
wood or hardwood heels because shoe 
manufacturers are not permitted tp 
pass on such increases under the ex. 
isting regulations. 

The new amendment reduces the 
price of covered hardwood slipper heels 
by $.186 per dozen and lacquered heels 
by $.336 per dozen. Synthetic hardwood 
heel prices are increased over their 
former levels by $.116 to $.446 per 
dozen pair. 

The prices established by today’s ae. 
tion are based on total costs plus a 
margin of 3 per cent and are as fol. 
lows: 

Hardwood—14%4/8 inches and under, 
covered or lacquered, $.132 per pair; 
Synthetic hardwood—14%/8 inches and 
under, covered or lacquered, $.093 per 
pair. 

The prices for lacquered heels apply 
to heels with one coat of filler and 
one coat of lacquer, or two coats of 
lacquer. $.00833 per pair may be add- 
ed to the prices listed above for each 
additional coat of lacquer applied. 

Today’s action was necessary to 
maintain the supply of synthetic hard- 
wood heels. These heels, the lowest 
priced heels on the market, are made 
by a patented process for moulding hee! 
blocks from granulated hardwood and 
other materials. Synthetic hardwood 
heels are produced by the Comolite 
Corporation, one of the largest pro- 
ducers of heels in the United States. 
The company was threatened with 
bankruptcy unless a price increase was 
granted, because costs had reached a 
point where they were substantially 
above maximum prices. 

A recent regulation (MPR 420) es- 
tablished specific prices for finished 
hardwood heels at substantially higher 
levels than those prevailing in March, 
1942. These price increases were al- 
lowed, chiefly, because of the increased 
cost of hardwood lumber. However, 
this regulation did not differentiate be- 
tween hardwood slipper heels and regv- 
lar shoe heels. Hardwood slipper heels 
are materially cheaper to produce than 
regular heels but, under the regulation, 
they had the same ceiling price. 

Covered hardwood slipper heels had 
a maximum price of $1.77 per dozen 
and lacquered $1.92 per dozen in com- 
parison with the maximum prices for 
synthetic hardwood slipper heels under 
the General Maximum Price Regula 
tion, which ranged from $.65 to $1.00 
per dozen pair. : 

This amendment establishes maxr 
mum prices for finished hardwood slip- 
per heels and finished synthetic hard- 
wood slipper heels which are in a closer 
price relationship based on relative 
costs. 
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The styles illustrated above are 
IN STOCK for immediate shipment, 









Black Kid in a High Shoe. With 
Etonic In-Stock Service you can 
always cater to this conservativ 
trade. Some Styles available in 
sizes 6-14, widths AAA-EEE. 
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While we are proud of our achievements in youthful styling plus SOLID COMFORT... 
and we are taking definite steps today to make Etonic Arch Shoes the outstandingly smart 
men’s comfort line in the Country .. . we are not neglecting your requirements for men of 
conservative taste — a trade important to your maintained profits, and particularly so today. 


Made in the Bootshop of CHARLES A. EATON CO., Brockton 64, Mass. 


CUSTOM BOOTMAKERS SINCE 1876 
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Exhibiting at the following Wartime Buying Conferences 


CHICAGO—April 29-May 2 
637 Hotel Morrison 





BOSTON—Apri! 30-May 4 
222-24 Parker House 


ATLANTA—April 24-27 
Henry Grady Hotel 


NEW YORK—April 16-20 
738 Hotel McAlpin 
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——ORDER NOW! 


RED, WHITE, BLUE 


POSTERS 


SIZE 17 x 22 
es 


National Foot Health Week 


APRIL 24-29 





It you're doing a real fitting job, NOW is the 
time to dramatize your store as a source of 
good shoes, correctly fitted. During National 
Foot Health Week, use colorful, powerful red- 
white-and-blue posters in your windows and 
in your store—April 24-29. 
. 5 Posters 2.50 
10 Posters 3.75 
20 Posters 5.25 


30 Posters 7.25 
50 Posters 11.00 
100 Posters 21.00 





R. E. Andruss, Boot and Shoe Recorder, 
100 East 42nd St., New York 17, N. Y. 


Check enclosed—Send _. Foot Health Week Posters to— 


Address 
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Contracts Let for UNRRA Shoes 


CONTRACTS for the first big batch of relief shoes have 
been let and the tabulation of the contracts has been pre. 
pared by Treasury Procurement. This is the procurement 
for UNRRA that was handled by the Smaller War Plants 
Corp., before being turned over to Treasury Procurement, 
after a month’s delay. 

Although 2,000,000 of this type of shoes were contracted 
for last Winter, this is the first large order aggregating ap- 
proximately 6,000,000 pairs with a dollar value of $7,262. 
678.28. The shoes are of the canvas topped, rubber hot- 
tomed, and leather tipped and backed type previously de- 
scribed in Boot anp SHoE RECORDER. 

The prices of the shoes contracted for range from 89%. 
to $1.40 per pair. Contracts for about 500,000 to 750,000 
pairs of this procurement are still to be let. 

Manufacturers who are participating in this program 
and the dollar value of their contracts is as follows: 


Salem Shoe Mfg. Co., Inc., Salem, Mass. ......... $ 120,446.40 
Freeport Shoe Company, Freeport, Maine ......... 73,755.90 
Daly Bros. Shoe Co., Inc., Boston, Mass. .......... 27,258.00 
International Shoe Company, Newport, N. H. ..... 73,558.80 
Fitchburg Shoe Mfg. Co., Fitchburg, Mass. 95,655.60 


Rockingham Shoe Company, Newmarket, N. H. ... 68,755.50 












Southern Shoe Mfg. Co., Inc., Hagerstown, Md. .... 42,534.00 
Empire Shoe Co., Inc., Elizabethtown, Pa. ........ 28,639.08 
Allen Squire Company, Spencer, Mass. ........... 45,804.61 
Charles Cushman Company, Boston, Mass. ........ 140,400.00 
Anwelt Shoe Mfg. Company, Athol, Mass. ......... 314,772.72 
Sun Shoe Mfg. Co., Chicago, Ill. ................. 108,028.80 
Rubin Bros. Footwear, New York, N. Y. .......... 424,423.20 
Holly Shoe Co., Littleton, N. H. .................. 144,933.30 
A. G. Walton Company, Inc., Chelsea, Mass. ...... 330,976.80 
Orange Shoe Mfg. Co., Orange, Mass. ............ 302,662.50 
Berco Shoe, Inc., Brockton, Mass. ................ 100,065.12 
H. H. Brown Shoe Co., Inc., Worcester, Mass. ..... 209,220.00 
Saco-Moc Shoe Corporation, Portland, Maine ..... 122,782.80 
Craddock-Terry Shoe Corp., Lynchburg, Va. ...... 124,680.00 
Hubbard Shoe Company, Inc., Rochester, N. H. 135,010.80 
Ascutney Shoe Company, Hudson, Mass. .......... 50,940.00 
Wiley-Bickford-Sweet Corp., Worcester, Mass. ..... 100,800.00 
Norway Shoe Company, Norway, Maine .......... 77,250.00 
Bata Shoe Company, Inc., Belcamp, Md. ......... 150,330.06 
H. E. Davis Shoe, Freeport, Maine ............... 75,280.08 
Lenox Shoe Company, Inc., Freeport, Maine ...... 215,226.90 
Lind Shoe Company, Worcester, Mass. ............ 52,350.00 
Dainty Maid Shoe Co., Inc., Haverhill, Mass. ..... 100,620.00 
Phyllis Shoe Company, Lowell, Mass. ............ 73,440.00 
B & C Shoe Company, Manchester, N. H. ......... 94,950.00 
Bourque Shoe Company, Raymond, N. H. ......... 83,952.00 
Headway Shoe Corp., Webster, Mass. ............ 83,266.46 
Edmar Footwear Company, Putnam, Conn. ........ 45,882.00 
The A. S. Kreider & Son Co., Palmyra, Pa. ....... 47,287.80 
Prime Shoe Company, Chelsea, Mass. ............ 96,480.00 
Eagle Shoe Mfg. Co., Inc., Everett, Mass. ......... 272,946.00 
Golden Quality Shoe, Pittsfield, N. H. ............ 97,113.00 
Parkway Shoe Corp., Chelsea, Mass. ............. 135,010.80 
Tnternational Shoe Co., St. Louis, Mo. ............ 730,272.08 
Endicott Johnson Corp., Endicott, N. Y. .......... 480,984.92 
Endicott Johnson Corp., Endicott, N. Y. .......... 1,163,984.25 

$7,262,678.28 


See Trend to Better Shoes 


[CONTINUED FROM PAGE 87] 


service, fit, comfort, are more economical in long run, 14.0 
per cent; general trend to better merchandise on part of 
retailers and public, 2.8 per cent; continuation of ration- 
ing after the war will spur sales of better shoes, 1.4. 

Reasons for cheaper shoes: Public will have less money 
after the war, will demand cheaper shoes, 6.3 per cent; 
public will want more styles, more pairs; will not want 
to pay high price for all of them, 2.8 per cent: reversal of 
trading-up after war ends, 2.1 per cent; no reason, %.1 
per cent. 
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A Buying Guide 


To Our Advertisers in this Issue 





BOOTS AND SHOES 


ALLIED KID COMPANY, New York, Boston, Philadelphia ...... 


ARMSTRONG CORK COMPANY, Lancaster, Pa. 


ARNOFF SHOE CO., INC., New York City... 2 OD. Sais 


BARBOUR WELTING CO., Brockton, Mass. ... 

BARIS SHOE CO., INC., New York City ...... 

BARSH & CEASAR, Philadelphia, Pa. é' 

BASS, G. H., & CO., Wilton, Me. ......... 0000000000005. ; 
BELLAIRE SHOE COMPANY, Portland, Me. 
BREZNER, N., & CO., INC., Boston, Mass. 


BURNS CUBOID CO., Santa Ana, Cal. ..... 2.6.6 ee cee eee 


CADIE CHEMICAL PRODUCTS, INC., New York City ........ 


CAMBRIDGE RUBBER CO., Cambridge, Mass. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 





CAMITTA, SAM, & SONS, New York City .................5. 


CAVALIER COMPANY, Baltimore, Md. 
CLAPP, EDWIN, & SONS, INC., Weymouth, Mass. 

COHAN, WILLIAM, Chicago, Ill. 

COLE HAAN CO., Chicago, Ill. HER ott: ; 
COLONIAL TANNING COMPANY, Boston, Mass. 


CONSOLIDATED SLIPPER CORP., Malone, N. Y. ............. 


COON, W. B., CO., Rochester, N. Y. 


DARLING, L. A., CO., Bronson, Mich. 
DESCO SLIPPER CO., Long Island City, N. Y. 


DEWEY & ALMY CHEMICAL CO., Cambridge, ‘vba ae 


DOUGLAS, W. L., SHOE CO., Brockton, Mass. ............ 
DREW, IRVING, CORPORATION, Lancaster, O. 
DuPONT, E. |.. De NEMOURS & CO., 


EATON, CHARLES A., CO., Brockton, Mass. ............... 
EINSTEIN, J., INC., New York City . 
EVANS, JOHN R., & CO.. Camden, N. J. 


FIRESTONE RUBBER & LATEX PRODUCTS CO., Fall River, Mass. 


FOOT CHOICE SHOES, INC., Marietta, O. 
mremwvine, Clow York Cily .. 20.5... .ccccccccceccceces 
Weuris SHOE CO., New York City ..............ccccceeees 


GERBERICH-PAYNE SHOE CO., Mount Joy, Pa. ............. 
GILBERT SHOE COMPANY, Thiensville, Wis. . 
GLAMOUR MAGAZINE, New York City .................... 
GOODWILL SHOE CO., Holliston, Mass. ................05. 
GREEN SHOE MFG. CO., Boston, Mass. ................605- 
GROVES SHOE CO., Chicago, Il. 


HEYWOOD BOOT & SHOE CO., Worcester, Mass. ... 


re GOMPANY, Trenton, M.S... coc... cccccc.. ssc css ccccpbcsleubcenebe’ 


HOOD RUBBER CO., INC., Watertown, Mass. 
HOTEL BENJAMIN FRANKLIN, Philadelphia, Pa. ........... 
HOTEL en Bie  :. dav. scb bbs ceeds. 


HUBSCHMAN, E., & SONS, INC., Philadelphio, Po. ........ 


ISELIN, WM., CO., INC., New York City .............5. i 
LT.S.CO., THE, ON: SS ee ere 


4ARMAN SHOE COMPANY, Nashville, Tenn. ................ 
Buying Guide Index Continued on Next 
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Shoes Clue to 


Runaway Prisoner 


MILWAUKEE, Wis.—Pvt. William F. 
McKanry, 21, of 2772 N. 12th St, a 
military prisoner, who escaped from the 
disciplinary barracks at Fort Leaven- 
worth, Kan., four weeks ago, was ar- 
rested recently in Chicago, when a 
detective’s suspicions were aroused by 
the rundown heels of McKanry’s shoes. 
McKanry otherwise was dressed smart- 
ly in an officer’s uniform. The Chicago 
police turned him over to military 
authorities. 


To Manage Regal Store 


MILWAUKEE, Wis.—G. W. Baumann 
recently was appointed manager of the 
Regal Shoe Co. store at 716 North 3rd 
St. Prior to his appointment he had 
been assistant manager. 





Appointed to Board 
Of Directors 


West BEND, Wis.—Robert H. Rolfs, 
president, Amity Leather Products Co., 
here, announced recently that two new 
members have been added to the board 
of directors of the company, namely, 
John E. Dickinson and George D. 
Spohn. At a meeting of the board, 
Harold O. Leiser was elected executive 
vice president and John E. Dickinson, 
vice president, director of sales. A. L. 
Johnson was elected secretary-trea- 
surer. 





To Manage Two Departments 


SHEBOYGAN, WIs.— Joseph W. Las- 
kowski, for the past four and one-half 
years manager of the Sheboygan Dry 
Goods store shoe department, has been 
named manager of the shoe department 
of the Waukegan Dry Goods Co., 
Waukegan, Wis., and will also manage 
the shoe department of the Racine Dry 
Goods Co., Racine, Wis. He has been 
succeeded by Paul Renzelman, assistant 
manager of the shoe department in the 
Sheboygan store for the past 10 years. 





Baynham Visits Louisville 


LOUISVILLE, Ky.—Lesslie B. Bayn- 
ham, Baynham Shoe Co., Lexington, 
with branches in Louisville, Ky., and 
elsewhere, was recently in Louisville, 
with Mrs. Baynham, on a combined 
business and pleasure trip, which in- 
cluded a visit to the local store, and 
attending the marriage of the daughter 
of an old friend. 





Shoe Man in England 


Concorp, N. H.—Walter O. Spauld- 
ing, former superintendent of the Man- 
chester plant of the J. F. McElwain 
Shoe Co., and now serving in the Sea 
Bees, is in England, according to word 
received by his sister, Mrs. Joseph G. 
Andrews, wife of a local police captain. 
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Dates to Remember 


Banquet, 210 Associates, Hotel 
Astor, New York. April 17, 1944 
Fall Showing, St. Louis Shoe Manz- 
facturers’ Association, New York. 
Week of April 17, 1944 
Fall Showing, New England Shoe & 
Leather Association, Hotel Mc- 
Alpin, New York. 


Week of April 17, 1944 


Shoe Manufacturers’ Fall Opening, 
Hotel New Yorker, New York. 
April 16, 17, 18, 19, 1944 
lst Annual Luncheon Meeting Na- 
tional Shoe Fabrics Association, 
Hotel McAlpin, New York. 
April 18, 1944 
Buffalo Shoe Show, Hotel Statler, 
Buffalo, New York. 
April 23, 24, 1944 
Advance Fall Showing, Southeast- 
ern Shoe Travelers, Henry Grady 
Hotel, Atlanta, Ga. 
April 24, 25, 26, 27 1944 
Fair Shoe Trav- 
elers’ Association of Chicago, 
Morrison Hotel, Chicago, ote 
April 29, 30, May 1, 2, 1944 
Travel-saving Shoe Show, Feuiey 
House, Boston, Mass. 
May 1, 2, 3, 4, 1944 
Fall Buying Show, South awe sind 
Shoe Travelers’ Associatio 
Ad us and Baker Hotels, Dal. 
las, Tex. May 2, 3, 4, 5, 1944 
Fall Buying Convention, Northwest- 


Indiana Shoe Buyers’ Week, Fall 
Showing, Indiana Shoe Travel- 
ers’ Association, Claypool Hotel, * 
Indianapolis, Ind. May 7, 8, 9, 1944 

Monthly Shoe Showing, Michigan 
Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit, Mich. May 8, 9, 1944 

Shoe Convention Mid-Conti- 
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KEITH, GEO. E., CO., Brockton, Mass. ...... 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 
KIRSCH-BLACHER CO., INC., New York City . 

KISTLER LEATHER COMPANY, Boston, Mass. ........... 
KRIPPENDORF-DITTMANN CO., Cincinnati, O. 


LA MARQUISE FOOTWEAR, INC., New York City 
LEIGHTON, FRED, CO., New York City 

LEVOR, G., & CO., INC., New York City 

LIMA CORD SOLE & HEEL CO., Lima, O. 

LITTLE WELT SHOE CO., Nashville, Tenn. ... 


MARBRIDGE BUILDING, New York City . 

MARION SHOE DIV. OF DALY BROS. SHOE CO. ‘Marion, oO. 
MARILYN SHOE COMPANY, Milwaukee, Wis. F P 
MOHAWK CARPET MILLS, New York City ............... . 
MORRISON HOTEL, Chicago, Ill. Gated LED ow owhh nc 
MOULTON, BARTLEY, INC., St. Louis, Mo. ................. 
MUSEBECK SHOE COMPANY, Danville, Ill. 


NUNN-BUSH SHOE CO., Milwaukee, Wis. 
OHIO LEATHER CO., THE, Girard, O. ... 


PAL MANUFACTURING CO., Los sen Cal. 
PIERCE, C. S., CO., Brockton, Mass. ........ 
POTVIN, R. J., SHOE CO., Providence, R. |. 
PRIMA THEATRICAL CO., Columbus, O. 
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Skirvin Hotel, Oklahoma PROMENADE SHOE CO., New York City 
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City, 
8) May 14, 15, 1944 
Fall Shoe Show, Pennsylvania Shoe 
Travelers’ Association, a 
Penn Hotel, Pittsburgh, P: 
May 14, is. boas 1944 
Iowa Fall Shoe Show, Hotel F 
Des Moines Des Moines, Saga 
May 14, 15, 16, 1944 
Midwest Shoe Travelers’ Show Pax- 
ton Hotel, Omaha, Neb. 
May 21, 22, 1944 
Pacific Northwest Shoe Show, Port- 
land, Oregon. May 28, 29, 30, 1944 





Volume of Trade Down 


SEATTLE, WASH.—The volume of shoe 
business in the Northwest has dropped 
off from between eight and fifteen per 
cent, according to the estimate of local 
shoe dealers. 

Although it is true that rationing is 
responsible to a certain extent, it was 
thought also that people are not pur- 
chasing shoes as eagerly as before be- 
cause of the expectancy that the war 
will end soon. They feel that it will be 
better to wait and buy shoes which will 
be of better quality and more reason- 
able. 

Although there is’ a drop under the 
1943 business, shoe men said that they 
were ahead of 1942. 
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REECE WOOD SOLE SHOE CO., Columbus, Neb. 
REED, E. P., & CO., Rochester, N. Y. ...... bias 
ROBERTS, JOHNSON & RAND, St. Louis, Mo. 

RUBIN, IRVIN, New York City 


SAM SMITH SHOE CO., New Market, N. H. 

SCHOLL MFG. CO., INC., Chicago, Ill. ae ope 
SKIPPY SANDAL & SLIPPER CO., New York, N. Y. .. 

SMITH, J. P., SHOE CO., Chicago, Ili. ..................6-. 
SPAULDING FIBRE COMPANY, No. Rochester, N. H. ... 
SPORTING SHOE CO., New York City 

SUPERIOR SHOE CO., Chicago, Ill. .................. 
SURPASS LEATHER CO., Philadelphia, Pa. ee 


TAYLOR, E. E., CORP., Boston, Mass. ............... 
TRIMFOOT COMPANY, Farmington, Mo. 


UNITED LAST COMPANY, Boston, Mass. 
UNITED SHOE MACHINERY CORP., Boston, Mass. 


VICTORY FOOTWEAR SALES CO., Baltimore, Md. 
VINCENT EDWARDS & CO., New York City 
VULCAN CORP., Portsmouth, O. 


WEAR WELL SHOE CO., New York City 


WEIL, M. K., SHOE CO., St. Louis, Mo. ... 2... oe ee cee eee ee cees 


WINTHROP SHOE COMPANY, St. Louis, Mo. 
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